


42 and 83 George Shives telis you how he 
recouped some fost accounts. 


Product knowledge, yes, but not at the expense 
of soles technique is Harry Viand's advice to 
Jim Brown, salesman. Read Mr. Uland’s train- 
ing theories on pages 102 and 103. 





Sales Manager should  De-commercialize — Advertising and Promotion, 
4. “hit the road’. Page 88 _ Christmas gifts. Page 90 What does it cost? Page 94 





@ Mr. Distributor, here’s a versatile 

pipe and bolt machine that practically sells 

itself. It's portable. The Beaver Model “A” 
performs over 200 varied operations. Cuts, threads or 
reams pipe from “%” to 2” (up to 12” with drive shaft 
and geared tools). . . cuts bolts from “%”" to %” and 
threads bolts '2” to 2”. Tell your customers they don’t 
have to coddle this sturdy Beaver machine. Flip the 
start switch and it hums into action. Your customers 
will be glad to know, too, that the Beaver Model "A” 
operates at an astonishingly low maintenance cost 


# E yen E R 


PIPEMTOOLS 


216-300 Dana Ave. * Warren, Ohio, U. S. A. 
53 Years of Highest Quality” 


“(one satisfied user reports only $2.75 spent on repairs 
other than dies over a 9-year period of active use). 
Your customers can be ready for ANY job with a 
Beaver Model “A” Pipe and Bolt Machine. Remem- 
ber, the Beaver Model “A” is the machine with over 
200 applications! 





WRITE FOR YOUR BEAVER 
QUICK-REFERENCE CATALOG NOW! 


A quick-reference cata- 
log giving complete infor- 
mation, sizes and prices on 
each Beaver unit. Write for 
yours today! 


{ 
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HAPPY HOLIDAYS are 
in the offing for many un 
derprivileged children in 
Minneapolis. And all be 
cause an industrial supply 
firm has a novel way of 
handling the customer 
Christmas gift problem 
Read about it on page 90. 


—— > 
COOPERATION be- 
tween the industrial sup 
ply salesman and the man- 
ufacturers man means a 
good deal. On page 106, 
you'll find out about an 
Albany firm’s conviction as 
to the most advantageous 
way to achieve this coop- 
eration. 


LOST CUSTOMERS are 
hard to resell. But it can 
be done A Cincinnati 
salesman, who won back 
20 customers in three 
months, tells you how on 


page 82 


+ 


3-POINT PLAN has 
proved most successful for 
a Wisconsin salesman. He 
also has upped his sales 
volume by serving unusual 
customer You'll read 
about one—the rat farm 
on page || 


IN A RUT with routine 
sales calls? An Atlanta 
supply division manager 
solved this problem simply 
and effectively. He sells 
with samples and features 
a product he knows the 
customer needs. Page 92, 


SPEED is the keynote in 
a Chicago industrial sup 
ply house’s handling of 
order shipment and paper- 
work clearance. Their sys 
tem delivers every order as 
quickly as if it were an 
emergency. Page 108 tells 
how 


oe 


PERSONAL CONTACT 
and market inspection 
rank high with an Augusta 
sales manager. Page 88 
shows how he makes the 
most of every chance to 
visit customers and pros 
pects to obtain first-hand 
data 


SELL & SERVE—That's 
the motto of a Louisville 
industrial supply house 
Page 102 gives details on 
how the sales manager 
formulated a training pro 
gram to develop salesman 
ship and product knowl 
edge 





REGULAR FEATURES 


Survey of Business Plans. 7 Supply Sales Trends News 
Talk of the Trade. . 77 ~=—Price Index 118 = =Selling Is My Business. 
Editorial 


81 The Outlook for Business 120 On the Market Today... . 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1953 





the BETTER fastening method. 





CAP SCREWS 
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H-K INTERNAL WRENCHING Socket Head 


CAP SCREW 


ae 
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Guaranteed Unfailing Performance 


Industrial Distributors like the Holo-Krome 100% 
Distributor Sales Policy. Your territory may be open. 


All standard items are 
Interested? Write for details! 


carried in stock. 


HOLO-KROME 
Coneplly large 
SOCKET SCREWS 


THE HOLO-KROME SCREW CORP., HARTFORD 10, CONN, U.S.A. 
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NEW! Low-Cost, Light-Duty Pressed 
Steel Ball Bearing Pillow Blocks 


The new JPS200 series ball 
bearing pressed steel pillow 
blocks manufactured by Link- 
Belt more than fill the need for 
good, low-cost, light-duty, self- 
aligning units, They are particu- 
larly adaptable 

* Sales for applications 
Meeting Shere speeds 
Link-Bele Rivetless Chain on a ; are relatively 
: Park in Print low and loads 


coal-handling flight conveyor are light 





The pressed steel housing is 


Uses for Rivetless / strong and streamlined, yet of 
fers great cost savings as com 

Chain Offer Sales f pared to cast iron housings. They 
are dimensionally interchange- 


In Many Industries x able with P200 series for shaft 


Link-Belt drop-forged Rivetless | ses from 76 © iNe 
Chain has a wide range of prof ' These new JPS200 pillow 
itable application for heavy-duty blocks are greased during as- 
conveyors and elevators. It is / sembly and require no further 
especially suited for use on ex- lubrication. The lip-type contact 
seal, which is integral with the 
bearing, effectively retains lu 





tremely long conveyors, such as 
coal retarding conveyors, refuse 


making these blocks especially 
well suited for dusty and dirty 
operating conditions 


sive assembly and overhead tro] pressed steel pillow block! Low-cost, light-duty, self-aligning, 
ley conveyors, where the load is streamlined, and lubricated for life! Another great addition to the 
heavy or the weight of the chain most complete line of mounted ball and roller bearings 
/ 

iS a determining tactor 

Link-Bele Rivetiess Chain Other Standard Pillow Blocks in the Broad Link-Belt Line 
combines great strength with 
comparatively light weight. It is 


conveyors at saw mills, progres- INTRODUCING!—the new Link-Belt JPS200 series ball bearing | bricant and keeps dirt out 





simple in design and construc 
tion, flexible and dependable in 
operation, withstands shock and 
resists corrosion and abrasion 
This is more proof that there's 
a right Link-Belt chain for every 
purpose. Catalog 900 shows the Also flanged, flanged cartridge, cartridge, take-up and hanger blocks—. 
complete line of chains and , and unmounted ball and roller bearings 
matching sprocket wheels 














For Every Requirement ae SERVICE MATERIALS 
There’s a Link-Belt | Coal, grain, 
Cast Elevator Bucket — | 


cement, pulp 








As can be seen from the table at right, 
Link-Belt builds a type of cast bucket for 
handling various kinds of materials under Heavy 
many operating conditions. All have rein- 
forced corners and are proportioned for fast rIME TO HAND OUT ‘54 


Ayre geemtin egg tage © They are POCKET CALEN Ww 
iling and quick, clean discharge. They are Sutse-heavy | Some os types KET CALENDARS. When 
you read this your supply of 


labl lleabl > 
ilable in malleable iron or in Promal, 

available in © illea ) patent, | 2 

the stronger, longer-wearing metal ink-Belt pocket calendars will 


For either chain or belt mounting, Link - have arrived. Get these handy 
Belt cast buckets are smooth and seamless reminders to your customers now 
with well-rounded corners. Careful selection Style Inclined Coke, ores, 

of materials com B elevators stone 
bined with broad 


manufacturing ex Style Materials | Clay, suger, sell, LINK-BELT COMPANY 


perience, research Cc that tend to | wet grain, finely Plants in 

and testing assures stick or pack | pulverized ore Indianapolis + Philadelphia 
a reliable product Chicago « Atlanta « Colmar, 
Can be furnished Pa. + Houston + Minneapo 
with a protective Continu- | Continuouvs Coal, sand, grav- lis + San Francisco + Los 
coating, or cast from ous elevators el, crushed stone Angeles + Seattle 13.308 
bronze or alumi Offices in Principal Cities 

num. See Book 2465. | ——— 


Sand, gravel, 
stone 
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Proper 


electi 


This Tap Selector is the hottest pro- 
motional piece since Threadwell’s Tap 
Manual which is still going like a house 
afire. Capitalize on this one-two punch 
and get in on the good will Threadwell 
is building up for its Distributors. If you 
don’t know the Threadwell Story mail 
the coupon. You'll be amazed. 


THREADWELL TAP & DIE CO. 
GREENFIELD, MASS. U.S.A. 
Send me the Threadwell Story. 








NAME —___ 





COMPANY qese= 





STREET 





city ZONE STATE 


K 
Seauceeeaseaeeee 
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The Cover 


Selling with samples, re-selling lost ac- 
counts and selling through product 
knowledge—no matter how it’s done, the 
salesman plays a leading role. Robert Hill 
{Cowan Supply, Atlanta) features the first 
method; George Shives (Bingham Tool & 
Supply, Cincinnati) was successful in the 
“resale”, while Harry Uland (Uland Rub- 
ber & Supply, Louisville) advocates the 
third way. For all the details, turn to the 
editorial section, which begins on page 81. 
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THE FERRY CAP & SET SCREW CO. 


® CLEVELAND 13, OHIO 


2153 SCRANTON ROAD e 


\ 
\ 
. 


“SHINYHEADS” 


America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished hexagon head cap screws— 
bright finish. Heads machined top 

ond bottom. Hexagon faces clean 
oa, smooth and true, mirror finish 
Tensile strength 90,000 p .s. i. 
Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treat 
ment is not required and where 
ordinary hexagon heads are satis- 
factory. Hexagon heads die made 
to size — not machined. Points 
machine turned. Tensile strength 
in accordance with SAE Grade 2. 
Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled siots — less 
burrs. Flat and chamfered ma- 
chined point. Carried ‘1 stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


x 
CONNECTING ROD BOLTS 


Made of alloy steel—heat treated 
—threads rolled or cut—finished 
to extremely close thread and 
body tclerances — body ground 
where specified. Expertly made 
by the pioneers in producing con 
necting rod bolts by the cold 
upset process. 


“HI-CARBS” 


Heat Treated Black Satin Finish 
Made of high carbon stee! — AISI 
C-1038. Furnished with black satin 
finish due to double heat treat- 
ment. Hexagon heads die made, 
not machined. Points machine 
turned; flat and chamfered. Ten- 
sile strength in accordance with 


SAE Grade 5. Carried in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in produc- 
ing Cup Point Set Screws by the 
cold upset process. Cup points 
machine turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered ma- 
chined point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style—to blue print 
specifications — hexagon head 
hard; polished if specified — 
threads soft to close tolerance — 
points machine turned; flat and 
chamfered. 


% 
SPRING BOLTS 


Case hardened to proper depth 
and ground to close tolerances. 
Thread end annealed. Supplied in 
various head shapes, with oii 
holes and grooves of different 
kinds, and flats accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Stee! in 
sert—steel covered. Finish: plain, 
zinc plated, cadmium plated. Size 
9/16", 3/4", 15/16" across the flats. 


Tapped 1/4" to 3/4” Inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hex- 
agon nut fits snugly into shell. 


TANDARDS 
carried by 


LEADING 
DISTRIBUTORS 





SPECIALS 
furnished to 
BLUE PRINT 

SPECIFICATIONS 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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SPECIAL DUTY 


Known ‘round the World 
for Dependability — 


ALL-STEEL 


and lubricated — ready to lock or the shaft. 

They are normally available from distributors’ 

stocks... in a wide range of sizes. Call your dis- 
*& In millions of installa- _tributor or write us for Dodge-Timken bulletins. 
tions Dodge-Timken bearings have proved their - DODGE MANUFACTURING CORPORATION 
ability to cut costs and increase production. S8CO UNION STREET, MISHAWAKA, INDIANA 
Their dependability is unquestioned under 
every condition of service. Available in five 
different types, including the new Dodge-Timken 
All-Steel Pillow Block for grueling, heavy duty 
jobs. All are sealed both on and off the shaft. 


Dodge-Timken bearings are fully assembled 


( 
THE TRANSMISSIONEER ie featured in sd 
every Dodge advertisement. Prospects are - 
urged to call the Transmissioneer for in 
formation about the products advertised } 
and news of latest developments in power . ’ 
tranemission machinery 
_ 


TORQUE. ARM ROLLING GRIP AND TAPER-LOCK SHEAVES; 
SPEED REDUCERS DIAMOND D CLUTCHES SEALED LIFE V-BELTS 


of Mishaweha, Ind. 
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Industrial 








Distribution 


Survey of Business Plans 
For New Plant and Equipment—1954 


By The Economics Department 
McGraw-Hill Publishing Co. 


M‘*s FACTURING INDUSTRIES now 
plan to invest 8% less in 
plant and equipment in 1954 than 
they did in 1953. This is the result 
of a survey of manufacturing 
panies made by the McGraw-Hill De 
partment of Economics in October 
Electric and gas utilities, and mining 
companies, plan to invest about as 
much next vear as in 1953, according 
to other recent Manufac 
turing, mining and utilities account 
for over half of total business capital 
expenditures 

If these plans are carried out, 1954 
will be another year of relatively high 
activity in the capital goods industries 
Declines are surprisingly small, con 
sidering that expenditures in 1953 
have been at record levels 

The manufacturers’ in 
vestment plans is mostly related to the 
completion of defense expansion pro 
grams. There is no evidence of wid 
spread cutbacks in anticipation of a 
business recession. 

‘his is mostlv a decline in plans for 
new construction and the expansion 
of capacity. And it is chiefly in in 
dustries—like steel and aluminum 
which have met their defense goal 
There are still large plans for install 
ing new machinery, particularly in 
consumer goods industries 


g 
Big companies, with long-rang: 
expansion 


new 


com 


estimates. 


decline in 


modemization and 
grams, are providing the main support 
for capital spending. Almost without 
exception, these large companies are 
sticking to the long-range plans for 
1954 which they reported to McGraw 
Hill back in February, 1953 

Smaller companies are 
to cut back on investment in plant 
ind equipment, as they did in 1953 


pro 


continumeg, 
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Industry 


Steel 

Automobiles 

Machinery 

Electrical Machinery 
Transportation Equipment 
Food 

Petroleum 

Chemicals 

Textiles 

Other Manufacturing” 


Total Manufacturing 


rubber, furniture and apparel 
Source 





Expenditures for New Plant and Equipment 
(Millions of Dollars) 


Increase or 
Decrease 


$1,108 24% 
923 1,063 +15 
899 805 10 
463 +10 
215 9 
841 0 

2,824 ’ 2 

1,800 ; 14 
296 —12 

2,969 , 13 


Plans 
1954 


Est. 
1953 


$1,460 


$12,690 / 8 


* Includes non-ferrous metals (refining and fabricating), building materials, containers, paper, 


1953, Department of Commerce; 1954, McGraw-Hill survey 








Oaly 40% of the companies participaé 
ing in this survey plan to maintain or 
raise capital expenditures in 1954. But 
these are mostly the larger companies 
And some of the very largest are boost- 
ing expenditures substantially 

New products appear to be the prin 
cipal reason behind plans for high 
level capital spending in 1954. This 
includes completely products, 
more capacity for recently developed 
growth products, and the expansion 01 
diversification of existing product 
line Big companies particularly are 
planning to diversify their manufactur 
ing facilities, cither by bringing out 
completely new items, or by crossing 
into other industrial fields with 


new 


OvVveT 
good growth prospects 

These plans for 1954 correspond 
closeh with 
MecGraw-Hill in 
the following industric 
electrical 


those reported — to 
hebruary, 1953. for 
automobiles 
ind 


machinery machinery 


petroleum? All these groups are hold 
ing within 10% of plans reported 
earlier. ‘The steel industry now plans 
to spend considerably more than it did 
catlicr, because most companies have 
come up with further modernization 
On the other hand, some 
chemical companies have cut back 
sharply on earlier plans, because sales 
expected. Long 


projec ts 


ire not booming a 
range planning is still not very preva 
lent in the food or textile industries 

lo that thriving growth industry 
engaged in speculating about the busi- 
ness outlook, we are now in a position 
to contribute something new and sen 
sational. Our contribution is a fact, as 
opposed to a theory, about the out 
look 

The fact is that American 
facturing industries are now planning 
to spend almost as much within 8% ) 
ind equip 


for new industrial plant 
Continued on page 10) 
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YOU got ito grind... WE've aot tt arind with! 





UNBIASED 
COUNSEL 








You get 
UNBIASED 


COUNSEL < 
based on 
all abrasive 








_ the ONLY source for EVERY abrasive product you need 


7 ~ CARBO 


REGISTERED 
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We have = one axeto grind ‘i YOURS: | 


You get 
UNBIASED 
__ COUNSEL 











...and we’re telling itto 3 
your customers millions of 
times a year 
in industrial magazines—direct ——— 
ee distributor all 
i: Sees efor out sll the quality { 
of the best-known brand & 








wt ARBORUNDUM 
| _. the ONLY souree for EVERY abrasive product you need 








" INDUSTRIAL DISTRIBUTOR 
the ONLY source for EVERY abrasive product his customers sood 
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“For us, Red End Rules 
last longest. Although 
we give them hard usage, 


the joints stay tight and 


they’re always dependable.” 








“RED END” Extension Rule being 
weed for inside measurement in 
crating 


UFKIN “Red End” Rules 


Quote the man whe uses them and you'll 

industrial Favorites sell ‘Red End" rules. They last longest 

the World Over —and cut your Customers costs — be- 
cause of these features: 


© Triple-locking solid brass joints. 
® Solid brass strike plates. 


For heavy duty service. 
® Mark . 
Snow-white enamel finish. ings embedded into the wood 


= —— ® Bold easy-to-read figures. 
ae : 
Graduations on both edges. 


: Select straight-grained, hardwood 
50% Thicker sections for sections. 
extra heavy service. Brass 


Protected by a tough, clear plastic 


extension for accurate inside 
coating. 


measurements. Light box- 
wood finish. 


SELL JUFAIAN tarts + rues + precision Tools 


Ty) THE LUFKIN RULE CO., SAGINAW, MICHIGAN 
132-138 Lafayetie St., New York City © Barrie, Ontario 


SOLD ONLY THROUGH DISTRIBUTORS 
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Survey of Business Plans 
For New Plant & 
Equipment — 1954 


(Starts on page 7 





ment as they are spending in this all 
time record breaking year, 1953. We 
found this out by making a survey of 
a substantial cross-section of manu 
facturing industry. 

In carrying out this survey, we re 
reived cooperation which was delight 
ful. We even had companies call us 
up by phone and telegraph from the 
Pacific Coast, prepaid, to give the an 
wers to our two questions on their 
investment plans: (1) What are you 
spending this year? (2) What do you 
plan to spend in 1954? And in every 
quarter where we sought cooperation, 
it was given gencrously and enthusias 
tically 

In the light of the tremendous post 
war surge of investment in manu 
facturing facilities—a surge which has 
more than doubled our pre-war manu 
facturing capacity—there are those, 
quite a few of them, in fact, who will 
find it hard to believe that there are 
plans to carry through another year 
with a very high level of investment 

But there is the fact. And a fact of 
large constructive significance for busi 
ness it is, particularly when coupled 
with the further news that capital ex 
penditures by utilities and mining 
companies give promise of being about 
as high next vear as they are this year 


“As Go Capital Expenditures, 
So Goes Prosperity.” 


Except for wartimes, there has 
never been a period during our mod 
erm industrial development when capi 
tal expenditures were high that was 
not a period of general prosperity. And 
neither has there been a period when 
capital expenditures were down when 
we didn’t have generally depressed 
conditions otherwis¢ 

What we have surveyed, of course, 
is plans for capital investment by 
manufacturing companies in 1954, not 
ironclad commitments. ‘This is a fact 
which should be kept very much in 
the foreground. If consumers sud- 
denly went on a holiday, some of the 
plans would unquestionably get put 
back on the shelf. 

But, when full weight is given to 
the fact that we are dealing with plans 
rather than completed performance, 
the fact remains that the present in 
tentions of industry in the investment 
line constitute a major element of 


Continued on page 14 





VERTICAL MATCHING ASSURES EQUAL POWER TRANSMISSION 


Durkee-Atwood’s new vertical V-belt matching machines elim- 
inate the “sag” error always present when V-belts are matched 


on horizontal matching equipment. Calibration of true running 
length assures equal power transmission from all belts on 
multiple belt drives. The machines also test for vibration and 


possible internal imperfections. 











DU PONT CORDURA’ RAYON MULTIPLE CORD CONSTRUCTION 


High-tenacity Cordura® rayon cords give Durkee-Atwood 
Industrial V-Belts longer life, less stretch, and greater shock 
resistance. Use of this revolutionary new cord material is 
another one of the reasons why D-A Industrial V-Belts are 
guaranteed to satisfy on any drive. 

©Trademark E. 1. Du Pont De Nemours & Co., Wilmington, Del, 











STRAIGHT SIDEWALLS — FULL GROOVE CONTACT 


Durkee-Atwood V-Belts are manufactured with straight side- 
walls to maintain full groove contact at all times giving positive 
drive action. Straight sidewalls reduce slippage and assure 
stnooth, efficient power transmission. The load is distributed 
evenly over the entire thickness of the belt giving it longer life. 

















FIELD-TESTED AND APPROVED 


D-A Industrial V-Belt performance and life are thoroughly 
proven facts—and on-the-job records back this up. Durkee 
Atwood engineering and research, use of the finest materials, 





strict manufacturing controls and “Vertical Matching” have 
brought forth industrial V-belts outstanding in quality, whether 
for OEM or replacement drives. 


New Warehouse Stocks « Chicago, Atlanta, Cleveland, Jersey City DU R 4 E E 


WRITE DEPT. ID-12 TODAY FOR DISTRIBUTOR PROPOSAL 


DURKEE-ATWOOD CO. 


MINNEAPOLIS 13, MINNESOTA 
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Ilustrated are but a few of the many popular W & B 
drills and reamers. Complete lines of High Speed and 
Carbon Steel drills and reamers are also available. 


Catalog No. 105, available upon request, lists and 
illustrates the lete Whitman & Barnes line of 
iy lf J quality tools. 


stock and sell 
W & B Carbide Drills 
and Carbide Reamers , 





For efficient high speed drilling of cast iron, plastics, non 
ferrous and abrasive materials. Diameters from 4%" to 1%”. 





Have the same application and high speed efficiency char 
acteristics found in above standard length drills. Diameters 
from 4” to 





These drills are specifically designed to efficiently enlarge 
cored, drilled or punched holes. Diameters from 4” to 14” 





Particularly applicable for reducing costs on turret lathe 
and screw machine reaming of metals. Diameters from 
to 14%" 





Provide fast, easy drilling of concrete, cement, brick, slate 
marble, stone and all types of masonry. Diameters from 
bs” to 14” 








Carbide extends full length of barrel preventing scoring or 
galling and insuring high-finish hole. Diameters from 1881” 
to 1.010 





Quickly drill smooth, uniform holes in glass with little or no 
chipping and without cracking. Diameters from 4” to 4” 








For cost saving reaming of dowel pin holes in hardened die 
steels. eliminate time consuming annealing. Diameters 
from %&" to 4” 








Save time by drilling hardened steel in the range of Rock 
well C40-65 without expensive annealing. Diameters from 
to % 





W&B carbide straight flute shell reamers are carefully de- 
signed for easy and firm arbor mounting. Diameters from CARBIDE STRAIGHT FLUTE 
4%” to 3° " j 








SHELL REAMERS 





“Wakers of Fine Jools Since 1845 ™ 


WHITMAN & BARKES 


PLYMOUTH, MICHIGAN 
NEW YORK e« CHICAGO « LOS ANGELES ¢ HOUSTON 
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wr PROTO ¥ TOOLS 


PROTO means Pies ict va. 
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if It’s Cast Iron 


¢, Sprocket® 


.. +. HERE’S WHERE 


TO GET THEM fast 


ears 


THE NATION’S MOST COMPLETE SOURCE 


No matter what type of Cast lron Gear 
or Sprocket is required, Medart 

can ship them! Here you can get cast 
tooth, cut tooth, and mortise tooth 
gears—Spur, Bevel, Mitre, 

Worm and Angle Gears, 

Spur Gear Racks, Ring Gears 

—Here you can get cast tooth 

and cut tooth sprockets—in virtually 
any size, for every application. 


And if you get a call for something special, 
Medart can make it for you from thousands 

of patterns on hand. Even designs you think are 
obsolete we're likely to have available! 


You should have Medart's catalog for reference 
and easy ordering. Send for it now! 


Replacement 
Gears & 
Sprockets 


No blueprint or complicated details required! Just send in the 
worn gears and Medart con make duplicate replacements and 
ship them in ao minimum of time. 


ATTACH TO COMPANY LETTERHEAD 


MEDART COMPANY, 3535 DeKalb St., St. Lowis 18, Mo 


THE MEDART CO. 
Most Complete Source For 
Mechanical Power 
Transmission Equipment 


Send Medart Gear Catalog 
Also send the following catalogs 

V Belts & Sheaves [) Pulleys & Sheaves 
3535 DeKolb St., () Pillow Blocks 
St. Lovis 18, Mo. 


Speed Reducers 
Name 


Title 
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Survey of Business Plans 
For New Plant & 
Equipment — 1954 


(Starts on page 7) 





strength in the business outlook. If, 
as we still believe, the business declin« 
at present in progress will persist for 
a time, the investment plans of Amer 
ican industry give strength to the hop« 
that the decline will be relatively 
modest 


Durable Goods 


Stecl shows the largest drop in 
capital spending, compared with 1953 
This simply means that stecl com 
panies have completed most of thei 
earlier plans for new blast furnace, 
open hearth and rolling mill capacity, 
as required by defense expansion goals 
Steel is still spending over $1 billion 
per year for capital equipment—a very 
high figure by pre-Korea standards, 
and more than expected earlier. Com 
panies are continuing substantial out 
lavs to modernize their finishing and 
fabricating plants. And they are also 
investing large amounts to develop 
new sources of iron ore 

Ihe automobile industry plans the 
largest increase in capital expenditures 
Auto makers are getting ready for a 
competitive struggle by installing the 
most modern equipment, getting 
ready to produce new models and add 
ing facilities for the production of 
automatic transmissions and other spc 
cial accessories. 

Electrical machinery companies are 
still expanding to mect the demand 
for many growth products turned out 
by this industry. In the machinery 
field, trends are very diverse—some 
lines up, and others down. Firms 
making such growth products as office 
machinery and air conditioning equip 
ment are increasing expenditures But 
most companies in the genera! ma 
chinery category plan to spend less, 
as do companies making farm equip 
ment, construction and mining ma 
chinery 


Non-Durables 


Many packaged food lines show 
higher capital spending plans for 
1954. The total figure for the food in 
dustries shows little change, becaus« 
there is a sharp drop in planned ex 
penditures of breweries—where 1953 
investment was verv high. But most 
food companies are spending more, in 
order to mect demand for frozen 
foods and other convenience item 

(Continued on page 18 





Vie 


f  R-Pac 


an > ais aie r 
bm No. 531-P 
Bronze Globe Valve 
Full Plug 


product Lae 


Ve Cross-bar, malleable 
iron handle and 
identification plate 


2. High tensile, high torque 
rolled bronze stem 
3. Heavy, deep packing nut 


4, Even-pressure gland 
5. Large, deep stuffing box 
can be repacked under pressure 
sé 6. High-test bronze bonnet 
with smoothly machined 
ae Heavy, rugged bronze union bevel for perfect seal 
ring won't distort with bevel of body 
body or weaken threads 


8. Stainless steel, heat-treated disc 9. Heavy section, high-test 
and seat ring. Full plug type. bronze body with 
Machined as matched pairs rugged reinforcing ribs 

for perfect fit and positive shut-off. 

Easy to replace 


You Offer AK 


Real Value in 
R-PEC 
Bronze Valves 


@ Every part of every bronze valve is made 
right in the R-PaC plant. From the designing 
of the pattern, the pouring of the molten bronze, 
the machining, polishing, fitting, inspecting, 
and testing ... every operation is under the watchful eye 
of R-PaC Valve craftsmen. 
They like to make valves, good valves, and they build into 
the complete line of R-P&C valves the quality that makes it easier 


for you to get repeat business. 
Write our Reading, Pennsylvania office for literature oa -_ 2 & ¢ 


on the Complete R-P&C Valve Line 
valves 


R-P&C VALVE DIVISION 
AMERICAN CHAIN & CABLE 


Reading, Pa., Atlanta, Baltimore, Boston, Chicago, Denver, Detroit, Houston, 
New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
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PRODUCTION AND 
MORALE GET A 


ike Lift 


AT THE HAMER 
OIL TOCGL COMPANY 


“Production and worker morale have 

S gone up noticeably since we installed 

LF, Coffing Quik-Lift Electric Hoists,” 

says Floyd S. Hamer, production manager 

of the Hamer Oil Tool Company, Long 
Beach, California 


This leading manufacturer of blind and 
plug valves finds that Quik-Lift Electric 
Hoists have more than measured up to ex- 
pectations both for their ability to do the 
job and to stay on the job. So successful 
were the first few units tried, in fact, that 
today there are 36 Quik-Lifts in one build- 
ing alone 

Quik-Lifts are made to order for produc- 
tion work of this type. They are built to 
stand up under tough assembly-line use. Like 
Hamer, many have found that a Quik-Lift’s 
dependability soon repays its cost in saved 
down time and production and morale 
get a lift in the bargain 


For full information on Quik-Lifts, and the 
complete line of Coffing portable hoists, write 
Dept. Al2E 


“Nobody lifts anything around here now.” 
Today, all the heavy lifting is done by Cof 
fing Quik-Lift Electric Hoists at the Hamer 
Ou Tool Company. Qutk-Lifts are available 
in 17 sizes from 500 to 4,000 lb. and a 


choice of lifting speeds up to 49 [t. per. min, 


COFFING HOIST COMPANY (i 


Danville, Illinois 
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SPRING WASHERS 
BEALL TOOL DIVISION of Hubbard & Co., EAST ALTON, ILL. 
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Why 
stocking 
this product leader... 


...means money 
in your pocket 


s | here is only one mac hine-cast bar solder, Federated CASTOMATIC" Solder. 


All ordinary bar solders are hand-pourcd into open molds. 


There is nothing like Castomatic Solder on the market. It is dross-free, 
has no hard spots or voids to slow down work, is as precise 


in its composition as electronically controlled machines can make it. 


Casromatic Solder is a product leader that is also a sales leader. 


lo stock it is to sell it...and this means money in your pocket. 


Backed by national advertising and merchandising aids; 


all standard sizes and compositions are available, 


AMERICAN SMELTING AND REFINING COMPANY 


120 BROADWAY, NEW YORK 5, N. Y. 


in Canada: Federated Metals Canada, Ltd., Toronto and Montreal 


tabi cot 


“~“ @ 


Aluminum and Magnesium, Babbitts, Brass and Bronzes, Anodes, 
Die Casting Metals, Lead and Lead Products, Solders, Type Metals 
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Survey of Business Plans 
For New Plant & 
Equipment — 1954 


(Starts on page 7 ) 


Ihe container industry also plans 
higher spending in 1954 to keep pace 
with the needs of food processors. 

The petroleum industry plans ex 
penditures close to the 1953 level. All 
divisions—production, refining and 
marketing—evidently expect to main 
tain a high level of spending 

The drop in chemical industry ex 
penditures is concentrated in two 
ficlds: heavy chemicals and rayon 
chemicals. Capacity in these lines has 
expanded faster than markets. The 
integrated companies that make a 
wide varicty of chemicals are not 
cutting investment so sharply 

Fextile mill expenditures continuc 
to lag, reflecting poor profits in the in 
dustry. The other manufacturing 
category shows a substantial drop, be 
cause the nonferrous metals industry 
is Important in this group Companies 
that refine and fabricate aluminum 
and other non-ferrous metals have 
completed a large expansion similar to 
that in steel. So they will cut spend 
ing sharply in 1954 


Mining 


A small sample of mining com 
panies participated in our = survey 
Their answers scem to indicate rela 
tively little change in this group's 
total expenditures in 1954. Coal com 
panics plan to spend more for new 
machinery, now that demand has 
picked up somewhat. And many large 
projects in metal mining are still to 
be, completed. On the other hand, 
there may be some dectine in drilling 
for oil 
Utilities 

Electrical World estimates that 
electric power companies will spend 
$2.9 billion on new plant and equip 
ment in 1953 and $3.3 billion m 
1954. ‘The American Gas Association 
survey shows gas utility expenditures 
planned at $1.4 billion in 1953 and 
$1.1 billion in 1954. ‘Together, these 
estimates indicate little change in total 
utility outlays 


Summary 


The results of our survey in manu- 
facturing, plus the estimates available 
for mining and utilities indicate total 
capital expenditures for these three 
groups of $18 billion in 1953 and $17 
billion in 1954. 
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R 
eased on AA DISTRIBUTOR RECORDS 


...lhe R/Mdistributor and 
R/M field engineer called on 
prospect with many conveyor 
belt samples of various 


constructions... 








I 


THIS CASE, taken from R/M records, highlights two basic advantages enjoyed 
by all R/M distributors. 


1. R/M engineers work shoulder to shoulder with R/M distributors’ 
saiesmen on tough sales problems in the field. 


. R/M has the most extensive range of products for standard or 
special applications. 


“MORE USE PER DOLLAR” sums up the engineered qualities of R/M transmis- 
sion and conveyor belts, V-belts, hose and other rubber products as advertised 
in 50 publications for the benefit of R/M distributors. 


MANHATTAN RUBBER DIVISION — PASSAIC, NEW JERSEY 


RAYBESTOS-MANHATTAN, INC, 
& 2). LA = iw 


Flot Belts V-Belts Conveyor Belts Air, Water, Steam Hose Oil, Suction Hose Industrial Fire Hose 











Other R/M products include: Industriol Rubber © Fon Belts © Radiator Hose * Brake Linings * Brake Blocks © Clutch Facings 
Asbestos Textiles « Teflon Products © Packings © Sintered Metal Parts ¢ Bowling Balls MR O27 
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SOMETHING NEW IN HIS EXPERIENCE. It takes a lot of proof 
to convince grinding machine operators that one vitrified bond 
can be so much more efficient than another. Yet the new 
Norton G Bond has already made plenty of friends in plants 
throughout the country. Ask customers to get their own 
shopmen’s reactions to the “Touch of Gold.” 


To Norton Distributors’ Salesmen: 


Keep reminding customers how 
they can add the sure 


“TOUCH Or GOLD" 


with the NEW Norton 


G BOND 


Giving customers simple, believable evidence on how a product 
will boost their profits is the best sales-approach in the book. 


That's why sales for Norton ALUNDUM* wheels made with the 
new G Bond are really moving — because users are being sold on 


evidence they can easily see and hear, 


For instance, there’s the sound of a new G Bond wheel in action, 
and the sight of its spark stream — both so different from ordinary 
wheels, and both so convincing to men who know grinding wheels. 
And then there’s the easy-to-understand explanation of the G 
Bond’s unique cutting action that makes each abrasive grain do a 


full-time cutting job. 


Asa result, the new ALUNDUM G Bond wheels cut freer, cooler 
and faster, hold corners better, are better for form grinding and 
produce a smoother finish. They dress easier, cover a wider range 


of jobs and do more work. 


Keep pounding these advantages home — just as we're doing in 
the nation-wide advertising that backs you up on every call. Re- 
member: every one of them means time and money saved on your 
customers’ grinding jobs —the real ‘Touch of Gold” that builds 


profits for them and sales for you! 


How the new G bond assures 
more efficient cutting action 


ALUNDUM abrasive grains are held by the G Bond until 
they’ve done a complete cutting job, then released to make way 
for new grains with fresh, sharp cutting edges. It’s this unique 
ability of the new bond tohold the grains just long enough that 
keeps the wheel’s grinding surface at constant peak efficiency. 


NORTON COMPANY, Worcester 6, Mass. 


Export: Norton Behr-Manning Overseas Incorporated 
Worcester 6, Mass. 
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3 easy tests reveal the 
“TOUCH OF GOLD’ 


LOOK! You can see the difference in the spark 
stream of a Norton G Bond ALUNDUM 
wheel. No intermittent sparking, but a con- 
tinuous, even stream that means uniform cut- 
ting action, 


LISTEN! Norton G Bond wheels grind with the pleasant, steady EXAMINE! On precision jobs, especially, you'll get the results you 
swish-h-h of free, easy cutting. You hear no harsh grinding noise. want faster. And every job you do with the new G Bond will benefit 
by their new, unique culling action, 


NORTON 


ABRASIVES 


Gilaking better products 
to make other products better 


G BOND WHEELS HANDLE MANY JOBS, big or little, simple or 
complicated. You'll find them particularly valuable for such types 
of grinding as « ylindrical, centerless, surface, internal, gear, tool *Trade-Mork Reg. U. S. Pat. Off. and Foreign Countries 
and cutter, form and thread grinding and saw gumming. > 
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Ht 


products 


The Prospector of Old Knew that 


“There Was Gold in Them Thar Hills” 


There was gold in the hills but where to find it 
was the big problem the oldtime prospector 
faced. He plodded along, sometimes within 
inches of hidden gold, always seeking but sel- 
dom finding wealth that might have been his. 


Sling Prospects Are Everywhere 
Finding wire rope sling sales is no “‘prospecting”’ 
job because every manufacturer who lifts a load 
is a possible sling buyer. Every customer of 
yours who uses a hoist or crane needs a sling to 
complete his lifting equipment. These are sling 
sales that are right in your own backyard. They 
are there, maybe you have not noticed them. 








A Program Designed for Distributors 


Now for the first time a complete sling program 
designed for quick, profitable sling sales through 
distributors is offered by American Chain & 
Cable. It is a program tailored to distributor 
requirements, your requirements. It sets you 
up as the source of supply for all wire rope 
slings needed by industrial users. 


You Stock Fast Moving Parts 


It enables you to stock fast moving standard 
ACCO Registered DUALOC Slings and ACCO 
Registered Fittings (links, safety shackles, 





Stock Them... 


Plant: 
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and There's Money for You in 
ACCO Registered Wire Rope Slings 


hooks). These parts can be assembled into an 
infinite variety of slings which will take care of 
85% of your customers’ requirements. Special 
slings are engineered by ACCO representatives 
for sale to your customers through you. 


Prospects Mean Sales 
There’s money for you in ACCO Registered 
Wire Rope Slings. Easy to understand litera 
ture requires no technical training of your sales 
men. It lets users choose their own slings. You 
are surrounded by prospects—your own cus 


tomers. Do this: Have each salesman ask his 
customers next week if they use slings. You 
will be surprised at the sales you are now pass- 


ing by every time a call is made. 


Accepted for Years 
ACCO Registered Wire Rope Slings have been 
proved in use over a period of years by Amer- 
ica’s biggest manufacturers and thousands of 
smaller plants. And they are sold by the best 
industrial supply houses whose names we'll 
gladly furnish on request. 
*Trade Mark Registered © Patent No. 2463199 


Wile today to our Wilkes-Barre, Pa., office for literature and 


details of the ACCO Registered distributor sales plan 


in Canada: Dominion Chain Co. Ltd., Niagara Falls, Ontario 


and Sell Them 


Executive Office: 





ACCO 


Registered 


Wire Rope 
Slings 





District Sales Offices: 

















5300 SERIES CONDENSED SPECIFICATIONS 


CAPACITY 


THREAD RANGE 
SPINDLE SPEEDS 


SPINOLE 


COUNTERSHAFT DRIVE 


Swing: 12%" over bed; 12%” over saddle wings; 8%” over 
saddie, 24".36"-48" between centers 

48 selections. 4 to 224 Standard, right or left. 

Direct: 173, 272, 454, 492, 780, 1300 RPM 

Backgeared: 29, 46, 77, 83, 132, 220 RPM 

Nose, 2%" -8 threads. Bored for No. 4% MT, with reducing 
sleeve to take No. 3 MT 1%” hole thru spindle. 1” collet capacity. 
Built-in, with clutch and brake. %” wide B-belts. 3-step spindle 
pulley, 2-step motor pulley 





THE NEW VALUE STANDARD IN. 


ATLAS PRESS COMPANY 
eAtamal an ‘ 


No. 5300 Clausing lathe equipped with 
lever type collet chuck, lever type car- 
riage turret, bed turret for production 
hand turret operations. 








12” CLAUSING ‘'5300” SERIES (1 cotter capacity ) 


“ZERO -PRECISION” TIMKEN TAPERED ROLLER 
BEARINGS, AND EXCLUSIVE FRICTION CLUTCH 
AND BRAKE COUNTERSHAFT = GREATER 
ACCURACY TOP PRODUCTION 


For capacity, accuracy and profit potential the brilliant new CLAUSING 

5300 gives you more Plus Value sales features than you've ever had to 
offer in a 1” collet capacity lathe . . . at or near its price! 

, 12” swing 1%” hole through 16” long spindle 

+ 2% " 8 thread spindle nose 4 1” collet capacity heavy duty 

No. 3 MT tailstock with tang socket 4 7%” diameter lead screw 

4 12 speeds, 29 to 1300 RPM 9” cross slide travel} 2%” tool 

post slide travel 4 up to 48” between centers== Bigger Tool and 































BIG PRECISION SPINDLE WITH ‘‘ZERO-PRE- 
CISION" BEARINGS. Precision ground, forged 
steel spindle turns on widely spaced heavy-duty 
Timken ‘“Zero-Precision’’ tapered roller bear- 













: ‘ , 

Job Capacity . . . Wider Work Range! ings — bearing run-out tolerance is .00015. 
, New heavy-duty headstock and tailstock 

massive . bed and carriage . . . for maximum rigidity and stamina 






+ headstock diamond bored for husky Timken ‘‘Zero-Precision.’ 
tapered roller bearings, the most accurate used in any lathe > 
forged steel, precision ground spindle with hardened nose #& head- 
stock, carriage and tailstock hand fitted to precision ground Vee 
and flat ways of bed== Greater precision . . . Closer tolerances! 











NOMY f Built-in countershaft with friction clutch and brake 
permits instant starts and stops of spindle without stopping motor 
+ oil flinger spindle bearing lubrication long wearing steel cable 
B-section V-belt drive 4 automatic apron with splash lubrication 4 







































MASSIVE HEADSTOCK 
Massive headstock cast- 






CLUTCH AND 










instant selection of 48 threads or feeds == Savings in Time ing weighs 65 Se. Noavy BRAKE EQUIPPED 
: 2 duty construction, plus COUNTERSHAFT 
Increased Production . . . Longer Life! malleable iron counter- Friction clutch-brake thot 


shaft bracket anchored 
and doweled to casting 
to bridge drive opening, 
assure accurate align- 
ment and rigidity for 
“the heort of the lathe."’ 


permits instant starts 
and stops of spindle 
without stopping motor. 
Belts ore fully guarded 


New Pedestal Base and Pedestal Cabinets! New pedestal bases and 
pedestal cabinets are 3/16” steel plate, welded and braced with thick 
box-type channeling . . . rigid foundations for accurate lathe work. 
Cabinet, illustrated at left, has drawers in tailstock pedestal . . . base 
has plain tailstock pedestal. Both have shelf between. 








The New Clausing 5300 is a terrific machine tool! It's a beauty to see, 
to operate and to sell! With its many Plus Values and exceptionally 
attractive price, you can get the lion's share of the market in your area! 
Your territory may be open — write, wire or phone TODAY! 









BENCH LATHE, 24” CENTERS $715.00 . . . PEDESTAL BASE $160.00 . PEDESTAL CABINET $200.00 
BENCH LATHE, 36” CENTERS 745.00 . . . PEDESTAL BASE 165.00 .. . PEDESTAL CABINET 220.00 
BENCH LATHE, 48” CENTERS 830.00 . . . PEDESTAL BASE 175.00 PEDESTAL CABINET 240.00 



























Prices are less motor and are F.O.B. factory, 


Ottumwa, lowa. Prices subject to change without notice 


~  CLAUSING DIVISION 4/22 Press 


12117 N. PITCHER ST. KALAMAZOO, MICHIGAN 








DOUBLE-WALLED 
AUTOMATIC APRON 
“" wide gears and 
precision ground steel 
shafts run in beth of 
cil—power feeds en- 
goged by positive clutch. 
New, large, eaty-to-read 
feed dials 










LARGE TAILSTOCK 
Heavy-duty tailstock hos 
No. 3 MT ram with tang 
socket Swing-type 
wrench, permanently ot- 
tached, controls bed lock 

























Ue ee | 








QUICK CHANGE PRECISION 
GROUND 68ED 
ay Massive, semi-steel FOR FULL DETAILS — WRITE TODAY! 











selection of 48 bed is 7%” wide, 


threads or feeds. '/,” 
wide steel gears. 
Ground shafts turn on 
ball bearings. Plun- 
ger-type selector 


5%" deep — thickly 
ribbed and braced 
Vee-ways, flat ways 
ond undersides are 
ground. Built-in [_] Please send complete illustrated literature on new 


| CLAUSING DIVISION, Atlas Press Company 

! 

| 
screw-type leveling CLAUSING 5300 Lathe. 

! 

' 


12117 WN. Pitcher Street, Kalamazoo, Mich. 











control. 
a jocks 
{_] Please have Factory Representative call 
Name . 
Company 


1° COLLET CAPACITY LATHES femme 





Once again...our merry, mutual friend 
brings you 


Best Wishes for 


Christmas ant Her’ Var 
os | f 
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—ECONOMY, SPEED, VERSATILITY, CAPACITY 


Whatever your individual requirements in metal-cutting Your local MARVEL sawing engineer is m4 
equipment, MARVEL has it. MARVEL builds nine basic petent to study your cut-off and metal sawing 
types of metal sawing machines, each available with a problems, and to make recommendations as to 
choice of modifications and special accessory equipment. the most advanced methods and equipment. 


Waar Do You Want In A Metat-Cuttinc my 


MARVEL No. 2/Mi 


Capacity: 6 «6 


MARVEL No. 9A 


Capacity: 10° x 10 


—_ 
Dependable, low-priced, dry- Automatic high speed, 
cutting, light duty shop saws. heavy duty, cut-off saws 
avai ilable in two capacities, 6” x 6” or handle wide range of 
4° x 4", belt or motor drive, stationary sizes, shapes, hardnes- 
or portable. ses and grades. Aliso 

with 6"x 6” capacity. (No.6A 
orin single cut types (No.9, No. 6). 


MARVEL No. 8 


} Capacity: 18° x 18 


t wy MARVEL No. 18 


Capacity: 18° x 18° 


This universal, 
advancing 
vertical blade, 
i band sawing 
machine is the 
most versatile 
saw built. Cuts any 
angle from 0° to 45° right to 0 Universal 
to 45° left. Large T-slot bed and hydraulic, 
many other features heavy duty 
roll stroke 
hack saw. 
Cuts off 
largest and tough- 
est bars and billets; 
easily, rapidly and accu- 
rately. Trims die faces for resinking, does shank- 
ing of die blocks, etc. Also available in 24°x 24 
capacity. (MARVEL No. 24.) 


MARVEL High-Speed-Edge Hack Saw Blades 
Dogma gees | 


Write for catalog ete. § Sy eos strength not only for — Grilis, but for 


ARMSTRONG-BLUM MFG. CO. 5700 W. Bloomingdale Ave., CHICAGO 39, U.S.A. 
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VEN two big cranes groan under the load 
E of this huge, 165-ton petroleum crack- 
ing tower. That’s a big lift, and it takes 2 
hefty wire rope slings to make it safe. 

Twe braided, 8-part Tiger Brand Wire 
Rope Slings were used. This type of sling is 
flexible — and resists kinking and twisting. 
The heaviest loads can be handled with it 
quickly and easily. 

Tiger Brand Wire Rope Slings come in 
435 types and sizes: one to fit almost every 
lifting job you have. You can choose from 
4-, 6-, or 8-part braided slings, as well as 
regular laid slings. 

Occasionally you may run into an espe- 
cially difficult lifting job that takes a special 
type of sling. When this happens, our engi- 
neers will be glad to sit down with you and 
work out a satisfactory design. You will find 
their expert advice very helpful. Just call 
our nearest sales office. 











_— 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION, GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GEWEVA STEEL DIVISION, SAN FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S*S AMERICAN TIGER WIRE ROPE SLINGS 
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Mechanics ¥ 

MICHIGAN 


Or ¥ 


New Bedtord 


Delta H 
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MINNESOTA — 
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distributor near you... 


/ 


TO THE BUYER OF INDUSTRIAL RUBBER PRODUCTS . . . Here is handy, gasy- 
to-file Tist of some of the many Boston Men throughout the country... production experts special- 


\ izing in industeial rubber products. With this list on file, you can quickly and easily locate o/ Boston 


and put his industrial rubber experience and know-how to worl for you 


MONTANA 
Missoula Mercantile Co., Missoula 
missouri 
Bonne lerre Farming & Cattle Co e 
Bonne Terre 
McNally Pump & Plumbing Supply Co., 
Hannibal 
Hanna Rubber Company, Konsas City 
Stowe Hardwore & Supply Co., Kansas City 
). P. Bushnell! Pax king Supply Co., St. kGuis 
Missouri Belting Company, St. Louis 
7 “Sch weitzer Brothers, Spr ngfield 
NEBRASKA_ 
Central Sorgly & Rubber Cofpany, Omoha 
NEW HAMPSHIRE 
Perkins, Bassett & Weight, Int., Kaene 
NEW JERSEY 
ndustrial Rubber Co., Elizabeth 
Smyth Rubber ond Packing Co Jersey City 
Goodyear Rubber Products Corp Neé@wask 
Phoenix Hardware Company, Newark 
Passa Rubber Products Co., Passaic 
Burton Supply Co ne Paterson 
Ten Hoeve Brothers, Paterson 
General Rubber Corp., Tenafly 
James E. Lambert, Trenton 
NEW MEXICO 
Harry Cornelius Company, Albuquerque 
Mine Supply, inc., Silver City 
NEW YORK 
Donald Billings, Inc., Bronx 
L. H. Heberlein inc., Brooklyn 
Greschler's, Brooklyn 
William Goldenblum & Co., Brooklyn 
Superior Oil and Belting, Brooklyn 
A. N. Nelson, Inc., Brooklyn 
Progressive Floor Covering Corp., Brooklyn 
Buffalo Rubber & Supply. inc., Buffalo 
LeValley-McLleod, Inc 
Turcotte Mill Supply Company, Jamestown 
American Grass Equipment Sales Corp., 
New York City 
Banner Hose & Rubber Co., Inc., 
New York City 
|. Beck & Sons, New York City 
Wm. lL. Blumberg Co., Inc., New York City 
The Darcoid Company, Inc., New York City 
The Durst Manufacturing Company, Inc., 
New York City 
Gerard Packing and Belting Co., 
New York City 
.. Goodyear Sundries and Mechanical 
™Go., Inc., New York City 
Greate New York Carpet House, Inc., 
New YorkCity 
C. D. Greenbata_Co., In 
Griffin Enaineering Cerp New York City 
Herman Kornahrens, Inc “New York City 
Loring Lane Co., New York Ch 
Mahoney-Clarke, Inc., New York City 
Miller Products Co., Inc., New York City 
H. J. Murray & Co., New York City 
The Safety Fire Extinguisher Co., 
New York City 
Sickels Loder, Inc., New York City 
Stewart Dickson & Co., New York City 
Louis E. Strong Packing Company, Inc., 
New York City 
Williom Summer Belting Co., New York City 
United Rubber Supply Co., New York City 
O. C. & K. R. Wilson, Inc., New York City 
O. W. Jackson & Co., Inc., New York City 
Bonner & Barnewall, Inc., New York City 
Central Rubber Products Co., Inc., 
New York City 
Globe Hardware Co., New York City 
Excelsior Belting Company, New York City 
Hulbert Bros., Inc., Plattsburg 


Elmira 


New York City 
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sf 
NEW YORK (LONG ISLAND) 
Compigte Machinery & Equipment Co., Inc., 
Long Island City 
Emofre State Hardware and Supply Corr 
j ong Is and C ity / 
Kester & Co., Newgarden ; 
f Local Steel and Supply Co., Jnc., Mineola 
Alcan Machinery and Equigment Co nc., 
Corona i. 
NORTH CAROLINA 
Southern RubWer Company, Greensboro 
Maching & Supply Co., !nc., Morehead City 
Craveg¢ Foundry & Machine Co., New Bern 
Centré! Supply Company, Raleigh 
Carofina Machinery & Supply, Rocky Mount 
Shelby Supply Company, Shelby 
Milf & Contractors Supply Co., 
OHIO 
The Queen City Supply Co., Cincinn 
The W. H. Summers Company, Cleve 
The Hardy & Dischinger Company 
OKLAHOMA 
Tdibot Rubber Company, Oklahoma City 
The Pragpy Company, Tulsa 
OREGON 
Goodyear RubBes_& Asbestos Co., Portland 
PENNSYLVANIA 
W. A. Tydeman & Son, In@_ Easton 
Industrial Motor Supply, Harristwcg 
Morton Mill Supply Company, King¥tea 
Harold E. Smith, Lancaster 
Hercules Hose & Rubber Co., Philade!phig 
Stockwell Rubber Company, Philadelphia 
Boston Woven Hose & Rubber Co 
of Pittsburgh, Pittsburgh 
RHODE ISLAND 
Read & Lundy, Inc., Providence 
SOUTH CAROLINA 
Thackston-Davis Supply Co., Inc., Qolumbia 
Poe Hardware Compary Greenvifle 
TENNESSEE / 
Rogers Bailey Supply Co., Chawfanooga 
Browning Belting & Supply C Knoxville 
Memphis fubber & Supply C Memphis 
Nashville Machine & Supply Co., Nashville 


TEXAS 
Abilene Electric Company, Abilene 
a 


Dallas Pump Service, D s 

Shovel Supply Co., DcYas 

Texas Rubber Supply, Anc., Dallas 

El Paso Saw & Belt Supply Co., E! Paso 

General Industrial Supply Corp., Fort Worth 

Peden Iron & Steel Company, Houston 

M. B. McKee Cofmpany, Lubbock 

D. E. Shipp Belfing Company, Waco 
UTAH ’ 

Flinco, Inc., Balt Lake City 
VERMONT 

Reed Supply Company, St. Johnsbury 
VIRGINIA 

Ferebeg, Johnson, Co., Inc., Lynchburg 

The Hgnry Walke Co., Norfolk 

Martgn Hardware Company, Norton 

Southern Railway Supply Co., Richmond 

Parker-Nimmo Supply Co., Inc., Salem 
WASHINGTON 

Steam Supply & Rubber Company, Seattle 

Towne Equipment Company, Spokane 
WEST VIRGINIA 

Anchor Sales Company, Beckley 

Bluefield Supply Company, Bluefield 

Rish Equipment Company, Bluefield 

Baldwin Supply Company, Charleston 
WISCONSIN 

Industrial Supplies Corporation, Appleton 

E. Garnich & Sons Hardware Co., Ashland 

The General Rubber Company, Milwaukee 


Wilmington 





THE BOSTON MAN » “ 
IN 188 ‘ 4 . 


THE 
BOSTON MAN’S 
BUSINESS: 
rubber products 
engineered to 


Fast-Moving Boston Research Gives You Better Industrial Rubber Products! 
The Boston Man has solved problems in many instances almost identical with 
one that may be costing you money, 
If your company uses industrial rubber goods of any type—from V-belts to mighty 
river-spanning conveyor belts, slender tubing to giant steel-reinforced suction hose- 
it will pay you to do business with Boston’s specialists. Behind every Boston product stands 
a background of research unsurpassed in the industry. And if your needs are out of the ordinary, 
Boston’s staff of scientists, engineers and designers stand ready to meet your 
most exacting requirements, 
Why not bring your problems to one of the world’s largest specialists in the manufacture of 


mechanical rubber goods. See our distributor in your area. He is your “Boston Man,” 


BO STO TID vr eves aes ee cso os 


t P ° Belting e Belts e Packing . Tubing . irden Hose . Tape Matting 
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DRC Flexible Couplings, 
capacities from 2.70 hp. 
at 100 rpm. to 286 hp. at 
1800 rpm. 


DSC Flexible Couplings, 
capacities from 2.70 hp. 
at 100 rpm. to 119 hp. at 
2000 rpm 








Stock Roller Chains from %" pitch 
to 2” pitch; corresponding Stock 
Sprockets in Types A, B, C; new 
Taper-Lock Bushings now avail- 
able in Type B Sprockets with bore 
diameters 2" to 3” in increments 


” 
of“. 





“4 





Morse-Rockford Over- 
Center Friction Clutches, 
hp. ranges from .57 to 
1.7 per 100 rpm. 


Morflex Flexible Cou- 
plings, capacities from .06 
to 13.60 hp. per 100 rpm. 





Morflex Radial Couplings, 


capacities from 3 to 262 
hp. per 100 rpm. 





Stock Silent Chains and Sprockets, capacities 
up to 50 hp. 


vet * Magee 


‘ The complete Morse line means 
customer satisfaction, distributor profits 


The distributor who handles the complete line of stock Morse 
Power Transmission Preducts is in an enviable competitive 
position, Customers knou he can supply their needs more 


quickly and exactly than any one else. 


In addition to the stock line pictured above, Morse Distributors 
get quick delivery —and profits—on such custom-ordered Morse 
Products as the revolutionary Hy-Vo Drive, Morse-Rockford 
Pullmore Clutches, Morflex Driveshafts, and Morse Cable Chains. 


Another sure profit-builder: as a Morse Distributor, you can 
bank on point-of-sale help from industry's most experienced 
power-transmission engineers. Their personal work with dis- 
tributors and customers has nailed down many a tough sale. 


ee 


2S 
EXCEPTIONAL 


ENGINEERING JOA OH) 
SERVICE 


M-PT 


MORSE 

bard 

La = 

POWER 
TRANSMISSION 








As a Morse Distributor, you'll be aided in other ways. Heavy 
advertising schedules carry the Morse story to purchasing 
agents, plant engineers, buyers in all levels of operating manage- 
ment throughout industry. These informative ads reinforce the 
solid Morse reputation for long service life, less maintenance 


down-time,” low operating costs. 


Join the list of industry's 
most successful distributors 
Let us give you the profit-making details on a Morse Distributor- 
ship. Write today for complete information. 


MORSE CHAIN COMPANY 
Dept. 564 © 7601 Central Avenue © Detroit 10, Michigan 





| and 


EXCEPTIONAL ; 





MECHANICAL 





MISSION 
prooucts 
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NEW ; 
pol SL Sw ii 


WITH SCIENTIFICALLY-DESIGNED SMALLER CUP POINTS 





United States Testing ( ompany ® with standard cup 


vith angled and serrated points the new Alle npoiit 
installation vs 


Tested comparatively by 


point screws and screw 
demonstrated (] greater locking power at all) measured 
removal torque pressure 2) uniformly high shaft holding power in torque 


unmatched performance under vibration, and (4) more 


resistance tests, (3 
complete shaft contact pattern. Sold only by leading Industria] Distributor 


Write us for more fact itbout the results of these 


important tests of set screw performance 





it ae 


*Report N I 





ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A 






MELEELh 













NEW 
(Min teadln point cop Screws. 


Dropping, knocking against metal surfaces and faulty line-up are major 
causes of damaged threads. Allen's new unthreaded leader point substantially reduces 
the causes of screw thread injury, or damage to threaded holes. Grip Heads, 
precision fit sockets that adhere to the key, plus the new leader points, make 
Allens the world’s easiest starting cap screws particularly in 


inaccessible spots. Sold only thru leading Industrial Distributors, 


ALLEN 


MANUFACTURING COMPANY 
Hartford 2, Connecticut U.S.A. 


LAL 
‘ 
4 
4 
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A GOODYEAR FRANCHISE GIVES YOU 


GTM. SERVICE 


~THAT PAYS 


_ technical sales assistance of the 
G.T.M.—Goodyear Technical Man— 
can make the order for you. Case after case 
shows that the team of the G.T. M. and the 


Goodyear Distributor is the team that wins. 


An example—taken directly from a field re- 
port—is quoted above. It’s the actual story 
of a complete sale made by a Goodyear 
Distributor’s salesman with the help of the 
G.T.M. Cooperation like this is one of 


the reasons why the Goodyear Industrial 


Com Pan . 
interested 


er te. . 
n GC. oh 


Products franchise is one of the top money- 
makers in the industrial supply field, year 
after year. You'll find the other reasons 
listed in the blueprint. For further 
information, write: Goodyear, Industrial 
Products Division, Akron 16, Ohio. 


GOOD, YEAR — 


THE GREATEST NAME IN RUBBER 
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We think you'll lite “THE GREATEST STORY EVER TOLD’ — every Sunday — ABC Radio Network -THE GOODYEAR TELEVISION PLAYHOUSE—every other Sundoy—NBC TV Network 
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Moves Faster... 


-.-improves your 
“sales picture’ | 


‘d 





Everyone knows the quality of Brown & 
Sharpe Tools . . . that’s why they sell 
faster. In addition, this famous line is so 
diversified, so large, that it offers bigger 
sales on every call. You can supply your 
customers with screw machine tools, per- 
manent magnet chucks, Johansson gage 
blocks, electronic measuring equipment, 
and a wide range of pumps... as wellasa 
complete line of machinists’ tools, cutters, 
and other vital shop equipment. 

Moreover, Brown & Sharpe gives you 
sales support that pays off. Continuous ¥ 
advertising in 35 leading business and 4 
industrial publications alerts your cus- 
tomers to the advantages of Brown & 
Sharpe products, and “sells” you as the 
source of supply. Take advantage of thi 
support... handle and push the completé 
Brown & Sharpe Line. Brown & Sharpe} 
Mfg. Co., Providence 1, R.I., U.S.A. ; 


WE URGE BUYING THROUGH THE DISTRIBUTC 
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Make Your Cun COUPLING 


’ 


t) ATTACHMENTS ... 
lm Geasity ...10 ALL TYPES OF 


. Quickly, 


* INDUSTRIAL HOSE.. 


Now, right in your own shop, you can attach 
“Holedall” Couplings to any type of industrial 
hose . . . to meet your customers’ requirements 
for coupled hose promptly, and with the assur- 
ance that you are furnishing the strongest, 
safest couplings for every type of service. 


The “Mulcoram” . . . the hydraulic press for 
making the coupling attachment . . . is small, 
compact and inexpensive. It is easy to operate, 
either manually or by power. 


The “HOLEDALL” 
HOSE COUPLING 


Attached quickly and easily by the hydrauli- 
cally-operated ‘““Mulcoram’, this unique 
coupling is there to stay .. . virtually molded 
to the hose by a multiple gripping arrange- 
ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, it 
is not necessary to alter the hose in any way 
before making the attachment no buffing 
or cutting of the cover 


"MULCONROY Séard.... 


With the “Mulcoram” and “Holedall” Coup- 
lings, you can quickly supply complete hydraulic 
hose assemblies, using wire, rayon or cotton 
braid hose; or you can furnish wrapped ply and 
rubber or cotton covered hose with couplings 
attached. Never before has such a practical, 
economical method, or such assurance of cus- 
tomer satisfaction with the coulpings supplied, 
been available. It will pay you to get all the 
details. 


WRITE 7oclay FOR 
THIS BOOKLET. . . 


Completely illustrated, it describes 
the revolutionary MULCONROY 
HOSE COUPLING SYSTEM and how 
quickly, easily and economically it 
can be operated .. . in your own 
shop, without skilled labor . . . to 
provide coupled hose of any descrip- 
tion, with couplings that can’t come 
off and which actually prolong the 
life of the hose by protecting it 
against the effects of continuous 
flexing at connecting points. 


WHERE OTHERS S. 
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QW SIX IN LINE 
TO SAVE TIME 


For New Finishing Economy, Quality, Versatility 


54 BL TUFF-TEX 70 BL STANDARD FINE-TEX 


For faster finishing For finishing action Wide range of fin General finishing a Wide finishing range Polishing, finishing 
action on all metals on sharp barre and ishing action on all tien on all metals on medium-hard and and burring soft 
edges metals soft metals; high metals; cleaning me 
polish on hard met dium-hard and hard 

als metals 


Wheels, Stick ‘* . . . 
11% First there was only one available texture in rubber cushioned 


abrasives—-Brightboy Standard. That was when production men 


were only beginning to realize the almost limitless applications and 


Rods, Blocks 
jor machine and 


manual operations 


tremendous time savings which Brightboy rubber-cushioned finish- 
ing could achieve -BURRING, CLEANING, FINISHING, POL- 
ISHING, in one operation! 

Today there is nation-wide appreciation of Brightboy’s refreshing, 
completely new concept and scope in finishing. Because of Bright- 
boy's ever-widening applications for finishing all metals, plastics, 
wood, glass and laminated materials there are now SIX Brightboy 
textures to fill rapidly increasing demands, Each texture consists 
of a special-formula rubber binder and “matched” abrasive for an 
extensive range of finishing. The combination-action of rubber and 
abrasive working together gives time savings up to 50°% and surfac- 
ing effects which cannot be obtained by other methods. 





MODERN BRIGHTBOY BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


FINISHING WILL — ; 
MULTIPLY YOUR PROFITS 95 Ne. 13th Street ewark 7, N. J. 


America’s Pioneer Manufacturers of Rubber-Bonded Abra:ives 
Brighthoy takes up where other 


abrasives leave off. You need it 
to round out your complete cus- 
tomer-service in abrasives. You'll 
want it to bring in the substan- 
tial extra sales which only its 
adaptability and versatility pro- 
duce. You'll appreciate it’ be- 
cause it is a tie-in “natural” with 
your sales of cutting tools and 


cutting abrasives. 


GOOD DEALERSHIPS AVAILABLE 


WRITE FOR INVITING PARTICULARS FOR FINISHING ALL METALS, PLASTICS, WOOD, GLASS 
AND LAMINATED MATERIALS 
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. each with 
over thirty years 
of service. 


van 


a Elmo” Evans 
CALIFORNIA 


These Barnes Sales Engineers and their 
associates have built and are maintaining You Buy the BEST 
the reputation of Service and Quality for When You Buy 


which Barnes has become famous. BARNES HACK SAWS 
and 
BARNES BAND SAWS 


WO. B SWANS Co, tN, 


FAMOUS FOR QUALITY + 1297 TERMINAL AVE., DETROIT 14, MICH. + ESTABLISHED 1919 
RRR SSSA SSS SSAA 
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AN INSPECTION STATION—CUSTOM BUILT 
with Standard HALLOWELL Shop Equipment 


It’s profitable to help your customers set up an inspection 
station, laboratory, toolroom, gage room or assembly line 
with standard, ready-made HALLOWELL Shop Equipment. 
Just lay them out with standard units to fit requirements 
and write your order. STANDARD PRESSED STEEL Co., 
Jenkintown 13, Pa. 


Cn ful Yu : A START FOR THE FUTURE 1. Cabinet Benches 2. Stools and Chairs 


CEYEGNCTAT SHOP EQUIPMENT DIVISION 
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Tool Makers for 60 Years 


ELECTRIC SAWS 


HELPS DISTRIBUTORS 
MAKE MORE MONEY 
SELLING ELECTRIC TOOLS 


1. Thor electric tools are sold exclusively 
through distributors. Complete coopera- 
tion in furnishing leads, closing sales, 
and servicing Customers 


6", 7, 
' 10", 12” Blade Sizes 


Cash in on This Tremendous 
Market for Electric Saws 


Thor provides the competitive edge you need to make money selling 
electric saws—an exclusive combination of SAFETY, POWER and 


RUGGED DURABILITY found in saws of no other make! 


ONLY THOR electric saws feature the exclusive Thor safety NISTRIBUTOR 


switch. 
ONLY THOR electric saws combine direct gear drive with 
long-shaft blade mounting for abundant power and long > 2. Attractive floor and counter displays, 


lasting stability. catalogs, sales aids, exhibits, trade paper 
advertising, publicity in Thor's own 


ONLY THOR electric saws provide complete protection for 

national newspaper reaching 100,000 
vulernable saw parts. 

readers. 


Your Thor service engineer can show you how easy and profitable it is 
to sell the COMPLETE LINE of Thor Electric Tools. He's ready to 3. A truly fine line of tools quality engi- 


serve you, wherever you are. Write Thor Power Tool Company, Aurora, neered inside and out from G0 years exper- 
Illinois. ience in tool making. Merchandised to 
SELL. 


4. A net-work of convenient repair sta- 
PORTABLE POWER tions to keep the tools on the job when 


wear occurs. 


5. Facilities of the world's largest com- 
pany specializing in the manufacture of 
portable power tools 


THE COMPLETE LINE OF ELECTRIC TOOLS 
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GENERAL AMERICAN, with principal offices in Chicago, 
owns and operates the nation’s largest private fleet of freight 
cars which are leased to many of the foremost industrial 
companies, and to railroads. In addition, it is a major builder 
of all types of freight cars, owns and operates tank storage 
facilities, and is engaged in the manufacture of process equip- 


ment and molded plastics. 


The present management of Parker-Kalon will continue 
in charge. As always, P-K Fasteners will be sold through 
P-K Distributors. The P-K sales policies and practices, 
known throughout the trade for fair dealing and 100% 
cooperation, will be continued in the future as in the past. 


PDP ODIO, 
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In pursuance of a program of diversification, General 
American has acquired the business and assets of the Parker- 
Kalon Corporation through the purchase of capital stock. The 
business will henceforth be operated as the Parker-Kalon 
Division of General American Transportation Corporation. 


With the far greater resources available through its new 
ownership, Parker-Kalon will accelerate a program of improve- 
ment and expansion. New production and warehouse facilities 
will be built to meet the constantly increasing demands for 
P-K Fasteners. Engineering and research will be augmented to 
speed the perfection of new P-K products now in development. 
Now, even more than before, P-K Distributors can rely on 
Parker-Kalon for leadership in fastener design, for pre-eminent 
fastener quality, for service in step with industry’s needs. Now, 
more than ever .. . “You're O.K. with P-K”. Parker-Kalon 
Division, General American Transportation Corporation, 
200 Varick Street, New York 14, N. Y. 


Diniui 


General American Transportation Corporation 





OTGTTY/I 
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The Halliburton Oil Well 
Cementing Co., Duncan, 
Okla., keeps cement at 
right consistency during 
travel by using specially- 
designed Rotovoy trucks. 
Power is transmitted as 
desired through rugged 
Hygrade Drives. 


This Trademark 
Stands for 
the Finest in 
Industrial Gearing 


sy 
Line-O-Power Foote Bros.-Louis Allis Maxi-Power : 


FOOTE BROS. DRIVES 


new power transmission equipment. 


Ac a plant, in the field, even on a truck — 
wherever tough jobs call for rugged, space- 
saving drives— Foote Bros. can answer 
your customers’ needs. 


Foote Bros. gearing is accurately engi- 
neered — precision generated assures 
greater efficiency with maximum power. 
Sturdy construction, compact housings, 
improved design —all bring the impor- 
tant savings on maintenance, the superior 
operation they've been looking for in 


Drives Gearmotors Drives Name 


FCDTESBROS.| 


Position 


Add ress 





Galler Power Traoown 


42 


Thwough Celler fea 


Company 


Foote Bros. Drives are quickly availab\ 
with all types of shafts -— straight line, 
parallel, right angle-—regular or extended. 
A wide range of sizes offer ratios, capacities 
and output speeds for amy service, for 
every application — horizontal or vertical. 


Investigate the opportunities — greater 
profits for you — increased satisfaction for 
customers. Write for helpful information. 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
Dept. ID, 4545 South Western Boulevard, Chicago 9, Illinois 
Please send information about Foote Bros. complete line of 
Enclosed Gear Drives. 


Zone 
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The New 
Walker-Turner 


16°° Band Saw 


has built-in order-getters for you 


You find them throughout . . . the kind of 
design and construction features that cus- 
tomers want. And, you can offer them in 
his new Walker-Turner Light-Heavyweight Own 
this new Walker-Turner Light-Heavyweight ONLY 


for less money. THROUGH 

; TRAINED 
N sstion a our getting th > 
© question about your getting the order asmemneian 


whenever the capacity of this new saw fits DISTRIBUTORS 
the job. That means you get it a big per- 
centage of times, because this saw is more 
than equal to most jobs, in big plants as 


well as small shops . . . whether the work WALKER-TURNER 


is on metal, plastics or wood. wo 
*pIYtsione 





Here is more proof that Walker-Turner ,u 
KEARNEY ANB'TRECKER CORPORATION 


Distributors have “the edge”. PLAINFIELD, ®. J. 
ORM PRESSES — Hand and Power Feed * RADIAL DRILLS * Wood 
and Metal Cutting BAND SAWS * TLTING ARBOR SAWS * RADIAL 


SAWS * JG SAWS * LATHES © SPINDLE SHAPERS * JOINTERS 
BELT AND DISC SURFACERS e FLEXIBLE SHAFT MACHINES 
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QUICKLY: 


Bunting Standard Stock Bearings 


A phone call to your nearest local Bunting Distributor will bring you 
immediately a few or many completely machined and finished Bunting 
Bronze Standard Stock Bearings for production or maintenance of 
machine tools and plant machinery of all kinds. No further finishing 

is required in most cases—wide range of sizes meets practically every 
need. They are always in stock, awaiti .g your order, 


Bunting Distributor 


Your Bunting Distributor is an industrial distributor or a specialist 
in certain industrial items. You will find him listed in the classified 
section of your telephone book—most likely under the heading 
Bars, bronze or Bearings, bronze. If he is the leading distributor, he 
almost certainly is the Bunting Distributor. He carries in stock, 
for your money saving convenience, completely machined and 
finished Bunting Standard Stock Industrial Bearings, Electric 
Motor Bearings and Precision Bronze Bars in a complete range of 
sizes meeting all your usual production and maintenance needs. 

Ask him for catalog. 


BRONZE BEARINGS « BUSHINGS + PRECISION BRONZE BARS 
This adverti + in Modern Machine Shop + iron Age + Machinery + Mill & Factory * Southern Power & Industry + Steel 


rr 


THE BUNTING BRASS & BRONZE COMPANY «+ TOLEDO 1, OHIO «+ BRANCHES IN PRINCIPAL CITIES 
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TO HELP YOU 
SELL MORE 


Gia 


MOTORS 


& Century Branch Offices 
@ Century authorized service shops 


There's no costly delay or confusion, should a NATION WIDE 
oe 


Century Motor ever need service. A glance at this map 

will show you why 

Hundreds of trained electric motor repair men in established T RI 
independent service organizations are located convenient to 


motor users throughout the United States. They are equipped 


to give Century Motors the same kind of skilled care that is 
used in their manufacture SERVICE 


They carry a stock of Century Motor parts, and also some 
standard motors to be used as replacements. These authorized 
Century service shops are authorized to render immediate ORGANIZATION 
decisions regarding warranty service on Century apparatus. 
Your customers will appreciate this reliable service organization. 














For a list of service stations—or for more information on your 
opportunities for success with Century Motors, write us today. 


CENTURY ELECTRIC COMPANY « 1806 Pine Street, St. Louis 3, Missouri 
Offices and Stock Points in Principal Cities 
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---but no two alike ! 


VER wonder how many fingerprints there 

are in the world ? We've checked and found 
there are approximately twenty-one and a half 
billion! Amazing? Sure! But more amazing is 
the fact that no two are exactly alike. Each is 
distinctly different ...an unmistakable “trade 
mark” which identifies its owner ...and its 
owner alone. 


In like manner, the Keystone trade mark is the 
only one of its kind. 


For nearly three-quarters of a century the word 
Keystone and the symbol thereof have been 
used continuously by the Keystone Lubricating 
Company as the registered trade mark for its 
lubricating oils and greases. It has become the 
symbol of quality lubricants, respected 
throughout American industry. 


Yet, we have found that unscrupulous lubri- 
cant manufacturers have made unlawful use 
of the Keystone Company's trade mark. Take 
warning! The use of the word “Keystone”, 
the Keystone symbol, or any combination 
thereof on lubricants, constitutes an infringe- 
ment of our trade mark rights and an attempt 
to defraud the public. Infringers will be 
prosecuted vigorously to the full extent of 
the law. KEYSTONE LUBRICATING 
COMPANY, 21st, Clearfield and Lippincott 
Sts., Philadelphia 32, Pa., Est. 1884. 


Trade Marks Registered in U. S. Pat. Office; 
also with Commonwealth of Pennsylvania 





RUBRI' CANT 3S CUZ 
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100 miles of <SPAN CW steel pipe 
water the stock in the 
Texas ‘‘Big Bend’ country 









Water scarcity in the Texas “Big Bend” Country used 
to be a constant major crisis for ranchers. Back in the 
“old days,” cattle and sheep were forced to walk 
miles and lose valuable weight in search of natural 
springs. And in drought years, cattlemen had to make 
superhuman efforts to save their herds 

But today, with pasturelands fenced in, ranchers 
are drilling wells in central locations and piping water 
to pastures. Down at Mitchell Ranch in Antelope 
Springs, Texas, 100 miles of pipe lines, varying from 
half a mile to 15 miles in length, carry water to the 













farthest points of the 192,000-acre ranch to water the 
5,000 head of cattle 

The 863 tons of Spang CW Steel Pipe used in this 
project are arranged so that cattle will find water 
troughs no farther than a mile away from any point 
on the ranch. With this system, cattle are more con 
tented and can maintain important weight for market 

Spang CW Steel Pipe will give the Mitchell Ranch 
years of dependable service, because Spang Pipe is 
quality-controlled throughout its manufacture. This 
means Spang is made of the best steel, is uniform 














in every way, is easy to cut, bend, thread and weld; 
and is tested and inspected before shipping to 
assure a perfect product 

Spang CW Steel Pipe is the first choice of 
engineers, architects and contractors for heat- 
ing, plumbing and air conditioning systems. 
Next time you order pipe, tell your dis- © 
tributor you want Spang CW. 










SPANG-CHALFANT 


General Sales Office: Pittsburgh 30, Pa. Diptrict 
Soles Offices: Atlanta, Boston, Detroit, Houston, 
x Angeles, New York, Philodeiphia, Pittsburgh, 
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CULLMAN 


CHAIN and SPROCKETS 
Stock and Special 


ROLLER CHAIN e CONVEYOR CHAIN 
SPROCKETS e FLEXIBLE COUPLING 





Throughout a constantly expanding field of industrial 
uses—at high or low speeds, under light or heavy 
loads—Cullman power transmission components 
function dependably at full-rated efficiency. 

Whether your plant is large or small, and your 
requirements may run into thousands or a single unit, 





the stress of today’s unusual economy demands an 
economical, trouble-free power transmission program. 
For more than a half-century Cullman has 


cooperated with manufacturers, everywhere, in 
the development of low operating costs as a sound 
solution to their power transmission problems. 





Valuable Information 


on Power Transmission 
in the 72-page Culiman Catalog * U L L M A N 
51. Statistical tables, charts and 


photos can speed your ordering. OWE Craudimisdstou 


CULLMAN WHEEL COMPANY ROLLER CHAIN and SPROCKETS 
1347M ALTGELD STREET + CHICAGO 14, ILLINOIS am 
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Small details can make a big difference in trimming a 


tree . . . and in manufacturing valves. For example, 
every Powell Valve part must pass rigid inspection. Then, 
as a final, finishing touch, each Powell Valve is subjected 
to actual line tests. 


It’s these seemingly small details that have helped Powell 
Valves maintain their record of dependability since 
1846. Powell has probably done more valve research, 
solved more valve problems, and makes more types of 
valves than any other organization in the world. 


With Powell Valves on the job in your plant, you'll say 
every day’s a holiday from flow control worries. Follow- 
ing are just a few of the valves that have the gift of 
dependable service you want—and need. They're avail- 
able through distributors in principal cities. If a dis- 
tributor is not located near you, just write us. We'll be 
pleased to tell you more about these valves—and our 
complete line. 


LUBRICATED PLUG VALVE (Fic. 220/) flanged end, BRONZE GLOBE VALVE (Fic. /50) for 
ivailable with screwed or bolted glands. Semi 150 pounds at 500 F. Screwed ends, 
Steel valves available for 175 and 200 pounds union bonnet, renewable vulcan 
W.0.G. Carbon Steel valves available for 150 ized composition disc. Sizes Ys” to 
and 300 pounds W.P. 3”, inclusive 










— 






: 


' 









+ 
> 








CAST STEEL GATE VALVE (Fie. 1/503). 150 pounds 
Flanged ends, bolted flanged bonnet with out 
side screw rising stem and yoke. Solid wedge 
Available in sizes 1” to 24”, inclusive 





CHARLES BIRD, Gen. Manager 
The Cincinnati Supply Co 
Cincinnati, Ohio 


"We took on the Dayton V-Belt 
line because of the excellent qual- 
ity and its completeness to meet 
every drive need.” 


BUD L. BEHRING, President 
Behring’s Bearing Service, Inc. 
Houston, Texas 


“We know we're selling the best 
V-Bele made whether we recom- 
mend the Dayton Cog-Belt, Thoro- 
bred, or Variable Speed Drive.” 


_ 
(>) 
C way 


J. H. RUDDELL, President 
Central Rubber & Supply Co 
lye 


di i 
! P ’ 





“I value the Dayton line because 
of its wide consumer acceptance 
which is a direct result of intensive 
advertising and quality V-Belts.” 


ARTHUR YORKE, President RUSSELL BRAY, Manager 
Hansen & Yorke Co., Inc., Matthews-Morse Sales Co. 
New York, New York Charlotte, North Carolina 


“We like Dayton because of its “Dayton’s survey program helps us 
selective distributor policy that 
protects us in our highly competi- 
tive market.” 


serve our customers better.” 





x , 
W. E. LOWLES, Gen. Sales Manager W. A. HASELTINE, President 


The Cleveland Tool & Supply Co. J. E. Haseltine & Company 
Cleveland, Ohio Portland, Oregon 


“Dayton's exclusive Cog-Belt and “Dayton is a quality line 


Variable Speed Bele give us many backed by real sales help, not just 
plus advantages.” promises.” 


JOHN and HOWARD WILLIAMS, 
Co-owners 
The Mav-Sherwood Supply Co. 
Cleveland, Ohio 


“From every aspect—quality, service, price—Dayton is, without 


question, at the top of the V-Belt field. Dayton’s entire approach 
shows complete understanding of the distributor's problems.” 
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RONALD R. JOHNSON 
Asst. Treas. & Manager 
W. J. Foss Company 
Springfield, Massachusetts 


“Dayton's Cog-Belt, in addition to 
the Dayton Thorobred, gives us a 
big selling advantage.” 


WALTER TARBOX, Manager 
Power Transmission Division 
Chandler & Farquhar Company 
Boston, Massachusetts 


“The Dayton V-Belt line is tops! 
We like Dayton’s service, fair deal- 
ing and merchandising help.” 


The Dayton 
Twins cut 
V-Belt Costs 


Find out how the Dayton Twins 
will mean more profitable V-Belt 
sales for you. Write TODAY for 
complete details. 





Dayton V-Belt Line Choice Of Top 
Distributors From Coast To Coast 


Here's undeniable proof that the Dayton line is your guarantee of faster, 
easier, more profitable V-Belt sales. In the words of these men, Dayton is 
the finest V-Belt in the industrial field. Read the comments at left (they're 
excerpts from enthusiastic letters) and you can see that Dayton offers more 
in quality of product, distributor sales assistance, and direct factory service 
than any other V-Belt manufacturer. In addition, two BIG plus advantages 
are yours as a franchised Dayton distributor. They are: 

1. Dayton’s policy of selective distribution that protects your 
selling efforts against over-distribution. 
The Exclusive Dayton Cog-Belt that offers your men a tre- 
mendous selling edge in competition for V-belt drives which 
must operate under unusual conditions of oil and heat or 
where space, weight and small pulley diameters are involved. 

Find out now just how much the Dayton Franchise can mean to you in 
actual profit and better customer service. A letter, wire or call will bring 
complete details. Direct your inquiry to: Dayton Rubber Co., Industrial 
Division, Dept. 77, Dayton 1, Ohio. 





Daytom wise: 


Since 1/905 


(C) O.R. 1933 
WORLD’S LARGEST MANUFACTURER OF V-BELTS 


DAYTON RUBBER COMPANY, DAYTON 1, OHIO 
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wi 
Threads and Cuts Easily Absence 


of slag inclusions, laminations 
assures smooth, 
. clean cuts. 


and blisters 
strong threads 


Scale-Free—Notional Scale-Free 
Pipe avoids damage to valve 
seats and clogging of small ori- 
fices. 


a ~ | 
Thoroughly Tested—each and 


every stage of production is 
carefully checked by the finest 
instruments . the most ex 


perienced men. 


G 


Coils and Bends Well—National 
Pipe has thot extra strength and 
ductility so necessary to meet 
the demands of close and ex- 
acting fabrication. 


Wy, 


Spellerized —Special rolls werk 
the bloom surface to eliminate 
irregularities and produce a 
dense, uniform surface. 


Constantly Improved —For over 60 
years, National Steel Pipe has 
constantly been improved to 
meet the most difficult require- 
ments. 


10 Good Reasons 
for using 
National Steel Pipe 


4 


10 


Uniform Throughout—Notional 
Pipe is uniform in metallic struc- 
ture, ductility, strength, corro- 
sion resistance, surface finish 
and diameter 


\S% 
Makes Sound Joints—unitormity 


and accuracy in manufacturing 
have made unequalled pipe 
jointing records for National 
Pipe . . . whether welded or 
threaded. 


~~ 


TA 


Rigidly Controlled —From the raw 
material to the finished product, 
one organization has rigid con 
trol over the manufacturing 
steps that produce National 
Steel Pipe. 





Nationwide Acceptance—a cross 


section of industrial or building 
applications will show a pre- 
dominant use of National Pipe 

. » largest selling pipe in the 
world. 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA. 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U°S°S NATIONAL Sfeel PIPE 
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ALWAYS FIND OUT WHERE AND 
HOW YOUR CUSTOMERS USE 
COTTER PINS. THEN YOU CAN 
AUTHORITATIVELY SHOW HIM 
HOW THE COTTERS YOU SELL 
ARE MOST EFFICIENT 
AND ECONOMICAL FOR 
HIS ASSEMBLY OR 
MAINTENANCE 
work 


THIS ADVERTISEMENT IS NO. 41N A SERIES DESIGNED TO GIVE YOU FACTS ON FASTENERS 
TO HELP YOU SELL 
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Williams Helps ieee 


Williams drop-forged tool 
holders, lathe dogs, clamps, 


’ 4 
I-slot bolts and set-up acces 
| sories are always in demand 
for their quality in doing a 


betrer job faster and more 
accurately — art less cost 


Into High Gear | i" 


Your customers are always in the market for 
Williams tools. Now—with a bigger and more 
diverse line—-your opportunity to make extra 
sales on every call is multiplied. New develop 
ments, improvements and additions to the line 
provide you with more selling ammunition 

Advertising and promotion point prospects to 
you as the logical source of supply for the 
brand that has earned acceptance through 
performance. Right now, hard hitting adver 


ising im leading trace papers 1s veared to 


pre-sell” your customers on the new, bigger 
Williams line. Cash in on this ac- | 
tive support by talking Williams 


on every call 


Catalog 201 is an excellent sales 


ud. Do you bave copies INDUSTRIAL TOOLS 


J. H. WILLIAMS & CO. 


S11 VULCAN STREET BUFFALO 7, N.Y. 


@ Increased applications and repeat business pyra @ The big line of Williams “Supersockets"”® in 
mid profits in Williams IMPACT “Supersockets’® cludes all types of handles, parts and sockets for 
Seven square drive sizes. Over 500 Sockets and 4", ¥e", Yo", 34” and 1” square drives. Correctly 
Accessories. Fit all power wrenches designed and accurately made from selected Alloy 


Steel. Heat-treated and chrome plated 
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PRE-TESTED 
HIGHER SALES 
- « « REPEAT 08 


METALLOGRAPH PROVES y/ 


THE SALES “EXTRAS” IN 


ATLAS “SUPER-LIFE” ROLLER CHAIN 


Extra toughness for heaviest shock loadings, 
extra wearability to slash maintenance costs, 
and extra fatigue life all add up to extra 
service ... more repeat sales. 

These extra values in every length of 
Atlas Roller Chain are pre-tested daily on 
the Atlas Metallograph for proven perform- 
ance year after year on power transmis- 


sion drives. 


Atlas offers you a full line of all types of 
roller chain—single, double or multiple 
widths, extended pitch, single link plate and 
many special types. Each and every one has 
been pre-tested for quality, sales-proved for 
profits. Line up with the Atlas Line of 
“Super-Life” Roller Chain. Let the Atlas 
profit plan help make ’54 your best year. 
Write for full details. 


( £ 





Sh. 
ATLAS 


\ iy 


ROLLER 
CHAIN 


ATLAS CHAIN & MANUFACTURING CO. 


PHILADELPHIA 24, PENNA. 


HILAS 








ANYWAY YOU LOOK AT IT.. 


ForT WorlTH 


bP te 
7 


GIVE 


* GREATER CAPACITY 
* LONGER LIFE a OTL NS 


STEEL — AND ROLLED 
BOLT HOLES 
DIMPLED FOR SMOOTH — 
PERFORMANCE 
THREE 
THICKNESSES OF 
STEEL IN BACK 
GIVES GREATER 
RIGIDITY 


LARGER 
CAPACITY 
DUE TO 
INCREASED HEIGHT 
, ENDS EXTENDED 
yi y AND LOCKED UNDER 
ONT L FRONT AND BACK TO 
SUPPORT BODY 


Made of 
HEAVY ~ 


GA nformation 
TAPERED ENDS TO gy pp mor om 
DECREASE DRAG OF PICK-UP. ao FORT WORTH 
NESTING FACILITATES All Welded 


BUCKET 
SHIPPING AND STORAGE No Rivets ELEVATORS 


Write for 
Catalog 
Section 
EASY TO STOCK Od — 
EASY TO HANDLE = 
EASY TO SELL 


Write for Catalog Section 416 me 








Here’s an Elevator Bucket that has extra fea- 
tures that SELL! Investigate now the sales 
advantages of Fort Worth Hi-Cap Buckets. 


STEEL AND 
FO RT "fey Wie alae 
DEPT. 112, 3600 McCART, FORT WORTH, TEXAS 
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Surface Grinding 


Use QUALITY Segments 


Facts about BAY STATE 
segments... 


Xv 
ald Ve compcete RANGE. All standard 
( : shapes and sizes, plus many special 
\ ; ones, in both resinoid and vitrified 
‘ bonds. 


NY 2. RAPID SERVICE. Excellent delivery 
schedules from large stocks and 
completely modern manufacturing 


methods. 


&, 3, HIGHEST QUALITY. Consistently 


uniform cool-cutting structure and 

‘ exact specification are built in by 

@) BAY STATE under the most rigid 
standards of quality control. 


4, PRICE ADVANTAGE. BAY STATE’s 
special 8A abrasive, at a non- 
premium price, will work wonders 

Ma on your tool room surfacing jobs 
. .. further, there is no extra charge 
for the BAY STATE bonus of out- 
standing, consistent performance. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Mass., U.S. A. 


Branch Offices and Warehouses 
Chicago, Cleveland, Detroit, Pittsburgh 


in Conodoa 
Bay State Abrasive Products Co 
(Canada) Lid. Brantford, Ont 
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IN COMPILING 


MODERN INDUSTRIAL , 
_ SUPPLY CATALOGS — / 


WITH SPECIAL 
FEATURES 


- 
~ ae 
—K—e ee 


7 


® All prices of tools made of High Speed Steel printed 
in RED, Carbide prices in GREEN. 


® Action illustrations demonstrate the use of many 
products. 


® Manufacturers’ trade marks are reproduced in the 
headings of well-known brands. 


©The pages are made up into two columns with a 
dividing line making a more effective presentation. 


Included in our list of customers are many of the na- 
tion’s leading distributors. Good will of our customers 
is indicated by their repeat orders to us. 


We are Specialists in the compiling of Industrial Mill 
Supply catalogs as our activities are confined to the 
Industrial Supply Trade. 

The complete story of our method of producing mod- 
ern and up-to-date Industrial Mill Supply catalogs .. . 
will be sent to you upon request. 


600 W. JACKSON BLVD. 
CHICAGO 6G, ILLINOIS 
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UNITED 


Tie up all the sales angles— 


with “U.S.” Tapes 


When you carry the tape line your trade knows will 
satisfy any insulating or splicing needs, you'll write up 
plenty of orders for tape. 

“U.S.” is one of the largest manufacturers of cables 
and tapes. “U.S.” Tapes are so widely known and 
widely used that they are the tapes that are wanted 
because users and dealers have found them superior. 
Moreover, industrial users and dealers are continu- 











SECURITY 
FRICTION TAPE 











U.S. Security Rubber Tape 


Excellent for all general electrical work. This 
unvulcanized rubber splicing compound is 
high in tensile strength, elongation, tackiness, 
dielectric strength and stretch. Handles easily, 
fuses without heat. Also in a specification 
grade—U.S. Holdtite—exceeds A.S.T.M. spe- 
cifications. 








ously sold on “U.S.” through advertising in the lead- 
ing trade and industrial journals—plus sales promotion 
aids. They respect the “U.S.” name because they 
know “U.S.” makes thousands of other products used 
day in and day out by millions of people. 

And 25 “U. S.” District Sales Offices from coast to 
coast can handle any of your supply demands quickly 
and easily. Check your stock. Order NOW! 


U.S. Security® Friction Tape 


For electrical and general purpose jobs. 
Strong and tacky—it stays on. Does not age 
or dry out. Unusually high tensile strength 
for tough assignments. Straight-tearing, non- 
ravelling. Also in specification grade — U.S. 
Holdtite®—exceeds A.S.T.M. specifications. 























SECURITY 
RUBBER TAPE 





U.S. Royalastic Plastic Tape 


Makes a thin splice, keeps wiring neat and unclut- 
tered. Does the work of both rubber and friction 
tape in many applications. Complete mechanical 
and electrical protection. High dielectric strength 
and resistance to abrasion, water, 


oils, acids, alkalies and corrosive 
chemicals. Good stretch, tight 
grip. Approved by Underwriters’ 
Laboratories, Inc. 


STATE 


RUBBER 


MECHANICAL GOODS DIVISION + ROCKEFELLER CENTER, NEW YORK 20, N. Y. 
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COMPANY 


Chicago 
MOUNTED 


WHEELS 
For Hand Deburring 


Cleaning and deburring operations using 
hand power tools naturally call for Chicago 
Mounted Wheels . . . first and foremost. Here 
you have a custom built mounted wheel 


Novaculite chips provide a mild honing abra- 
sive action which produces an exceptionally 
clean, dimensionally uniform, smooth finish 
without clogging or charging the work. 
These long wearing chips are characterized 
by irregular shapes with sharp edges and 
elongated points. This means that a larger 
size chip can get at hard-to-reach cavities 
doing the job of small chips without the 


danger of clogging. 


including every grain, grade, and shape of 
specified structural density to fulfill the most 
exacting requirements. 


NOVACULITE 


For Precision Barrel 


Finishing 


Direct labor savings of as much as 97% 
have been experienced in deburring small 
parts by precision barrel finishing . . . an im- 
proved method of tumbling. 

The unique conchoidal shape of Novaculite 
chips, featuring irregular shapes with sharp 
edges and elongated points, offer important 
advantages in precision barrel finishing. 

For complete information and samples of 
Novaculite and Chicago Mounted Wheels... 


Sell These 2 High-Profit Items 


WRITE 


HICAGO WHEEL camis.co. 


Dept. 1. D. 


1101 W. Monroe Street - Chicago 7, Illinois 
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e For use on Wells, Kalamazoo, 
Johnson, Famco and all other 
make Band Saw machines t 

° Try our Wavy ‘Set for cutting 
angle ron, tubing and thin 


materials 


SAFETY BOX — 100 COIL STOCK 


e For use on Do-All, Grob, Tannewitz and othe: 
machines 
e Stock ready to draw out 


e Dangerous loose ends can be withdrawn int 


i+ 
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EO ME OE 


AMERICAN SAW & MFG. COMPANY 
SPRINGFIELD, MASS. 


HACK SAWS + BAND SAWS + GROUND FLAT STOCK + HOLE SAWS 
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UNIVERSAL 
BRONZE 
BARS 
i 


: ~ Be 


y LEDALOYL 


BABBITT Be a Job WSOV1 Powder Metallurgy 
Distributor GRAPHITED 


and be your area’s 
headquarters for 
sleeve bearings 


ELECTRIC 
MOTOR 


"Peeve are a limited number of territories available for 
GENERAL live-wire distributors. If you have never sold Johnson Sleeve Bearings 
PURPOSE and Bronze Bars, we will show you how to stock and sell them, 
and teach your salesmen. If you already sell bearings or bars, let 
us show you how valuable the Johnson Bearing 
franchise can be. Write today 


JOHNSON BRONZE CO., 535 South Mill St., New Castle, Pa. 
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—= TO OPERATE oa 


TURN HANDLE TO OPER: 
Mh nai 


Escaping hexane vapors ignited by a welding torch caused this 
$250,000 fire at the Continental Grain Co., Columbus, Ohio. 


hetter-buil 


VAPORIZING LIQUID 
EXTINGUISHERS with. 


In emergencies like this, quick action with buffalo VL Extinguishers can 
save lives and property. Instant action against dangerous vapors, flammable 
liquids and electrical fires is easy with Buffalo VL Extinguishers. Built-in Dryex 
assures quick, trouble-free action. It absorbs all traces of internal corrosion- 
causing moisture. The double-acting, corrosion-proof Graphitar piston is 
not affected by temperature expansion or contraction. Only Buffalo offers 
you all these protection features. Plus an unconditional two year guarantee! 

You know you sell the finest fire protection possible when you handle 
Buffalo's complete line. Find out now about Buffalo's exclusive distributor 
sales policy. Write today! 


UNDERWRITERS’ LABORATORIES AND FACTORY MUTUAL APPROVED 


BUFFALO FIRE APPLIANCE 


= SS A T 
SoA TT eR es OH! O 
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means CHAIN 


Welded and Weldless Chain, Chain Assemblies, 
Slings and Fittings for Every Purpose 


Before coming to America 84 years ago, the 
Round Family had been one of England's 
leading chain-making families for nearly 
200 years. The name ; was on every 
piece of chain they built—and was a name 
that meant the finest chain. 


In America, the Rounds continued to build 
chain in their same craftsman way. Soon the 
name Koand became the standard for 


id LI Welded 
fy / and 
Weldless 


Chain 


Vule- Alloy and 
Wrought Iron 
Slings 


2» Material 
71} Handling 
‘Wf, Equipment 


quality chain in this country. 

In those early days, chain was built by hand. 
Now, most types are built by automatic 
machines. Though the present 
Organization has changed to new, modern 
methods of making chain, the md policy 
of building quality chain has not changed. 
Today, throughout the world, the name 
Round means Chain . .. the finest chain. 


me ge J Chains Formed Albroloy 
Wire nee ‘yen 
0 | Products 
mY 


KoUNd cumin COMPANIES of 


~ 


+ 


» 


z 
= 


THE CLEVELAND CHAIN & MFG. CO., Clevelnnd 5, Ohie « AZrcrud! SEATTLE CHAIN CORP., Seattle 0, Wash, Portiond 10, Ore. 
j ORIDGEPORT CHAIN & MFG. CO. Bridgeport 1, Cone. + 
Rocted \05 (0k CHAM CORP, Les Angeles 58,Calut. » A2eoned weoowoust CHAIN & MFG. CO.,venten 7,4). 
tt Aiocored Cuan & WG. CO., Chicage 38, ll. + THE SOUTHERN CHAIN & MFG. CO., Birmingham 4, Als. 
OWI HOIST & MFG. CO., Cleveland 5, Ohio + A2rccned! CHAM CO. OF CANADA, Brampton, Ont. 
Rocred wiii MiSHne 60, Cleveland 5, Onie 


Reorcered Wi0vs We. 00., trenton 1,4. |. 


CALIFORMIA CHAIN CO., Se. San Francisce, Calif. 
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Photograph by Paul Davis 


Part of Butterfield’s fine reputation for taps and dies 
stems from rigid control over quality production. 
The value shows up in performance. 


3S YU TP a 


Union Twist Drill Company Butterfield Division Derby Line, Vermont, U.S. A 


TAPS e* DIES #© REAMERS ° DRILLS * COUNTERBORES @ SCREW PLATES 





mca 

FPR 
a. 
5 


* 
As 
‘e 

E 


UNION TWIST DRILE « ATHOLL, ACHUSETTS 
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TAPS by CARD 


The quality is greater than the price. When you specify Card Taps you get far 


more than fine steel expertly engineered. You get the benefit of an accumulation 
of experience in tap making that dates back 79 years. 


Completely stocked office Detro wt Wort! os Angele Vew York, San Francisco and Seattle 
i 


S. W. CARD MANUFACTURING CO., MANSFIELD, MASS. « DIVISION OF UNION TWIST DRILL CO TAPS © DIES « SCREW PLATES 





ROVING 


the power of the 
MIGHTY MIDGET 


At Kaman Aircraft 


~ 


» 


efficient ventilation, 1 ep x bearings and many other sales-making 
comfortable handling whether working features. Available in six speeds from 
tests ; minutes or hours. Kaman mechanics 600 to 5,000 r.p.m. 

found the Mighty Midget “highly sat- Stock up now on this outstanding 
. the Mighty isfactory in every way” drill. For complete information on the 
was il very hour for Here in the Stanley Mighty Midget Mighty Midget, or on the complete line 
irs dail sub-assembly and is a lightweight (3's Ibs.), compact °, of Stanley Electric Drills, write to 
oms, the Midget took on drill with the extra power to handle Stanley Electric Tools, 412 Myrtle St., 

duty jobs—drilled through tool heavy duty production work of every New Britain, Connecticut. 

el and castings up to 2° thick type mn, trigger 

Big jobs or small, the Mighty Midget grip 


Shins the power take them spindle removable chuck guard [STANLEY] 


on with equal ease Designed for better ¢ 








HARDWAKE * TOOLS * ELECTRIC TOOLS 
STEEL STRAPPING * STEEL 


PART OF THE COMPLETE STANLEY ELECTRIC DORWL LINE—%" TO 1%" 


caN \ . 
No. 161 ° , + 


Sie” heavy duty 


. ' No.782 
LA ’ a \ —_— ll tialiate 1%" heavy duty 
Ys" heavy duty No.345 x 


Ne 163 No.112 \ %“ heavy duty 


%" standard duty a Va" special 


On the job from Se, TAN HA al 
we East to West... 


Made by men who 
make tools BEST 


- 
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“OIC has an exceptionally 


good line .-- 
well accepted by 


says Mr. 


Union Sup 
Colorado 


\ 


Denver, 


The sale depends on having the right valve to 
fit the job. Get the right valve, one that’s well 
known for good performance, and you can 
turn prospects into customers. 

As Mr. LaFollette says, ““OIC has an 
exceptionally good line”. . . valves built 


), W. LaFollette, 





the trade, 


President, 


to fit the job. Because OIC Valves have 
built-in dependability, they're known for 
good performance. That's why they're 
“weil accepted by the trade”. These are 
two reasons why an OIC distributor franchise 


is important. 


THE OHIO INJECTOR COMPANY 
WADSWORTH, OHIO 


OIC 


FOUNDED 1883 


BRONZE & IRON, 
ALVE S FORGED & CAST STEEL, 
LUBRICATED PLUG VALVES 
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Customers are constantly being directed to you for solution 
of their gauge glass problems in every advertisement in 
Corning’s consistent, hard-hitting campaign in Mill and 
Factory, Plant, Domestic Engineering, Marine Engineering, 
Petroleum Refiner and other business publications. 

Unless you carry an adequate stock of the complete line 
of Corning industrial glassware, you can miss out on many 
profitable sales. A complete stock permits you to offer 
exactly the right type of gauge glass for each application. 

Corning’s advertising is your unpaid salesman. It lays 
the groundwork for sales by telling the customers exactly 
which product is best for his needs. It gives the properties 
and main selling features of the products. Finally, the cus- 
tomer is told to purchase by contacting you. All that re- 
mains is for you to close a profitable sale. 

CORNING standard gauge giasses Check your stock today! Make sure you have enough 
Corning industrial glassware to meet all requirements. If 
een Cea eae you are not presently handling the Corning line, write us 


PYREX high-pressure gauge glasses immediately for the facts. 


PYREX red-line gauge giasses 
PYREX sight glasses CORNING GLASS WORKS 


PYREX lubricator glasses CORNING, NEW YORK 
PYREX ol! cup glasses Corning meank research it Class 
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Red Shield says: 


vidual tool problems anywhere in the U.S.A. The Standard Line is complete, pre- 
Tota ro MelileM olaelieli-te Ml clilelolgelP4-M dium iielulelolge MiMi ele leeloMl i -B loka) 1e-t-18 


STANDARD TOOL (“0. 


3950 CHESTER AVENUE CLEVELAND 14, OHIO 
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FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO *© DALLAS © SAN FRANCISCO 


THE STANDARD LINE: /wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Special Tools 


“For every $1,000 
we had in inventory 
we now have *600 
— give better 


service, too — 


thanks to KARDE 
inventory control” 


Says Mr. E. C. BOYKIN, President 
Boykin Tool & Supply Co. 


This is no time to have your money tied up in excessive 
inventory. Yet you must have on hand the items your 
customers need. 

That's why you will be interested in the savings made 
by Boykin Tool & Supply Co., hardware, tool, and paint 
wholesaler of Atlanta. In addition to reducing inventory 


Kardex inventory Control cabinets at Boykin Tool & Supply Co. 
This system effected a 40% reduction in inventory investment 
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All essential records—purchasing, receiving, sales summaries and 
back orders—are combined in one compact unit. Time consumed 
in the operation of this record is cut to a minimum by coding, and 
by the chart and signals in the visible margin. 


investment by 40%, Mr. Boykin reports that their Kardex 
system paid for itself in a little over a year in reduction of 
clerical overhead alone. 

We have ready for you a booklet giving in Mr. Boykin’s 
own words the full story of how Kardex simplified inven- 
tory control, improved customer service, increased turn- 
over—and reduced clerical overhead as well. Send the 
coupon today to receive your free copy. 


a a a a 


Remington. FRand. 


Management Controls Library, Room 1508 
315 Fourth Avenue, New York 10, N.Y. 


Yes, I would like a copy of SN774 


Firm 
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| the Johns-Manvi 
Packing of the Month 


. .. one of the leaders i 
ersina li : 
profitab ; ee ity line that wi 
le business in replacement me — help you build a 
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3-M ASBESTOS ROPE w= 
ND WICK PACKINGS 


STYLE NOS- 4200 AND 4202 


numbers that have 


a multitude of uses around 
almost every plant for caulking, 


gasketing and packing 


Two popular 


y every plant 
heat-resistant 
materi | utility an 
emergency packing, gasketing and caulking- 
How they are used: Asbestos Rope Style 
4200 1s used where 4 material thicker 
j, Uses include 


Where to sell them: Virtuall 
asily handled, 


will find these e 
i . for genera 







Ited, asbestos wick. Soft and 


and compressed er 
gularities. 





»f pure fe 


_ easily worke 


No. 
than asbestos wick is requires 
caulking joints between furnace doors and pliable 
k, blast furnace connection, explo- it conforms readily to surface irre 
{ manhole style No. 42072 is the most popular style 
ick as well as the strongest 


brickwor 


§10n doors, gas £ r doors anc 


t is made of three 


enerato 
s wick, twiste 


of J-M Asbestos W 
and most convenient. I 
felted asbesto 


4202 can be 


covers. 
Asbestos Wick Style No. 
used for packing small valve stems on exhaust, strands of pure 
vapor oF low pressure lines; for caulking together. 
ovens, boiler walls; as gethetnlahods Sesto No. 4200's furnishes 
thicknesses © %”, 2", 54”, %", Ye" 
25, and 50 Ibs. 


is weighing 19, 
andard in 3 ply 


cracks 10 retorts, 
gasket between Cope and drag Oo? fou 
flasks; for making small emergency repairs on and 1"; in coi 
Style No. 4202 is furnished st 
jal) in | and 2 ply, in thicknesses of 
Supplied 


No. and (spec! 


: pectively- 





steam lines, etc. 
what their selling points are: Style 
4200 1s the strongest, most adaptable and %", 5/5" and %2" res 
widely used style of j-M Twisted Asbestos in 25 or 50 ib. paper tubes or ‘4, VW, and 
Rope- It is made by twisting tightly together 1 Ib. balls. 
tribution to 


ment for dis 


k 16,N Y.In 


ies of this advertise 
s-Manville, Box 60, New ror 


1, Ontario. 


rst For co 
write to Joho 
Toronto 


smanage 
nization, 
99 Bay Street, 





Note to Sale 
your sales org@ 
Canada, write 1 
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LOUIS ALLIS OPENS THE DOOR 
to more motor sales for you 


with 


— an outstanding line of motors and adjustable speed drives 
— «a complete program of selling aids 
— national recognition and acceptance 


For more than 50 years, Louis Allis has been a 

“buy-word” for top-quality motors. With the in- 

dustry’s most diversified line of special motors 

and a complete range of standard motors, Louis 

Allis lets you offer the unit that fits your custom- 

ers’ job requirements exactly. 

And to help you do the best selling job, Louis Allis offers you this complete 

program of useful selling aids: 


LOUIS ALLIS CONSOLIDATED CATALOG 

The handy catalog that many industrial buyers reach for, when- 
ever they want electric motors. Complete price, dimension, and 
application engineering information. Your company name, im- 
printed on the front cover, shows prospects and customers 
where to contact you for every motor need. 


MOTOR-APPLICATION BULLETINS 

There's a standard or special Louis Allis Motor for 
every job and a Louis Allis bulletin covering practical- 
ly every type and application. These bulletins, packed 
with complete, clear, concise information, let you talk 
authoritatively — sell better — insure the right motor 
for the job. 


TECHNICAL HELP AND ADVICE 
You get prompt and full cooperation from your nearby Louis 
Allis District Office on any unusual or difficult motor applica- 
tions. And Louis Allis’ familiarity with hundreds of special 
motor problems means extra business for you. 


THE LOUIS ALLIS €O. 
MILWAUKEE 7, WISCONSIN 





ad 
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CARBIDE DRILLS complete line 


AND REAMERS 


OFFERS THE SELECTION, 





THE QUALITY, 





tHat lowers tool 


costs! 


completeness 
of the Double-Circle line 
offers opportunity for greater scles 


Distributors handling the Double-Circle line offer the wide 
range of cutting tools necessary to meet production demands. 


CHICAGO-LATROBE Double-Circle tools are quality tools 

made to meet high standard specifications. Close toler- 
ances are achieved and maintained by inspection on 
each individual operation throughout manufacture. 


This complete selection of quality cutting tools 


helps distributors 
CHICAGO-LATROBE 


build sales. 
DOUBLE CIRCLE 


TOOLS 


DRILLS © REAMERS © COUNTERSINKS © COUNTERBORES © CARBIDE TOOLS © SPECIAL TOOLS 
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... lo how easily and conveniently they can buy 
the industrial equipment and products 
you sell. Use the “yellow pages’ of 
telephone directories to reach your markets. 
GUIDE 


G / 
- gun 2 00 YEARS 
0 


You can get further information by calling the Classified f ; \\ 
Directory representative at the local telephone business office. \\: ' by) 
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Thermoid 


Industrial 


acetylene 
water 
butane propane 


One hose handles them all: 


VERSICON, Thermoid’s versatile, all- 
purpose hose, handles virtually any type of 
gas or liquid... makes stocks of many 
different types of hose unnecessary. You 
save through reduced inventories, simpli- 
fied buying and less storage space. Losses 
from end remnants are greatly reduced. 
VERSICON Hose is built to last. Synthetic 
oil-proof tube is reinforced with braided, 
high-tensile rayon. Tough oil-proof cover 
resists weather and abrasion. 

For quick, easy identification, VERSICON 


| Conveyor & Elevator Belting * Transmission Belting 
F.H.P. & Multiple V-Belts « Wrapped & Molded Hose 


Thermoid Company « Offices & Factories; Trenton, N. J 


has a brown cover. It’s available in sizes 
from %%'’ to 1'4” in lengths to fit your 
requirements. 


In addition to various kinds of multi- 
purpose hose, Thermoid makes hose for 
certain specific applications, such as paint 
spray, suction, creamery, etc. From a wide 
range of types, you can select the Thermoid 
Hose best suited for the job. When you face 
an unusual problem you can count on the 
complete cooperation and service of an 
experienced Thermoid Sales Engineer. 


hermoid ferns 


Industrial Brake Linings and Friction 


ee ae eee 
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Swiss Pattern Files 
...4 field in themselves 
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extent and importance of this division of the file- 
selling business. A score of describe and 
illustrate a variety of groups 

that is worthy of frequent review. 


NICHOLSON FILE COMPANY 
sods, 28 fewrn Street, Providence 1, 1. 
(In Canada; Nicholson Pile Company of Coneda Lid., Port Hope, Ontarte) 


A FILE FOR EVERY PURPOSE 
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A Customer Reports: 


No Porosity or Sand in 
Asarcon Bearing Bronze 
a 


—_—— 


AMES PRECISION MACHINE WORKS, Waltham, Mass.. 
recently junked nearly two tons of sand castings in switching 
to ASARCON 773 Continuous-Cast Bearing Bronze for large 
heavily loaded bushings and for gears. Reasons: no porosity or sand 
in Continuous-Cast Bronze to cause pick-up or scoring of shafts; lower 
reject rate because no holes show up at critical points on gear teeth; so 
easy to machine that shopmen want Continuous-Cast Bronze for everything. 
This well-known and old-line manufacturer of precision lathes, milling machines 
shapers, slotters and close-tolerance special machinery is supplied with 
ASARCO Bronze by Kelco Metal Products Company, Boston (distributor). 


ASARCON 773 bearing bronze (SAE 660) is continuous-cast in diameters 
ls” to 5's”, cored or solid, and is carried in 216 stock sizes by distributors 


across the nation. They will cut it long or short to meet your specific requirements 


Continuous-Cast Bronze contains no hard or soft spots; no blowholes or 
porosity of any type. Since sand is not used in the process, and 
dirt and dross are excluded, there is no surface- or internally-trapped abrasive 


to dull tools or discourage high cutting speeds. 


Fatigue characteristics are up to 100% higher than those of the same 


alloys produced by other casting methods; tensile strength, 


yield strength and hardness are appreciably improved, too. 


A variety of alloys, longer lengths and special shapes can be cast to 
order. Write for free catalog containing complete descriptive material 


American Smelting and Refining Company 


OFFICES: Perth Amboy Piant, Barber, New Jersey - Whiting, Indiana 


woes 


West Coast Sales Agent: 
KINGWELL BROS. LTD., 457 Minna Street, San Francisco, California 
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TAKE OVER, BOYS—F. X. Bauer, president of Bauer 
Factory Supply, Irvington, N. J., combined vacation 
and some business on an extended tour of Europe this 
Fall... It also gave him a chance to let his three sons 
know what it’s lke to carry the load for a while with 
the boss away Dick, secretary and sales manager; 
Walter, assistant secretary and treasurer, and Carl, ab 
rasive cnginecr, kept things humming very capably, their 
.. Mr. Bauer, by the wav, is no novice at 


dad judged 
lor many years he was 


Irans-Atlantic commuting . . 
connected with a well known international export firm 
with headquarters in New York and Europe 


PERSUASIVE SELLING?—When Jack Garvin (Sager 
Spuck Supply, Albany, N. Y.) stalked out of his office one 
day with an oblong, sinister-looking case under one arm, 
startled colleagues asked him if he’d taken on machine 
guns as a sideline, or whether selling was getting so tough 
that he found it necessary to persuade his customers to 
buy that way .. . No, said Jack, it was a real violin 
Furned out that his young son had broken one too many 
windows in sandlot baseball—and Jack was hoping violin 
lessons would help cut down the damage 


LOOK OUT, DUCKS-—If Jack Madsen (Madsen & 
Liowell, Perth Amboy, N. J.) seemed off his golf game 
lately, there was a reason for it . . . He’d devoted almost 
all his spare time this Summer and Fall to a single pur 
pose—schooling his new labrador pup for duck season 
Vinding that trained laboradors cost upwards of 
$500, he decided last year to invest instead in a good 
$50 puppy and a book called “How to Train Your Re 
triever” Pigeons for training cost 65¢ each at the 
local market . Nightly, dog and master took lessons 
beside the water hazard of a local golf course (from 
which the golfers had wisely departed in ample tin 


ind Jack’s family settled down to a dict of slightly 

bruised squab Now, Jack swears, the retriever can 

practically read the book, and doesn't ruffle a feather 
And she’s not for sale, even for $500. 


LIFE BEGINS AT 88—Charles Moeser, president of 
Pickering Hardware, Cincinnati, devoted no less than 73 
years to the supply business . . . And unlike many men 
of much less experience in the field, he thinks the busi 
ness conducive to longevity . . . ‘Ihe reason: “Detail,” 
says Mr. Moeser—“keeping track of detail keeps you 
young because it keeps you alert and keeps your mind 
alive” .. . So, if you're exhausted after a day with the 
inventory cards, remember Mr. Moeser who is 58 years 
old and looks better than many men half his age. 


THERE’S NO JUSTICE-Scen feeling bad one Monday 
during football season as he tallied up lost bets: John 
Arthur (Slingman Industrial Supply, New Brunswick, 
N. J.) whose alma mater, Rutgers, dropped one of the 
year’s Closest gridiron battles to its arch-rival, Princeton, 
by a squeak-out . . . John’s had other worries involving 
ligertown athlete One of his best customers and 
friends is a former captam of the Princeton golf team, 
1940’s vintage, and holder of several regional titles in 
the friendly game that’s so often conducive to sales 


Keeps John more or le: 


in shape all season 


2. 
AY Aad 





WHO'S NERVOUS?—Bob Steinmetz, (Dabney-Alcott 
Supply, Memphis, Tenn.) claims that the nearest thing 
to the anxicty of awaiting a blessed event is waiting for a 
customer (on whom you have worked weeks drumming up 
one of those big orders) to make up his mind to buy... 
Bob, who works the Arkansas territory, rushed into a sales 
meeting one weckend still uncertain about one such cus 


tomer Ilope you made it, Bob, 


V.N. P. 
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The famous Diamond and Signature trademark 
on Jenkins Valves has merited the continuing trust 


of the nation’s foremost builders since 1864, 
On this symbol they know they can build with 
confidence that future, as well as present operating 


costs, will be the lowest possible. 





For the Jenkins Distributor, this trademark provides 
an unparalleled sales advantage. No stronger foundation 


for building better valve business exists today. 





Is it any wonder that — year after year — Jenkins 
remains the preferred valve franchise of the nation’s 
leading industrial supply distributors. 


Jenkins Bros., 100 Park Ave., New York 17. 


we 


JENKINS VALVES. — 


LOOK FOR THE ~~ ™.*, DIAMOND MARK 
x 


ww 
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- Steel wires of high-tensile strength braided to resist high steam pres- 


- Special heat-resistant cover compound, 
- Non-charring asbestos cords interbraided with wires 


- High adhesion between plies provided by special insulative compound 





firmly bonded to carcass. 


which dissipate static electricity. 


sures and make hose Burst-Proof, 


Heat- and oil-resist 
rsa esisting inner tube retains resiliency under high-pressure 











THEIR SAFETY IS YOUR CONCERN! 











REPUBLIC’S 5 - POINT SALES POLICY 


@ A LINE of rubber items sufficiently complete 
to permit effectively supplying the require- 
ments of the trade solicited. 


A QUALITY of product uniformly good and 
capable of delivering service results that 
should reasonably be expected 


A PRICE basis inducing and making pos- 
sible aggressive competition with reason. 
able profit return. 


FREEDOM from competition from his source 
of supply, either direct or indirect, among 
the trade covered by his day-to-day so- 
licitations. 


SELLING helps of reasonable amounts so 
that his sales force may be given the ad- 
vantage of specialized training and a 
knowledge of the product sold. 


Your customers have the right to expect that the products you 
furnish them are the safest products available. 

You are doing that when you introduce them to Republic's new 
WIRETEX Steam Hose. WIRETEX Steam Hose will not burst . . . 
cannot suddenly spray out super-heated steam, blinding steam, 
maiming steam, yes, even killing steam. 

WIRETEX Steam Hose is another reason you can be glad you 
are selling Republic Products. It means more and easier sales 
for you. . . greater safety and increased satisfaction for your 


customers. 


REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN }, On!Io 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 


‘here's Value Added 


— Boston ( r( nherent im our svstem of distribution. The point 
ta new g O1 t ( nade that distributors are not people who stand be 
th I f tl ( ween manufacture ind users, as the old text books 


iv, but actually add to the value of the 


through the creation of time and place 


| tnbution (thi distributor has a big 
conomy, b b to do if its mereasingly important role and _ re 
re brought to peop ponsibility i ti t so much talks We must 
production t natch the ier iture we attain with increased 
performan is greater recognition must be 
ined. We've get the “middleman complex 
whi istri t i n ut of our thinking Then, through improved pel 
industr mn to sell formance, we can do the creative selling job that i 
products of it catly expanded ca iecessary to find and develop new and bigger markets 
Professor McNair of the Harvard ( Lhe whole job is big. Our industry's part of it is big 
ummarized this point 7 ! We'll have to broaden our own views and rise to the 
thinking about stributior ‘ 1 sreater challenge. ‘Vo paraphrase the poet of old, we 
subsidiary te ! il c ous OLN hat nust lift our eves to the hill 
it is often distribution which 
hi pportuniti tor pl xluction 
he growing change of attitude 


further revealed 1 report 


keting cconomiusts from may 


as argued that the term 
uuld be abolished and 
ilue added by distributi n TaD , very member of the staff of 
t of the Ol INpusTRIAL Disrripution when | extend to all our 
friends in the industrv our best wishes for a most 
happy Christmas season and tor a prosperous New 
Year. We want to take thi opportunity to thank our 
operation ! I nanv frends for all the favor have 
terminolog Hino ‘ We pri ind cherish fricnd hip 


+ ot 7 ' ' " 
ou | vl l ! ! pe ce and ma of vou have 
hay , ! - ’ : 
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Before setting out to resell lost customers, George A. Shives bones up on his product knowledge. 


Recovery Selling—tt's Hard but Healthy 


Cincinnati salesman won back 20 lost customers 


in three months by using patience and tact 


By Don McGill, 


rake rr PROM Georce A. Suives—winning back lost 


customers is a lot tougher than selling new ones. But for 


challenge, results and satisfaction, he says there’s no com 


parison between the two 

Last July, when Mr. Shives arrived fresh from the 
Army to become an outside salesman with Cincinnati's 
Bingham Tool & Supply Co., he had no illusions about 
the difficulties of his new job. For gne thing, his expeni- 
ence in the field had been limited. For another, he was up 


against several ‘‘unfamiliarities” in territory, customers, 


and products 
He thought at first he’d have all he could do servicing 


existing accounts and developing new business—until he 


! 
ran across several firms who had at one time been good 


82 


Associate Editor 


Bingham Tool customers, but for some unknown reason 
had suddenly stopped buying. 

Had he been of a different temperament, Mr. Shives 
might have pretended he hadn't come across this state 
if affairs. As it was, he couldn’t help probing into it to 
find out (a) why and (b) what could be done about it 

Regarding the ‘“‘why” he was astounded to discover that 
the reason these customers had stopped buying ranged 
from the minor to the trivial. In most cases, the trouble 
could be traced to mixed-up orders. For example, a 
wrong shipment of tools had been sent to a small foundry. 
In the remaining cases, there was no reason—beyond the 
fact that Mr. Shives’ predecessor had just quit making 
calls on the customers, all of whom were small! 
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Don‘t Take Chances 
on Second Chance 


Don’t be afraid to approach the 
lost customer and get to the 
root of the trouble. 


Don’t bluff with your product 
knowledge. Brush up on it. 
Show the lost customer you 
know your business and you're 
more likely to get his. 


Ask to be shown through the 
plant. This’ll give you a better 
idea of the customer's opera 
tion, and give the customer the 
idea you're out to serve him 


If you get a trial order, see it 
through the office and ware 
house yourself. ‘That’s onc 
promise you made to the lost 
customer, and one promise he 
expects you to keep. 











Although from the distributor's viewpoint these reason 
why the business had been lost may have looked unim 
portant, from the customer's standpoint they were of 
immense significance. In appreciating the customer's 
point of view, Mr. Shives took his Number One step 
towards winning them back. 

His next step was to plan a direct and logical method 
of getting thesc customers’ names back in his order book 

Digging back into the old files, he uncovered the past 
pattern of business with these firms—what they bought 
how much, and how frequently. For good measure, he 
brushed up on his product knowledge, spending many an 
hour at the office and at home with catalogs, manuals, 
and textbooks. He felt it was only common sense to be 
able to show these past customers he knew his business. 


Daring The Worst 


His next step was the hardest—making the actual call 
Although he’s ambitious to become a good salesman, Mr. 
Shives isn’t particularly anxious to become a thick-skinned 
one. He braced himself, therefore, for a torrent of abuse 
and hard words 

Instead he ran into a sort of cold wall of doubt from 
most of the lost customers—doubt that Bingham Tool 
could ever make good on an order or render service with- 
out mistakes. Mr. Shives had encountered what th 
diplomats call a “delicate” situation. He had only to utter 
the wrong word, and the situation would speedily ‘det 
riorate.”” 

Where he met this doubt, he acknowledged that Bing 
ham Tool had been wrong, but assured the customer that 
future orders would be handled without mistakes or dé 
lays. In all cases he was able to walk away with a trial 
order, and here he took his next step: To see that it was 
properly filled and delivered. 


SALES RECORD OF LOST CUSTOMERS was exhumed by Mr. Shives, served as 


a guide in determining sales approach 


On every call, Mr. Shives asked to be shown through 
the customer's plant so he could study the operations and 
become familiar with the problems. 

Of course, where he called on customers his prede- 
cessor had neglected, Mr. Shives reports he was received 
like a long-lost friend. 


Recovery Takes Time 


Although his patient “recovery selling” took time, it 
was worthwhile. Within three months Mr. Shives had 
won back 20 lost customers. In‘ several cas¢s, he'd in 
creased the business over what it had been before. 

lor instance, the foundry, which previously bought only 
about $500 a year from Bingham Tool, is now buying at 
the rate of $3,000 a year. Another customer, whose previ- 
ous business came to only a nominal amount each month, 
is now buying at the rate of $200 monthly after Mr 
Shives had talked to them. 

Mr. Shives still insists that cultivating new customers 
takes a poor second to winning back lost ones. “In the 
first case, you're often dealing with a company that doesn’t 
know you or your firm. But in the second case, you're 
dealing with one that does—and often that doesn’t help 
Often you've got to unsell this company on faulty service 
and resell them on good service.” 

Needless to say, Mr. Shives’ recovery selling goes down 
fine with President R. M. Bingham, but not just because 
it’s lost business regained. “We've always operated on 
the rule that we should try to get equal dollar sales from 
mall accounts as from big accounts. We think that’s a 
sound rule for any industrial distributor. The fact many 
of these lost customers were small meant we were tending 
to concentrate on the big customer. So, instead of being 
a real distributor, we were in danger of becoming just 
another middleman.’ 
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Trends in today’s 


market and the out- 


° 1953-1954 OFFICERS of ¢ ‘entral States Indi bu ociati 
look for selling are ae 1. & Nicp, Great Lakes Supply Corp. Chicago, tx Helstrom 
Globe Machinery & Supply Co., s Moines, pr on, Vonnegut 
Hardware Co., Indianapolis, vice presid ind C. Morgan t t lron 


chief topics a8 . . . swe Co, Miwsukee secrets 


900 Attend Central States Meeting 


i BOOTH PROGRAM, attended tribu 


| 900 during three sessions, was the ul distribute lat 


I}. ¢ unpbe 1] Indi | a ( Nik IOV 


outstanding feature of the 21st annual umpbell 
convention of the Central Stat In Ci Scattle. who discu | " " 
dustrial Diustributo Association in) Our Western Trade Win TT The booth nanned | 
Chicago No l and H. Pee Cent Supp ! tive of 65 tributing hn 
C. W. Helstrom, Globe Machinery vho told of h inl tte open for two hours on Sunda 
re Supp! 1) Nilo Vil clected to cstablish = trad pra | mK nours Nlondar morning and 
president t ucceeed Sam Clark, | P. Russo Vonnegut rdw hour Monda ifttcermoon ( 
Samuel Fla vo, (Mr. Hel Co Inchianape lj vin rgcd cdisti parties were held both cvenmys 
195 t officers  utors to uncover the why of all bi ~ Mr. Russon was in charg 
programs, individu program while Rov Pedersen, P. 
Bro lool, Chicago, hac 


Can and Should Be kun 


trom and the oth 

ire pictured ab ri 
\ busine ession, attended by dis tion 

tributors only, featured four speaker \t mad d luncheon meet 

Nir. Helstrom who talked on the effect ing resident of Dartnell the Kdgewater Beach H 


rangement r th 0 


BASIC RULES for operation were dis BE ON THE ALERT for short cuts, TODAY'S OUTLOOK for selling was 
cussed by James H. Peery, secretary of speedier methods in every department discussed at the luncheon meeting by 
the Central Supply Association, a of business, Wallace Campbell of J. C. Aspley, president of the Dartnell 


plumbing distributors’ organization Seattle advised Central States members Corporation 
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“MANY THANKS for a job well done,” said Frank Cruger PIME OUT for refreshments wa 


s taken by Frank Meister 
Indiana Mfgs. Supply, Indianapolis, t lar t \. Schrader 


Son); F. P. Starrett (S. W. Card Mig. Co.) 


retiring president of the ( tral Stat he 1 hip and Mr. and Nirs. L.. J. Matthaci, Colcord \W ht Machinery 
pre nted Mr. Clark i | Del t Py Supph Co., St. Lou 


CONTACT BOOTHS were featured at the two-day me AT THE RECEPTION which followed the booth program 

ing. Heading for the booths are Dale Shreeve, M&M Suppl vas this quartet: Bruce A, Clark (Holo-Krome Screw Corp 

Co., Muncie, Ind.; T. Frank Jones (Browning Mf; John G. Krabbenhoft, Allen Supply Co., Cedar Rapid 
, 





L. G. Heath (Victor Balata & ‘Text Beltu , J. f. Bennett, Couch & Hevle, Peona; and G. C. Moechlman 
Weist, M&M Suy oO Henry Disston & Son ; 


“t 


CLEVELAND was the topic of con LOBBY TALKS were plentiful. Here OLD FRIENDS talk things over. They 
versation when T. Gordon Vaughan, ure «=6W alter Ethier, Western Iron ure William ‘Teare, Sterling Products 
W. M. Pattison Supply, Cleveland, and Store Milwaukee, and Jim Ruddell Co., Chicago, and Horace Armstrong 
Al Dolby (Osborn Brush) got together entral Rubber & Supply, Indianapoli Armstrong Bros. Tool 


& 


Next page, pl is 





900 Attend Central States Meeting (Cont’d.) 


GETTING THE NEWS of Parker-Kalon becoming a WITH A WAVE of the hand, L. E. Weeks (Yale & Towne 
division of General American ‘Transportation Co., are H. P Mfg.) makes a point in his pre-meeting conversation with 
Pesch and A. J. Pietz, Hart Supply Co., Oshkosh, Wis W. E. Woodworth (Yale & Towne) and T. L. Longworth, 
Vhev're with Harry Jennings and k.. W. Stegemeyer (P-K Barrett-Christie Co., Chicago 


FAKING A REST after the booth program are M. M BEFORE DINNER H. B. Austin (Armstrong Bros. Tool 
MeCahill (Delta File Work ind J. D. Nicholson, Kells md RK. M. Shannon, Bostwick-Braun Co., Toledo, took time 
Hlow- Thompson ( Duluth out for a private chat 


ENROUTE TO MAN BOOTHS are these four distributor ENJOYING STORY told by William C. Stauble (right) 
men: J. F. Butterwick and L. R. Gardner, Barrett Hardware Holo-Krome Screw Corp.) are Walter F. Crowder, editor of 
Co., Joliet, and R. P. Weis, Jr., and W. J. Maurer of A. Y INpusTRIAL Disrrisurion, and Ben Perkins, Indiana Mfgs 


McDonald Mfg. Co., Dubuque, la Supply, Indianapolis 
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REFRESHMENTS were enjoyed by Ted Young (Lufkin THE COCKTAIL HOUR brought this foursome together 
Rule); Frank L. Campbell and FE. A. Fogarty (Delta Fil 


They are Loren W. Moss and John M. Schultz of Miller 
Works); and Alton G. Rickert, Rickert Industrial Supply Bros. Hardware Co., Richmond, Ind., and Edward R. 
Co., Milwaukee 


Burkardt and Douglas Van DeMark (Nicholson Fil 





AFTER COFFERF, J. M. Allen 
Rapids, and FE. A. Biemuller, Jr 
Henry Disston & Sens 


Allen Supply Co., Cedar 
ind G. ¢ Moehlman 


head for the meeting 1 


ALL SMILES as they head for the dinner meeting after 


visiting booths are Jerry Ferree (Campbell Chain), and Carl 
oom McWade and Paul Bochme (both of Skil Corp 


ATTENTION to Philip Rackliffe (Standard Tool) is being ALL REGISTERED, thes 
given by FE. QO. Eiserman, Black & Co., Decatur; John W Browning Mfg 
Biba (Simonds Saw & Steel), and ] 


five start talking: FE. W. Seyk 
Armstrong (Armstrong vare:; CR 
Bros. Tool 


- La Vern Van Kersen, Muskegon Hard 


Johnson (Browning); A. J. Workman, Muskegon 
Hardware, and T. Frank Jones (Browning 
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REPORTING AFTER FIELD TRIP, Fred Fssick, sale e-president, Augusta Mill Supply Co 


man, and Oscar Sander iles manager, show H. W. Hughes zets in quarry use 


“Stepping Out” and “Digging” 


By Jack Wertis, Associate Editor 


~ 
\ ly 1MERE WERE A POLL among sales managers on ihe 
» mount of time they could spend profitably in the tern 
tory, Oscar Sanders of Augusta Mill Supply Co., Augusta, 
, would unhesitatingly recommend about “0 percent 
loesn't get out that often, but his estumate indicates 
importances he attaches to personal contact and 
uspection of his market 
(he myriad details of Mr. Sanders’ inside work as sales 
nanager—sales programming, planning tramimng, analyz 
ng orders, interviewing, evaluating new products sup 
her communications, discussing salesmen’s problems, 
tc.are unportant to him but he feels they can be 
1andled more effectively if he is constantly up-dated on 
developments in his market. And the only effective wat 
1 up-dating oneself is to get out and see for oneself. 
What does Mr. Sanders do on the outside? Plenty, he 
ivs. In addition to helping individual salesmen with 
their sales work, Mr. Sanders gets his own data and 
pinion On 
Market conditions—individual industry prospect 
; developments within an industry which may have a beat 
a ing on coverage, stock levels, added product possibilities, 
— ct customer estimates of futme activity new 
plants 
Potentials—what effect changes in operations ma‘ 
extent to which substitute methods and 


GRINDING WHEEL SHELVES are inspected by Mr 
Sanders after trip to determine how much to increase stock 
levels for adequate service to quarries and processing shed hAVG 
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About Markets—granite quarrying and processing 
operations were at a high level due to continued de 
inands of construction projects, memorials, etc., and 
expected to continue so indefinitely . cotton gin 
ning in decline and due for early exit; interviews 
with county agricultural agents revealed dairying on 
the increase with pastures replacing cotton field 
textile mills and stone crushing plants imcreasing 

. construction industry active 


About Potential— quarry and processing shied 
maintenance and repair items—motors, beltin peed 
reducers, sheaves, wire rope, slings, fittings, hosé 
pneumatic tube, fittings, carbide blanks, chain, hoist 
cte.—good due to overloading, tough handlin 
abrasive conditions . carcity and high price of 


diamond wheels caused shift to use of silicon 
bide grinding wheels which are available. cost 


users already sold on substitution despite faster uN 
ing away good for stencilling material used 
making inscriptions on memorial rood fi 


rubber-covered belting to handle p: 
labs which have to be protected waist marrning 
good for tungsten carbide blanks and _ tor hank 


’ ] ] 4 
to which bianks ar ilve Draze k drill 








Here’s What They Learned 


‘ 


good for stone sawing wire strand for cutting gran 


ite slabs 
tor cotton gins 


About New Products opportunities for Hluminum 
irrigation pipe for use by dairymen imgatimg pasture 


poor prospect for special items carned 


inds and for use by quarries as urlines for com 
pressed air tools possibilitics for endl hing 


handling granite in quarries 


About Territory Expansion new road under con 
truction to cut off considerable distance trom 
\ugusta to marginal area enhancing service and coy 
crage opportunitic other supply centers still 
faced with time-distance-cost problem rca 
developing industrially specialities already taken 


ire of. 


About Customer Relations—intcrest im customer 
yperation by sales exccutive had excellent reaction 
nterest in 
mterest im 


from customers and prospects in area 


nore frequent calls by salesman 


product imformation and manual contacts 
made m new plant receptive willing to di 
uss operations and requirements seen as mterest m 


rchiable source ef supph 








Help This Sales Manager 


produ ts arc bemeg used tatus of maimtcnan pra 
tice customer plans 
lerritory expansion po ib:litie road distanc 


new operation 
transportation facilities coverage requirement 
competition’s activitic 

New product possibilities—adantability to territor 
industries effects on products sold currenth 
application in new industries 


Customer relations—comments on s ine 
gestions for improvement necting new busin 
prospect elling firm’s ser tech i) assistance 
requirements 

Conditions determine whit mpl d | \l 
Sanders on one of these trips. Opportunit to break 
iwayv from the office aren't too frequent though ey 
Pp cted to be more frequent in the future o Nir. Sand 
ers has to make the most of cach time he doc ret awa 


One such opportunity came recently and indicates th 
results sought and usuallv obtained 
One of the salesmen, red Essick, \ ! tcl 

tory which included an isolated area on the rim of the 
company's operations, only 70 miles as the crow fli 
but about 100 miles by road. ‘The salesman who ha 
covered this arca previously called only spasmodically, a 
the most about once every three weeks. Even this wa 


more frequent than salesmen from other hous 
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When Mr. I:ssick made his initial exploratory trip to 
the area, which dominated by granite quarries and 
processing sheds, he returned with optimistic reports of 
potential in some products which the firm either didn't 
carry or did not carry in sufficient quantity to service 
uggested more frequent calls 


the area adequately. He 
1 means of developing volume 
Hf. W. Tlughes, vice-president, and Mr. Sanders at 
first were a bit kepti il of the economics of servicing 
ustomers at such a distance. But, before coming to a 
final decision, it was decided to have Mr. Sanders accom 
pany Mr. Essick on his next trip to the area for a more 


thorough investigation 


Weigh Report 
Although the primary purpose f the trip was to learn 
much as possible of the opportunities in the marginal 
rea, th pai utilized their en route and return time to 
nake calls from 5 a.m. to 6 p.m dail 

Lhe trip more than substantiated Mr. Essick’s initial 
eports and made Mr. Sander 
quired and expansion possibilities more realistic than if 
ttempted from the desk. With more competitive day 
ihead, Mr. Hughes and Mr. Sanders agree that outside 
vork by the sales manager will not only be more impera 
tive but also more productive 


ippral il of coverage 1 
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_W.S.NOTT COMPANY ; 


201 WORTH THiRo STREET « MINNEAPOLIS 1, MINNESOTA 


; 


Stats how Chvishnas should foel- 


Warm, happy, hriendly and grateful fon the limitless blessings that 
ate ours. « At ( hristmas we are moved lo Kindle joy and happiness in children, 


lo show our gratitude hon blessings received 


f ‘ast yeal, asa firm, we undertook lo avoid the booming commercials 
(zing of ( ‘hnistmas Instead of giwing gifts lo customers (gifts which ave of 
doubtful suitability) the money allotted lo that pulpose was given to charity 


"in His name . 


One charity, a hospital hon crippled children wrole 
"Please stop in al our hospital and see how our little 
kiddie quests can smile their thanks to people like you 
for the future brightness in their lives,” 


That explession fulfills. lo us, the fue feeling of ( ‘hvistmas 


So again this year we hope you will join with us in an effort to spread 
the joy of CIeictmes lo many who ate nol so greatly favored and blessed as 
are most of us. Again, the monies which the VW. S Tou Company would 
have devoted lo customer gifts have been instead given to several worthy 
charities “The gifts have been made, im your behalf as well as outs, in the frust 


you'll share the ( hristmas happiness with us 


WM. SL. Wott Somfany 





x g£ was j 00 Nott custome TS and ; os 
A cT | FP ini 4 i a mailed to l, : perstrar ; is : 
| | at 5 ts to “ay oid the booming commcr4e ializing of ¢ hr stmas 
to < of compa 





How You Can De-Commercialize Christmas Presents 


i is, solves that annual 
W. S. Nott Co., Minneapolis, solves thi 


. < I by hanks 
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HAVE YOU PUZZLED OVER THE GIFT PROBLEM? 


How did the thanks you received for the Christmas gifts you sent 


out last year compare with these in enthusiasm and sincerity? 


Examining letters is Hal Pierce, 
who started firm’s new method 
of Christmas remembrance 


**When we received your Christmas 


convictions was confirmed. For 
some time, we have been consider 
ing the action you have taken re- 
garding Christmas gifts to custom 
ers, and | certainly believe that it 
leaves me with a much better feel- 
ing than to have received some gift 
that I might not have been able to 
use. We sincerely appreciate the 
action you have taken in our behalf, 
and would like to point out that 
we belicve we will do the same 
thing next year.” 


**0f all the gifts or greetings that I 
received this Christmas, none was 
more welcome than your letter en- 
titled “That’s how Christmas should 


little child means more to me than 
anything else and creates a memory 
I never forget.”’ 


**We believe you have started some- 
thing that not only firms of your 
nature but many others could well 
afford to follow. You have estab 
lished a fine example and we hope 


it mushrooms.” 
— 


ae 
. 


“Thank you very kindly for what 
I consider to be the finest “com- 
mercial” Christmas present of the 
season. Your idea of alloting the 
Christmas gift budget to worthy 


greeting letter, one of my firmest feel’. On 





thank-you smile from a 


charity is simply splendid.” 








A HAPPY SOLUTION to the problem of Christmas giving in 
the business world is a method used by the W. S. Nott 
Co., Minneapolis. Instead of trying to keep up with their 
customers and competitors in value and volume of pres 
ents, the firm simply donates a sizable sum to charity in 
the names of its friends and customers 

A letter is sent to each company or person who would 
oidinarily be presented with a material remembrance at 
the holiday season, informing him that the money which 
the company would have devoted to customers’ gifts 
had instead been given to several worthy causes. 

The firm attempts to make the charitable distribution 
cover the territory which it serves: North and South 
Dakota, Minnesota, northern lowa and western Wiscon 
sin. Institutions such as the Salvation Army, orphanages 
ind children’s hospitals are the recipients. W. S. Nott 
makes only one request of them: the firm asks that the 
money be devoted to making a Christmas for children 
who wouldn’t otherwise know Christmas joy 

Response was immediate. “We know of many doubt 
ful gifts we receive yearly,” wrote one customer, “that 
‘re usually packed away and never used; many of them 
are duplicates of things one already has. | am sure the 
good that can be accomplished under your method of 
distribution is immeasurable. Our best wishes to you 
on this program and its continuation 

Another businessman wrote: “I think that of all the 
Christmas gifts I received from various organizations r 
cently, your Christmas letter holds top position. A 
you so aptly stated ‘that’s how Christmas should feel 
I wish that more organizations would look at it in a 


1 


similar way. I want you to know that I am entirely in 


accord with this effort and am happy to have had a part, 
if only by proxy, in spreading Christmas cheer among 
some folks who may be much less fortunate than we are, 

This plan of Christmas giving was the idea of Hal 
Pierce, vice-president and sales manager of the company. 
Although Mr. Pierce does not claim to have originated 
the idea, it is the first time, to his knowledge, that it has 
been utilized by an industrial distributor. 


Idea Should Spread 


“It’s my opinion,” said Mr. Pierce, “that more busi- 
nesses should incorporate this method of remembering 
clients during the holidays. Businessmen seem to get a 
great deal more satisfaction out of it than they do from 
any other treatment 

“In the past, we have given leather goods, flowers and 
other gifts. But we were unable to compete money-wis¢ 
with bigger outfits in this matter of giving Christmas 
presents. ‘This method solves the problem very well. All 
the money we used to put into Christmas presents, as a 
firm, goes into this.” 

According to Mr. Pierce, this idea meets with the 
complete approval of his 17 salesman. “We wanted 
them to feel right about it, too—they work on a straight 
profit sharing commission, so we feel they have a share 
of the obligation also 

“We've done this for two Christmases, and we plan 
to continue the practice. Commercial Christmas giving 
cems to us to be a divergence from what the holiday 
hould mean—we feel that this is at least a_ partial 
olution to what is usually a difficult problem.” 
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Are you in a rut? 


Are your calls all the same? 


Ifso... 


Sell 


With 
BEFORE CALLING, Robert L. Hill of Cowan Supply 
or \tlanta iect samples from tock that wall ippea 
¢ | h h I \ 


tol on » planned itinerar 


RSE LA i ill analvzes t! ( I 
ill I wc CN] to visit, then cl Not only doe 
Ro to or products that Ib rf orders on the 
manag f th upply division peci rest on those call will welcome subsequent 
Cowan Suppl \tlanta 0 ouse the buyer int t This method ot lling 
believes, keep him 


Hn ple initio vith mp 
Phill, « to show hin omething usetu ill is different. k.acl 

tte ol thing that wall o 
woduct vou know omething that will gi casol tomer’s current problems, and a dem 
Th onstration of a special product Mr 
to scl ) on | ) \ new product, an nu ed proc Hill decides will be of most interest at 
of that pre t oO nist t ( cw ¢ tor an old proce that time. Customers soon learn that 
features, w cs, le low vill cay e the buver Mr. Hill has a specific reason for 


every call, a reason that usually mean 


in accordance with that 


what t 
custom production shortcuts and savings fot 
Befo ' fice ( ients and new uses for prod them. 
The growth of the metalworking 
industry in the Southeast has created 
a demand for specialty tools and sup 
plies. With the advent of new plants, 
new problems have arisen. ‘To meet 
this demand, Cowan Supply Co. set 
up a specialty department for metal 
working industry requirements l'rom 
this stock Mr. Hill selects an assort 
ment of supplies and keeps them in 
his car. Thus, on every call, he has 
in available sample to present. And, 
if the customer has a problem, he 
can solve it with an on-the-spot dem 
onstration. 


Samples Are For Sale 


But the items he carries around 
aren’t just samples. According to Mi 
Hill, they're for sale Any time a 
buyer wants the product being dem 
onstrated, Mr. Hill sells the sample 


RATION LEADS TO ORDERS, according to Mr. Hill — "ight then and ther: mary 
iT ib] Fr t \\ R Roberts and | | Walker of Using samples ha proved to be a 


SAMPLE DEMONSI 
whe how feat oft 
Walker ol ¢ ie Co good wav to get an order before lea 


( 
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GRINDING PROBLEM brought up by H. T. Walker CHUCK SAMPLE enables Mr. Hill to explain how to 
of Walker Tool & Die Co. is handled on the spot by Mi: obtain better tolerances and roundness to |. Mf. Harrison, 
Hill who plain yl owner of Atlanta ‘Tool Co 


feature vith one of h ny 


ing, and it hi ct ist t O Thill feels his job is ipplication to sell oth 


urChiasin igents othe On ec M half a mnplished once the il imilar operating condition 

Hill gets out im the shop to demon en made. experience has taught Although he has Icarmed that this 

strate a product, he tries to mect a i » follow-up on the actual us tvpe of selling is recensed with greater 

many of the plant p onnel a po upplic Very often the customer respons than a canned sales talk in 
] 


} ; 
sibk ind hh KCCD nis CVe 


other sales possibilitic iy oO ig unique applications in Hill firmly beheve ! ving all 
If you get the P. A. intereste ants, Nir. Phill has a nanufacturer ik uds for basi 

Mr. Hill advise he wall tal vo ! ted histones that enabk vroduct knowledge 

out into lus plant. Buyers are al 1 to embellish hi iles_ presenta Remember, if vou have tie teeling 


f ( new uses for the product rporating general information, Mr. 


alert for products that will save then that, dav in and da t, week in 


moncy, but you've got to demonstrat ilwavs intercsted in heat nd week out, your calls a COMIN, 
what you can do. And in the plant r about how other plants have reotyped, your custom probably 


you ll ee other operation that can ctec vings by using certain prod- feel the same wa (Qne way to get 
be impro d clling the benefits of t hen Mr. Till helps ou u mit of this rut is to plan you ills 


other products vou handle.” to 1 problem, he uses that nd ell with samples 


INSTALL SAMPLE o1 ] npl les presen SPECIAL TOOL, a left-hand drill, is demonstrated on 
tation, Mr. Hill advise monstrat t t lat rew machine in Atlanta Tool Co. plant as Virgil Ficquett 
to Henry Hintor lant ol listens to features ¢ ‘plained by Mr. Hill 
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NATIONWIDE AVERAGE EXPENDITURE: 4% OF GROSS SALES 








Regional Picture 
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ID Report to the Industry .. . 


Advertising 


& Sales Promotion: 


Few budget this important expense and few appoint an 


advertising manager to handle it, but all want results 


In A NATIONWIDE suRVEY, ID has asked industrial dis 
tributors to be their own panel of experts on advertising 
and sales promotion The tabulated results yield a 
pretty complete picture of what distributors of all sizes in 
all parts of the country spend on advertising and sales 
promotion, where they spend it, and what they get in 
return 

Here’s the picture the average U.S. distributor sketched 
of himself in this ID Report 

He spends yearly about .4% of gross dollar sales on 
advertising and sales promotion. Most of his advertising 
consists of direct mail and telephone directory. On 
the average, sales promotion efforts consist largely of 
issuing a catalog (costing about $31,000), clinics and 
demonstrations 

In only three out of ten cases does he budget adver 
tising and sales promotion expense, or employ an adver 


tising agency's services. He rates direct mail his most 
effective form of advertising—magazine, newspaper, radio 
and television the least effective. He regards his catalog 
ind clinics and demonstrations as the most effective of his 
sales promotion activities. 

Looking ahead, his absorbing ambition is to improve 
his direct mail practices (more selective lists, etc.), 
coupled with the hope that manufacturers (who furnish 
most of his direct mail material) will make mailing 
pieces more detailed and useful and provide more room 
for the distributor's imprint 


The Regional Roundup 
So much for the composite picture. Now for a regional 
glimpse 


New England distributors hew close to the national 


94 INDUSTRIAL DISTRIBUTION © DECEMBER, 1953 











Which Form of Advertising 
Do You Use? 
66°, use Magazine or Newspaper 
91% use Direct Mail 
11°% use Radio and TV 
99° use Telephone Directory 
29% use Other Directory 
84°), use Gifts, Novelties 
saint 





By Size of Firm 





Volume Mag. Direct Radio Tel. Other 
of Sales Newsp. Mail TV Dir Dir. 


Up to $500,000 20 75 5 100 6 


500,000 to 


1,000,000 45 81 91. 20 


1,000,000 to 
1,500,000 50 100 100 33 


1,500,000 to 
2,000,000 


80 85 37 
2-3,000,000 100 50 
3-5,000,000 80 


5,000,000 and 
over 100 





Figures are given in percentages 








Which Form of Sales Promotion 
Do You Use? 


73°% use Catalogs 
use Exhibits 
use Clinics & Demonstrations 
use News Letter 

13°) use House Organ 

27°, use Other Methods 


By Size of Firm 





Volume Cata- Ex- | Clinics News | House Other 
of Sales log hibits Letter Organ 
Upto $500,000 0 75 100 O | 9 | 75 


500,000 to 


1,000,000 63 27 27 18 


1,000,000 to 
1,500,000 715 | 62 37 


1,500,000 to 
2,000,000 77 22 


2-3,000,000 25 
3-5,000,000 80 80 


5,000,000 and 
over 100 80 











Figures are given in percentages 





What Distributors Spend, What They Get 


average on percent-of-gross-sales they spend for adver 
tising and sales promotion (.3%). Few of them budget 
this expense, but just as many enlist help of an adver 
tising agency. Similarly, they plump for direct mail and 
telephone directory advertising, catalogs, and clinics and 
demonstrations, all of which they rate highest in effec 
tiveness. ‘Their catalog cost ($21,000 a firm) is among 
lowest in country. 


Middle Atlantic: About 66% of distributors budget 
advertising and sales promotion expense, and 48% usc 
an agency. Expense takes about .4% of gross sales rev 
enue, Again, direct mail and telephone directory lead 
in form of advertising used, direct mail again being most 
effective The same goes for catalog and clinics and 


demonstrations 


North Central distributors tell the same story on all 
counts, save that they trail distributors of other regions 
in both budgeting and use of advertising agency 


South: Distributors here, according to their replies 
to ID's questions, betray impatience with accepted meth 


ods of advertising and sales promotion. While they 
concentrate on direct mail, catalogs, etc., they’re suc 
cessfully experimenting with films, traveling clinics, var 
ious forms of public relations, and so on. They show 
a greater dissatisfaction with manufacturers’ literature, 
and issue a greater variety of literature on their own 
hook. And not only do they, as a rule, budget expense 
and use an advertising agency, but show a growing 
trend in this direction 


Mountain & Pacific distributors’ advertising and sales 
promotion efforts fit the national pattern, but with room 
to spare around the edges—fewer budgeting expense or 
using an agency, fewer holding clinics and demonstra 
tions and issuing catalogs, fewer developing their own 
direct mail matter 


What About Size of Firm? 

Strangely enough, the size of the distributor's business 
(gaged by his annual sales volume; see charts) had little 
bearing on cither his proportionate cost or methods of 
advertising and sales promotion 


(Next page, please 
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Advertising & Sales Promotion (Con'’t.) 





Do You Budget for 
Advertising & Sales Promotion 
Expense? 

Nationwide — - 31°, budget 


Regionally: 
In New England 16°, budget 
In Middle Atlantic 66°, budget 
In North Central 14°, budget 
In South 44°), budget 
In Mountain & Pacific 0°; budget 


ee 


By Size of Firm (by sales volume) 
Up to $500,000 50°, budget 
500,000 to 1,000,000 91°, budget 
1,000,000 to 1,500,000 25°, budget 
1,500,000 to 2,000,000 25°, budget 
2-3,000,000 25°, budget 
3-5,000,000 20°, budget 
Over 5,000,000 100°, budget 








Do You Use an 
Advertising Agency? 
Nationwide —- 27°, do 


Regionally: 
In New England 33° 


In Middle Atlantic 48° 

In North Central 14°; 

In South 30° 

In Mountain & Pacific 25° 
_— 

By Size of Firm (by sales volume): 
Up to $500,000 25° 
500,000 to 1,000,000 9 
1,000,000 to 1,500,000 31° 
1,500,000 to 2,000,000 13° 
2-3,000,000 25° 
3-5,000,000 40‘ 
Over 5,000,000 80! 














Variations did show up, of course, but few were sig 
nihcant. Nhany costs (i italog) are the same for large 
or small firms—the only difference being the large firm 
buys more units than the small one Again, as to 
ulvertising and sales promotion methods, a supply house 
can't avoid using the basic methods—such as direct mail 
telephone directory, gifts and novelties, catalog, clini 
md demonstration The main difference will come in 
the trimmings using an agency, issuing news letters 
house organ, and other special publication 
And Furthermore .. . 

Distributors disclosed other tacet f thei advertisin 
ind sales promotion activities to ID 

Who handles advertising and sales promotion? With 
out exception, reporting distributors im the $5,000,001 
indi over annual sales bracket employ a full-time adver 
tising manager complete with budget. Firms im lowe 
dollar-sales brackets usually assign the responsibilities te 
the (a iles 
together, o1 
In the latter case (occurrmg usually with firms in’ the 
middle brackets), the sales manager and/or president 
handled the bigger sales promotion proyects—contests 
clinics, exhibit 

Is an Agency Worth It? 


wenev declared they were fairly or completely 


manager, (b) sales manager and president 


ome one person without a specific tith 


All distributors using an 
itished 


Direct Mail: “Hit the Customer Hard 


In most instances, they paid 


with the service rendered 
1 flat fee for agency service (house organ, news lette: 
direct mail matter), but the biggest distributors being 
big magazine or newspaper advertisers, were able to pay 
on a commission basis. Some distributors voluntecred 
the thought agencies should know more about the supply 
busines It was clear that numerous distributors con 
idered agency service valuable as a source of ideas 

Catalog: How About ‘Tax Writeoff? Regard 
their size (and region in which they do business), di 
tributors write off their catalog investment in anywhicre 
from one to six vears, the median falling at three year 
Some are able to write off cost as the catalog is distributed 
Nationally, this is how it averaged out 


‘ 


\s Distributed 
| Yi il 
Y« il 
Year 
+ Your 
ve irs 
6 Years 


lo Sell "Em, Show Em: All sizes of distributors plac 
great faith in exhibits or clinics and demonstration 
with the latter winning increasing approval. ID's r 
port uncovers no significant correlation between thx 
of the distributor and what he spent on exhibits and 
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Is Direc 


This Form of 
Advertising 


“Most Effective” Advertising 


t Mail 
MOST 


LEAST 
Effective Effective 





Direct Mail 

Telephone Directory 
Gifts, Novelties, etc 
Magazine or Newspap 
Other 

Radio and Television 
Other Directory 
DON'T KNOW 


This percentage said : 


—~ 


Noon N Ww ~~ bd 


33 
12 
22 
0 
7 
7 
16 


er 


— 


Ae 


How Often Do You Use Direct-Mai!? 


This often 





25°, 
16 
31 
10 
11 
7 





4 times a month 

2 times a month 
once a month 

every 2 months 
every 3 months 
once or twice a year 


3; 


“Most Effective’ Sales Promotion 
Is the Catalog 


This percentage 
said: 


32° 
22' 


25° 


This form of Sales 
Prcmotion was most 
effective: 


Catalog 

Clinics & Demonstrations 
House Organ 

Other Methods 

News Letter 

DON'T KNOW 


all 


Key Catalog Facts (On the Average 





Region 


New England 
Middle Atlantic 
North Central 
South 

Mountain & Pacific 


Whole Country 


Expendi 
ture 
per firm 


Cost Number No of 


er 
Poul issued pages 


$7.56 $21,735 


7.06 21,709 
6.02 25,332 
8.72 41,075 
3.75 19,687 


7.31 31,316 














With Your Name, Product’s Name” 


chimes. One distributor in t 
bracket reported spending $1 


one of the biggest distributors 


exhibit Clinic costs see 


$4,500 In most instance 


he SSO0,000 ! wndcl 
UUU on fi vhiibit 
pent 92,000) in 
ned “a0 Tut higher 


upplics hared th 


tion to tis tinm and product We necd to b v the 


trade trick 


used im the retail field,” he 


ht I won't 


nake a list of them now, but any distributor with ey 


ight can see what they are 
Give and the Customer Forgets: Another distributor 





Statistics Aside, What's Been Proved? 


The opinions that distributos 
tion to statistics fill out the picture 
ind sales promotion lo som 

tatistr 


tatisti 


cems to argue with the 
extent, it illumines the 
Lo wit: the 


ever, this doesn’t prove all are satisfied 


tatistics show that nearl 
direct mail material is furnished by their suppliers. H 


furnished ID in 
of then 


xtent thi 


vith the liter 


Indeed, one distributor thinks the industry could 


more time and mone 
need 
Moreover, he thitks one of the 
if direct mail is its sceming inabilit 
tors name smack in front of cu 
this lack he suggests: “Direct the 
more directly to the individual in 
the actual buving—and be sure to 
your name and the product's nam 
Nor is this particular distributor a 
ermimck in the book to attract a give 


tuloring th li 


tcrature to sp 


itest short 
] 


rot +] 


idvertising 
Opin 1 
But, to a great 


ill di tributor 


places little faith in the promiscuous handing out of 
upplhiers’ literature by salesmen. “It’s like selling in 
little piece savs he, “and it never works. You hand a 
P.A. a leaflet today, and another one tomorrow, and 
mother one next da ind each time the PA. has some 
me file it under ‘N’ for nothing 
This distributor, unable to afford a big 
own, made up a‘ italog of manutacturer 
ll in a nice impressive binder. Same literature on the 
outside—something 


italog of 
i literature 
nside, but a new gimmick on the 
that can t get lost 

Stuffers—Just That: Not spelled out statistically in thi 
eport, but neverthel i leading direct mail item, are 
envelop stuffer Many firms use them, some along with 
other direct mail, some instead of direct mail. A south 
vest distributor, however, says they're a waste of time 
Never reach the people they're intended for,” he state 

This same distributor, along with many more, believe 
rifts, noveltics and premiums are far more effectiv 

he Salesman’s the Thing: Throughout the indust 
there’s a general awareness of the salesman’s mmportance 


Next page pleas 
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Advertising & Sales Promotion (Con’t.) 





How Much Should | Spend? 
On Advertising & Sales Promotion? 





According to ID's Roundup, Will spend 
a distributor in this annual this 
sales bracket of sales 


Up to $500,000 
500,000 to 1,000,000 
1,000,000 to 1,500,000 
1,500,000 to 2,000,000 
2,000,000 to 3,000,000 
3,000,000 to 5,000,000 
5,000,000 and over 





On a Catalog? 





Will usually 
spend this 
amount 


On the average, a distributor 
in this annual sales 
bracket... 

oa 


$18,468 
15,022 
27,023 
23,166 
40,142 
42,457 


500,000 to 1,000,000 
1,000,000 to 1,500,000 
1,500,000 to 2,000,000 
2,000,000 to 3,000,000 
3,000,000 to 5,000,000 
5,000,000 and over 








What's Wrong With 
Manufacturers’ Literature? 


“Should be brighter and lighter . . . have more data 
on a particular item . . . not try to cover too many 
items” 

=> - 
“Often lack planning, as far as our sales campaigns 
are concerned” 

> 
“Often designed to sell the distributor and not the 
user” 

> 


“Too much text ... too hard and too much to read” 


ee _— 


“Not enough room for distributor's imprint” 
- 


“Should show benefits derived from dealing with 


distributors” 
ae 


“Not enough technical detail . . . mostly poorly 


printed and edited” 

- -- 
“Often advertise items (manufacturer) can’t de- 
liver” 

= 

“Most direct mail material from manufacturers 
shows complete line where we may stock only a 
few items” 














“Don't Underestimate the Salesman’s Part” 


in any form of advertising and sales promotion. One 
distributor after another declared that without the sales- 
man there to close the gap between printed word and 
customer, the sale would never be made. 

It's the salesman’s handing literature to a customer 
that gets better results than sending the same thing 
through the mail, several distributors report. It’s the 
salesman demonstrating equipment that brings in orders, 
others say. Still others said: Don’t underestimate the 
salesman’s importance when it comes to building up 
selective lists for effective direct mail advertising and 
promotion 

“Nothing —no nothing —beats the salesman’s call,” 
avers a New England distributor. 


Where's Everybody Going? 

Also underlying the statistics distributors submitted 
to ID’s roundup was their estimate of the best direction 
in which to go--from the advertising and sales promotion 
viewpoint 

In order of emphasis, this is what distributors are 
prognosticating: 


1) Direct Mail must take a turn for the better. It 
must get down to specifics, and it must be sent to a 


selective list. It must reach the people it is aimed at 
—the buying influences in plants. 


2) Clinics and Demonstrations are on the increase, 
distributors’ theory being there’s nothing like showing 
the customer the real article and how it works. 


3) Departmentalizing advertising and sales promotion 
is definitely in prospect for distributors, both large and 
small. Purpose: not only to control expenditure, but 
to get better results for it. 

ID reports, therefore, that distributors are growing 
impatient with hit-or-miss advertising and indifferent 
sales promotion. Distributors, always aware of the mar- 
ket, are nevertheless determined to choose the best 
weapons to capture their share of it. 


‘ en 
Speaking of sales promotion, if you want 
to see how six distributors handled open 
houses and clinics, turn to page 222. 
Here are set out the basic mechanics of 
bringing you, your customers, and your 
products together. 
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EXAMPLES of sales Mr 


lathe and (right) complete welding 


Robinson uncovered: (left) a 48” 
outht which Mr 


* Sa Roe 8 


Robin 


son and Paul O. Kock inspect behind squaring shear 
job is to find new applications and markets for coal 


BCR ’s 


Never Waive a Sales Lead 


\Wuen Cuarces B. Rosinson, Os 
borne & Sexton Machinery Co., Co 
lumbus, O., read a newspaper report 
that Bituminous Coal Research, Inc 
was building a $200,000 laboratory in 
his city, he could have shrugged the 
matter off as unimportant. After all, 
what business would a supply sales 
man have around a research lab? 

However, in his 20-odd years as a 
salesman Mr. Robinson has Icarned 
never to ignore a sales lead. So he took 
the trouble to find out what BCR wa 
doing. As a result, he discovered he 
was one salesman who found plenty 
of business around a research labora 
tory 

Sponsored by coal producers, coal 
carrying railroads, manufacturers, and 
electric utilities, Bituminous Coal Re 
search is an attempt to light a fire un 
der cooling coal markets. ‘The ap 


4; SE Mee 


FURTHER EXAMPLES: (left) small tools, and (right) 
A. Updegraffe shows 


mechanical engineer I 


proach is to develop more efhcient 
ways of using coal in industry, home, 
ind farm. 

Iiius, Mr. Robinson learned that 
BCE, wasn’t running just the ordinary 
kind of laboratory. While it's true 
that & portion of the sleek new build 
ing on Columbus’ outskirts is devoted 
to test-tube research, most of BCR’s 
work is in the designing and building 
f new types of coal-using equipment 

iutomati gencrators, areca 
heating for cities, home coal stokers 
BCR has one development already in 
the manufacturing stage, its patented 
crop dryer for farm use 

In launching itself on this kind of 
1 program, BCR fully- 
equipped machine shop. It was here 
that Mr. Robinson was able to give 
hie Ip and get sales 

Drawing on the help of a supplier, 


steam 


needed a 


Mr. Robinson V-belts and 
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BCR’s crop dryer, for which Mr 
heaves as original equipment 


Mr. Robinson assisted the laboratory 
statt in laying out the shop for eth 
cient operation. Drawing on his wide 
experience in the machinery field, he 
advised the staff on the 
equipment for the shop 
hollowing all the conferring and de 
ciding, Mr. Robinson was able to write 


sclection ot 


up an impressive order which included 
small hand tools, work benches, a 
lathe, metal-cutting band saw, jointer, 
arbor saw, sander, portable grinder, 
squaring shear, welding outfit, drill 
press, tap and die sets, hand truck, 
Also sold with 
and a full 


and power hack saw 
these 
range 

And as an example of how business 
gets business, Mr. Robinson also se 
cured orders for the V-belts and 
sheaves used as original equipment in 
BCR’s crop dryer. 


items were motors 


of accessories 


Robinson supplies the 





RAT IN HAND means sales in hand for Richard Spoentgen BUSY SALESMAN travels southern Wisconsin five days a 
left) who found Kvans Holtzman'’s Rat Co., which rats week, services many unusual industnes besides three rat 
md other research farms im Madison area. He gets the maximum done | 


ulents for Atomic Knergy Commission 
of mull suppl following this rule: Plan your work and work your plan 


Follow a 3-Point Selling Plan 


old by Mr. Spoentgen to rat farm is PEMPERATURE of buildings housing rats must remain 
vithin three points of 70 degrees. Salesman Spoc ntgen sold 
] 


SPOT WELDER 


used to make cag ind feed tra Among other items and 


implications sold are maleabk hain for feed convevor idea of aluminum paint for roof, reducing 
hinery tioning and extending life of the roof 


vad on an id 


en for hipping wmicants for ma 
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1) Look for opening—and look harder 


than competitor; 2) Work on a sched- 


ule: 3) Work for your customer 


“THERE ARE A LOT OF INDUSTRIES in southern Wisconsin 
that vou don’t usually think of as customers for indu 
trial supplies,” savs Salesman Richard Spoentgen, Rich 
ard IF. Fla Company, Madison, Wis. “I root them 
and get them on mv customer list, the me war i do 
mv run-of-the-mill customers 

“Fish hatcheries. powdered milk plants, lead and zin 
mine fertilizer plants, hospitals—these industri 
well as the three rat farms in the Madison area, are con 
sumers of just about all the lines my house carries.” 

Mr. Spoentgen, who figures his probable 1953 volume 
it $175,000, pointed out that he considered three rule 
paramount in his job as salesman: 1. Stav alert for an 


opening end follow through on it; 2. Follow a planned 
routine 


operation im return 


Cooperate with vour company, and get co 


The Opening: 


“| first started calling on the rat farm business in 19 
is a result of a routine inquiry,” said salesman Spoent 
gen. “There are a lot of problems involved in making a 
paving business out of rat breeding—and a lot of those 
problems can be solved by the proper application of 
industrial supplies.’ 

Mr. Spoentgen told about one of the first headache 
he ran into at a rat company. A good deal of machiner 
is used to help little rats grow into big ones—air condi 
tioning equipment (a variance of more than three degre« 
from the 70 degrees normal could be disastrous) grinding 
mills to pulverize the feed, drives for the conveyor that 
moves foodstuff to the grinder—and this machinery wa 
giving trouble 

Upon investigation, Mr. Spoentgen found that the 
gears were working under moist, dusty condition Chi 
called for 4 special tvpe of lubricant—he provided it. and 
he was in 

After the lubrication deal, Mr. Spoentgen attacked 
ether problems as they came up. He noticed thet one rat 
raiser was making his own cages and feeding travs. He 
convinced him that a spot welder would be the quickest 
nd cheapest way to do this. Accordingly, welding equip 
ment was installed and paid for itself in a week’s time 

“They were having a lot of trouble with their water 
lines,” said Mr. Spoentgen, “due to corrosion from the 
high humidity and fumes. ‘The answer? Copper tubing.” 

He sold the idea of an aluminum painted roof to on 
of the farms, to reduce the load on the air conditioning 
equipment. The new paint not orly did an effective job 
of keeping the temperature down, it also reduced thi 
wear and tear on the roof. On now for three vears, thi 
aluminum paint on the roof which used to crack and 
dry out annually, has preserved it in fine condition. “Pai 
for itself in a vear,” savs Mr. Spoentgen 


Routine: 


“One of the first things I learned about selling vear 
ig0,”’ Salesman Spoentgen said, “is to work on a schedule 
Plan vour work, and work vour plain. My territory is set 
up in four sections—thus | get to see all my accounts oncé 
1 month. That’s not as often as I'd like to call on them 
but that’s as often as I can get around 


“Everv weekend I handle the home base details—Sat 
urday mornings I spend in the othce checking delivenes, 
chasing orders, answering questions. Then I forget about 
my work until Sunday night. That's the time I line my 
work up for the following week. I separate my notes and 
correspondence according to the days I will be calling on 
the accounts involved, and clip them together by davs 
his gives me an orderly portable file, with each day's 
work ready and easy to find.” 

One detail which Mr. Spoentgen observes religiously 
is to mail post cards to those customers he is planning to 
call on the following week. ‘The cards say simply: “Gen 
tlemen: I expect to call on you on (date and approximate 
time of day)” and is signed “Richard Spoentgen, Rich 
ad E. Ela Company.” The bottom half of the card lists 
the company’s 26 leading lines. Those customers to 
whom cards are not mailed had been told on the occa 
sion of Mr. Spoentgen’s last visit exactly when he would 
be returning. 

“Tt’s not enough to work your way into a customer 
place of business and make one sale. You have to estab 
lish a routine of return calls, following up leads, letting 
him know to the day when he can expect vou again,” 
is Mr. Spoentgen’s advice, 

Another one of Mr. Spoentgen’s preparatory jobs dur 
ing the weekend is to insert all manufacturer’s descriptive 
literature by the page in his catalog listing that item. “‘T 
look over all new products,” he says. “If it deals with 
something I handle, I tear the printed matter out and 
put it with the product in my catalog. Then if a cus 
tomer wants a particular item, I have all the latest infor 
mation on it. I find, too, that sometimes a man will be 
heve what he reads quicker than what he hears.” 

l'o sum up point two in his system, Mr. Spoentgen 
savs, “Anv routine is a tireless way ot working. The hard 
est thing to do is play hookey from school.” 


Cooperation: 


“A salesman is only as good as the company behind 
him,” Mr. Spoentgen says. “For instance, in dealing with 
these rat farms—thev can’t have any break at all. In 
the event of a power failure, they have their own electri 
cal plant. If a high line fails, their air conditioning goes 
off. ‘That makes an emergency. ‘The whole secret is 
having the material in stock when they need it. ‘That 
end _ of it is taken care of back at the ofhc I know when 
I gct an order that it’s going to be taken care of promptly 

“It’s just like a football team. You can have the best 
passer in the world, but if there’s no receiver, you're all 
washed up. The salesman is really working for the fellow 
he calls on. To give him the service he's entitled to, the 

lesman has to have some one following him up 

“If there’s any hitch along the line, I report it—but 
that’s rarely necessary. ‘The fellows in the service de 
partment give me the same cooperation I give them.” 

Mr. Spoentgen listed some other items he had sold 
to the rat farms alone: sprockets, hose, roller chain, V 
belts, nuts, bolts, files, other power transmission equip 
ment, bins, work benches, point drills, hack saw blades 
md screening to line the cheeseboxes used to ship rats 
lire extinguishers too are an important item 

hi power transmission equipment in one instance 

n around $3,000,” he said, “but it wouldn’t do me 
inv good if my company couldn't get it out.” 

“Whether it’s an unusual market I’m looking for or 
i sale to a regular customer who operates a run-of-the-mill 
business, these three points make up my working plan 
make your opening, follow your routine, work with 
your company.” 
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Trained to sell service, Jim Brown reports on customer's conveyor 
belt problem to mentor, Harry Uland, Uland Rubber & Supply Co. 


he Salesman Who Knows, Has Few Woes 


If company has “nothing to sell but service”, then train salesmen to 


sell and serve says Louisville, Ky. distributor who trains ’em that way 


[He SALESMAN, says Harry Uland, Uland Rubber & Sup 
ply Co., Louisville, Ky., is the company to most of his 
customers and, if the salesman’s practices do not reflect 
the practices of the company, it is just too bad for the 
company. Assuming that “the distributor has nothing to 
cell but service” is a fact, Mr. Uland seeks to develop 
attributes in his salesmen which will help them to “sell 
ind serve.” 

Hlow did he go about it? 

Well, it first involved Mr. Uland in some basic think 
ing. Having served as education director for the Na 
tional Association of Power Engineers, he appreciates the 
fact that the effect of any training program is maximized 
by clearly determining its purpose. Since the purpose of 
his program was to produce the kind of salesman most 
wited to represent his company, he had to determine 


what kind of salesman he wanted. From his experience 


in selling and managing salesmen, he determined that 
the salesman best qualified to represent his company 
is one who has the ability (inherent or developed) to “ter 
ret out customers who could use the products the com 
pany sells, analyze their problems, make the proper 
application of product for a solution and then SELL it.’ 

At a result, Mr. Uland formulated a training program 
placing equal emphasis on the development of product 
knowledge and salesmanship. In his opinion, most dis 
tributors place entirely too much emphasis on product 
knowledge at the expense of salesmanship, i.c., the art 
of getting the order for what the customer needs 


This is not to say that Mr. Uland goes overboard om 
salesmanship at the expense of product knowledge. On 
the contrary, he believes salesmen who know thei 
products thoroughly and how to apply them, can spot 
sales opportunities ~eadily and use salesmanship morc 
effectively. With o. 15 product lines to sell, Mr 
Uland takes advantage of the opportunities to teach his 
salesmen more about each of them. 

But selling comes first in Mr. Uland’s concept of the 
salesman’s job. Sell the company’s services and products. 
At first he looked for highly trained individuals (prefer- 
ably with engineering backgrounds) as salesmen. ‘The re 
sults did not satisfy him. Engineers, Mr. Uland said, 
concentrate entirely too much on technical problems, 
many of which have nothing to do with sales. It is a 
high price to pay for institutional advertising. Some 
middle ground had to be found in which salesmen could 
give service in matters affecting sales. 

As a result, “‘sell first and get engineering by ab 
sorption” became a guiding principle for salesmen de- 
veloped under Mr. Uland’s direction. He found that 
young men with a minimum of two-years high school 
education and with mechanical aptitudes make suitable 
sales material. ‘The education helped them absorb new 
knowledge; mechanical experience helped them unde: 
stand applications. 

lor best results, Mr. Uland found that a minimum 
of time should be spent by a candidate in on-the-job 
training inside—two months in the warehouse and 30 
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PRODUCT MEETINGS’ AGENDAS are taken up by Mr 
Uland with Brodic Carman, Goodvear Tire & Rubber 
representative 


days in sales office work. In the meantime sales meet 
ings and personal coaching helped the man prepare for 
outside sales experience. Not that Mr. Uland thinks he 
has a salesman after this 90-day period. ‘The man’s first 
two or three years on the outside are seasoning. It is 
during this seasoning that the salesman has to develop 
product knowledge and selling technique 

Personal coaching, Mr. Uland found, is the best way 
of imbuing the trainee, or even experienced salesmen, 
with the company’s objectives and imparting salesman 
ship techniques. Many salesmen, Mr. Uland learned, 
have trouble meeting objections to price. He takes th 
salesman’s particular problem. The customer objected 
to initial cost of a convevor belt. Think, Mr. Uland 
tells his man, in terms of the job performed by the 
belt. The unit cost becomes meaningless when tran 
lated in terms of what it does. He tells of a belt used 
in South America to handle 5,000 tons of iron ore an 
hour. It cost quite a bit of money. But the belt today 
has carried 117 million tons over a course of 2960 
ft centers. The present cost of handling those 117 mil- 
lion tons is 39 cents per 1,000 tons or 3.9 mills a 
ton, ten times less than the cost of mailing a letter 
The longer the belt runs, the less it cost 

But selling results, Mr. Uland knows, demands know 
ledge of products, performance and application and he 
takes care that his salesmen get every opportunity to 
develop this knowledge. A single meeting to cover a 
single line is considered inadequate by Mr. Uland. He 


prefers a series of meetings. Each meeting may last 
from two to three hours, some as long as a _ half-day 


This intensified study is necessary to do an adequate 
job of “selling and serving” 

Mr. Uland arranges with his suppliers’ field repr 
sentatives the agenda for each mecting of a series. Re 
cently, one of his suppliers came out with a new 
thermoplastic material out of which it makes pipe and 
fittings. The supplier also offers to mould, extrude or 
fabricate products for customers out of the material to 


“ENGINEERING BY ABSORPTION” made Jim Yates 
a welcome visitor in the mining field where he does some 
trouble shooting 


the customer's own specifications. It would require good 
sales effort to introduce the new product and sell it. 
The cost vs. performance aspect of the product was 
studied by Mr. Uland to determine its sales points. 
His conclusion was that it had definite prospects with 
a mounting potential, providing the salesmen were well 
versed in its composition and application. 

Ihe first meeting on the product covered the nature 
of the product, its properties and its general applica- 
tions. This background of information enabled the 
salesmen to go out and explore potential use in the 
territory. Discussing the material with customers and 
prospects aroused interest and produced inquiries about 
specific problems 


Bring Inquiries In 


Salesmen then had a chance to get answers to the 
inquiries at the next meeting. Each customer's prob 
lem was gone into by the manufacturer’s man_ thor 
cughly—would the material suffice for that customer's 
use, would the customer be a potentially big user if it 
did, the advantages to the customer, ctc. At this meet 
ing, pipe and fittings made of the material were 
covered—sizes, recommended working pressures and its 
chemical properties—the acids, salts, alkalies and miscel 
laneous gases or solutions it had good resistance to; 
ihose it had only fair resistance to; those it was not 
recommended for. 

With that background, salesmen had enough product 
knowledge to introduce plastic pipes and fittings to their 
customers. In a third meeting, markets and applica- 
tions for pipe and fittings were discussed, enabling sales 
men to seck new customer In the meantime, manuals 
and literature were studied between meetings to famil 
iarize salesmen with the selling points. Working with 
the manufacturer's man in key spots uncovered during 
the introduction of the products completed the initial 
work of learning the product and its application 
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Associations Begin 
Marketing Workshops 


Ihe 1953-54 series of regional meetings sponsored 

by the American Supply & Machinery Manufacturers’ 

Association and the National and Southern Indus- 

trial Distributors’ Association got off to a flying start 

at the Hotel Statler, Washington, D. C., on Oct. 16 Welcome to attending manufacturers and distributors is ex- 

with the American and National Associations par- tended by Fred Emerson, (Spartan Saw Works), chairman 

ticipating. Out of 260 attending, 77 were distributors of the Regional Meetings Committee, American Association. 
Ps . at 8» aa : Dr. EK. L. Elson, and T. Gordon Vaughan, National Asso 

Story and additional pictures appear on page 125. ciation president, attend to message. 


—_—~> -_ 


Hi 











Use of manufacturers’ literature was expounded at session 
presided over by Willis Horner (The Allen Mfg. Co.) and 
W. P. Chatfield, The F. Hallock Co., Derby, Conn. 


Moderators D. W. Huff (The Thomas Laughlin Co.) and 
Johns H. Congdon Il, Congdon & Carpenter, Providence, 
R. 1, listen to a discussion on sales promotion 


ee ee 
oe 


Selecting speaker is W. ‘Tl’. Ryan, Jr., Cutter, Wood & Sander- Factory training is discussed seriously at session presided over 
son Co., Cambridge, Mass. (right) while co-Moderator J. D. by Lawrence Russell (Walker Turner) and Frederic H. 
Locrem (Scully-Jones & Co.) anticipates humorous response. Butts I, Butts & Ordway, Cambridge, Mass. 
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Human factor in selling is important, said Jennings Ran Scene at one of the workshop meetings which followed the 
doph, assistant to the president, Capital Airlines, and former general meeting at the Hotel Statler. A distributor and a 
Congressman, who was the principal speaker at the luncheon. manufacturer served as moderators at cach session 


Wort hoap*7 
ANALYZE 


Quotas and their use draw the attention of Thomas H Sales analysis is introduced as a subject by Moderator David 
Clynes, Squier, Schilling & Skiff, Inc., Newark, N. J., and R. Powers, Syracuse Supply Co., Syracuse, N. Y., as co- 
Vincent Alexander, (Manheim Mig. Co.) at one meeting. Moderator Harry Webster (H. K. Porter Co.) sits by 


- _ ES ——— 


Workshop 4—Reducing Distribution Costs 


Choosing speaker on packaging is Edmond Neal (Nicholson Attention is paid by Ralph W. McIntosh, Maddock & Co., 
File Co.) as co-moderator G. Cheston Carey, Carey Machin- Inc., Philadelphia, and Clair W. Payne, (Safety Socket Screw 
ery Co., Baltimore, Md., shows interest Co.) to discussion on small order problem 
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How to Work With 
Manufacturers’ Salesmen 


An Albany distributor cites three cases 


where a manufacturer-distributor sales- 


men team works to advantage 


INSTALLATION of two 125 HP compressors was sup- 


Mfg. Co., 


ervised by Horace Lee, Joy Manufacturing Co., with assist- 
ance of Sam Coe, Sager-Spuck salesman at Ludlow Valve 
Inc. Chief Engineer Edwin A. Weinberg, appre 


ciates attention of manufacturer-distributor salesmen 





By 


Ar Sacer-Seuck Suppry Co., INc., 
Albany, N. Y., top management has 
firm convictions about the most ad 
vantageous way to work with manu 
facturers’ salesmen, and past experi 
ence has proven the sound benefits of 
their policy 

\s Conrad P. Spuck, executive vice 
president, expresses it, “We are anx 
10us to utilize our suppliers’ salesmen 
for the maximum benefit of all con- 
cerned—our customers, our suppliers 
our salesmen, and our company. And 
we are convinced the wisest procedure 
is to msist upon manufacturer's men 
id our salesmen working separate h 
unless there's a specific job where their 
combined efforts are required by the 
customer 

Sager Spuck 
cating two-man calls 


reasons for not advo 
mav be summed 


up as follow 


salesmen 

ganging-up l'ypical 
customer reactions are Whi 
the reinforcements?” or “Well, 
who's got the 


resent 
on them 


1) Customer 


here we re 
cards? 
2) Cold 
Stance ar 
both salesmen 
ire inclined to take 


calls, in most in 
i waste of time for 
Distributor sales 
men manu 
facturer salesmen to see thei 
friends, rather than call on the 
tough-to-crack” potential ac 
counts that really require atten 
tion. Often, the manufacturer's 


turk 


George L. 


Bottari, Assistant 


salesman loses valuable time 
when he has to sit through dis- 
cussions about products having 
nothing to do with his line. 
Furthermore, a_ well-planned 
itinerary for both men often re 
quires too much travel and not 


enough calls. 


In addition to the above, Sager 
Spuck has noticed an occasional tend- 
ency on the part of a few manufac 
turers to encourage new salesmen to 
work with distributor men to com- 
pensate for inexperience «and lack of 
held training. As Mr. Spuck puts it, 
Fortunately, most supplicrs have well 
trained, experienced men in the field. 
But those few who send out junior 
alesmen are unfair to expect us to 
waste our salesmen’s time and jeopard- 
good will. We 

manufacturer's 
own 


ize our customer’ 

firmly believe it’s the 
responsibility to train his 
men thoroughly prior to sending them 
into a distributor's territory. But, if 
they must get their field experience 
in our territory, it’s best they do so on 


sale S 


their own 
The logical place to discuss the 


needs of the territory, and to analyze 


particular customer's uses of the prod 
uct, are in regular sales mectings or 
get-togethers in the distributor's office. 
Based on this premise, Sager-Spuck en- 
courages manufacturer's men to attend 
their regular sales meetings in a spirit 
of team cooperation. At these meet 


Editor 


ings, ideas are exchanged by manutac 
turer salesmen and Sager’s sales force 
so that efforts can be coordinated 
where they may do the most good. It 
is also regular practice for Sager- 
Spuck management to notify their 
salesmen when manufacturer's men 
are expected in their territory, so that 
they can get together with these men 
to discuss current problems. Manufac 
turer's men have cooperated by advis 
ing Sager-Spuck in advance when they 
expect to be in the area. 

J. M. Garvin, vice-president, savs 
“We encourage manufacturer sales- 
men to make missionary calls in our 
territory—but on their own. They have 
the advantage of being able to concen 
trate on their line, do a thorough job 
on the prospective customer. At the 
same time, they can acquaint the pros 
pect with the fact that Sager-Spuck has 
the local stock to meet their needs 
Phen, our salesmen can follow-up with 
regular calls to get the business. Thus, 
we have twice as many calls on the 
same accounts, with more effective re 
sults.” 

While advocating the principle of 
separate calls, Sager-Spuck is cognizant 
of those instances where team calls are 
advisable 

Mr. Spuck explains this by citing 
many cases where manufacturer sales- 
men and his salesmen have worked to 
gether. “But, in practically all such 
cases,” Mr. Spuck advises, “the factor 
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INSPECTION of preformed Langlay wire rope hoist lin 
on a gas shovel is handled by Geo. S. Brodersen, Jones & 


PROBLEM of recommending proper saw blade for cutting 
14”x13” lumber before shaping, is worked on by Simonds 


Laughlin Steel Corp. salesman, on 


Adams, Sager-Spuck representative, as Reno Green, superin 
, explains his 


tendent of Albany Gravel Co 


behind the two-man call was the cu 
tomer’s desire or need for this addi 


tional attention hese instances 


usually fall into one of the following 
categories: complaints, problems, or 


installations.” 

When Sager’s salesman lacks thi 
technical background to cope with 
product complaint, he will suggest to 
the customer that their supplier's rep 
resentative be called in to determin 
the cause of failure. In this 
customer invariably appreciates Sager 
concer to track down the trouble, and 
welcomes the manufacturer’s man into 
his plant. 

Usually these trouble calls are two 
man calls, with Sager’s salesmen mak 
ing the necessary introductions, and 
sitting in on the session so that he may 
learn how to handle similar complaints 
in the future. However, there are o« 

isions when arrangements are made 
for the supplier salesman to handle the 
call on his own 

‘Tlowever,”” Howard M. Sager, presi 
dent, cautions, “we have to be sure 
when we send a manufacturer’s man 
out on a complaint, that he is thor 
oughly versed on his product. Noth 
ing creates a worse impression on the 

ustomer than having two men im 
press him with their combined lack 
of product knowledge.” 

Problem jobs are often handled by 
consulting with the manufacturer's 
man when he’s in town, or bringing 
up the problem in the office or at a 
sales meeting, where older, more ex 


case, the 
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pecial call with L. L Saw and Steel Co 
Vrooman, 
Fletcher, vice president of The Embossing Co., 


William 


requirements 


“TRAINING OF SALESMEN should be 
according to Howard M 


the expense of our customers’ time, 


salesman, Donald W. Strevell, and 
Sager-Spuck salesman, as Walter 
looks on 


company sales meetings—not at 
Sager, president, 


don it 


hown at typical Saturday morning breakfast-sales meeting held at Fort Orang 


Club in Albany 

meetings 

pe ial attention 
perienced salesmen can relate how 
they solved similar problems in the 
past. If the problem is unique, and 
the customer expresses his willingness 
to see a manufacturer’s man, then a 
two-man Call is arranged. 

Installations of equipment are often 
upervised or inspected by the manu 
facturer’s representative along with 
Sager’s salesman. A recent exampl 
of this was at Ludlow Valve Co. where 
the combined efforts of the manufac 
turer's salesman and Sager-Spuck’s 
ilesman resulted in an order for two 
125 hp. compressors. The manufac- 
turer’s salesman, the type who knows 


Manufacturers’ salesmen are invited to these and regular sales 
to talk on their products and compare notes on accounts that require 


ind welcomes the service side of sales 
was able and anxious to supervise the 
installation of these compressors. ‘Uhi 
technical service was welcomed by th 
customer. And Sam Coe, Sager’s sal 
man, gained the opportunity to add to 
his store of knowledge on compressor 
ipplications 

Based on the obvious fact that both 
distributors and manufacturers ar 
vitally interested in obtaining maxi 
mum results from their sales torces 
the entire Sager-Spuck organization is 
convinced their policy on team call 
works to the mutual advantage of 
their suppliers and their own company. 
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The new form, designated +101-R1, 
consists of nine parts which combine 
several operations in one writing: 


Copy No. | (Back-Order Copy). Serves to no 
tify the purchasing department of shortages in stock, 
md serves as a copy from which postings to the 
Kardex (inventory) record are made. This copy is 
ilso used by the pre-biller to recopy the balance 
if any, of unfilled items 

Copy No (Customer's Invoice): 
customer 

( op’ No 
those 

Copy 


Mailed to the 


(Customer's Duplicate Invoice). bo: 
customers who require duplicate mvoicing 

No. 4 (Bookkeepers Copy): Serves as a 
Accounts Receivable Ree 


crve is On permanent copy 


posting from which 
ords are taken, and 
of the iction 

Copy No. 5 (Salesman’s Copy): 
ord of the sak 

Copy No. 6 (Delivery Receipt): Serves as a per 
manent receipt of delivery 

Copy No (Packing List): Serves as 
customer of the items shipped 

Copy No. 8 (Control Copy): 
which helps determine that every 
been billed and posted. 

Copy No. 9 (Confirmation 
copy, used to check customers 
against distributor's hand-written copy of that order. 


( Op\ 


trans 
Salesman’s re 


1 notice to 


Pemporar 
shipment has 


( Ops 


Temporary 


Copy): 
order 


confirming 
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Speedy Shipment 


Slater, 


By Robert 


Editor, Chicago 


Associate 


Herb Lee, general 


“NIANY TIMES IN THE PAST’, Savs 
manager of Harry Lee & Sons, Chicago, “we 
handled rush orders by suspending routine operations 
to locate the item desired, by speeding up the paper 
work connected with it, and by snatching a man off 
his job to deliver the item. But what we wanted was 
1 routine that delivers every order as quickly as if it 
emergencv—our new system does this.”’ 

Mr. Lee decided that there was always a time lag 
between the time of the telephone or mail order, and 
the time the goods could be shipped. Most of this 
he felt, was lost in paper work. It became his 
goal, therefore, paper procedure to mini- 
mize the time lag. 

To satisfy all departments and profit by thei 
tions and experience, the company held weekly meetings 
with the heads of the sales, order, purchasing, account 
ing, and shipping departments, as well as management 

Each member enumerated the characteristics and 

features of an order procedure which would most ben 


have 


were an 


time, 
to produc c 


sugges 
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\* , 
ORDER DEPARTMENT _ receive PRE-BILLER who types it on nine-part SHIPPING DEPARTMENT fills or 
original order, writes it up on wot rder invoice form, adding salesman’s der, writing in case of shortage whether 
order sheet (mailed immediately t ium She checks credit and number x not items were back ordered or filled 
salesman after next step) which is th f invoices needed by referring to ver in part. With shipping data affixed, 
handed te tical file Th opi go to 


post and filing, one to to 


| mg 


fil Iu As cach idea wa iffered tne other 


discussed the effect of that particular recommendation 


department 


on their departments. ‘Throughout the discussions, the 
unpression of the form's ippearance on the custome 
was kept in mind. After five months of meetings, a 


procedure acceptable to all departments wa developed 


all 


these 


The next step was to fit features into an 
ictual set of paper forms. At this point a representative 
of continuous form printer was called in. With hi 
knowledge of the limitations of forms printing, lh 
issisted the staff in planning the lavout of the various 


copit At a second mecting he presented pencil sketche: 
of each copy of the form as he visualized it. After a 
few more meetings, the final details of the form and 
procedure were settled 

Ihe changeover to the new form Va ichieved 


smoothly and without interruption to business. A mimeo 


graphed set of instructions was passed out to all em 
plovees through whose hands pages of the form would 
pass, describing the form, giving its advantages, its basic 
routing, and outlining procedur« 

Under the new svstem all orders pass first to on 
ot four order desk personnel who opi the order on 








of Orders, Speedy Clearance of Paperwork 
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ACCOUNTING DEPARTMENT! PURCHASING DEPARTMENT to POSTING CLERK who indicates with 
where prices are extended, extension notify P. A. of stock shortages. ‘This drawn stock on Kardex, writes requisi 
hecked, and invoices mailed. One 1 opy is also used by pre-biller to re tion and assigns purchase number 
maining copy goes to bookkeeper for py unfilled items. Next it moves which is immediately posted on card 


in the file 





discount 
it on the 
file 
ot 


1 work, order sheet, appending list price and 
This is handed to the pre-biller who types 
referring to a vertical 


determine the 


nine-part order-invoice form 
for credit checking, and to 
invoices required by the customer 

he vertical file ha 
of customers 
ippended to the 
than 
vestigation 


number 


a red flag appended to the card 
A blue flag is 
customers who require 
an in 
r¢ 


credit dubious 


of 


whose 1S 
thos 
(The 


ot 


card 


two Invoice made 
the 


than on 


mor compan 

its customers 
Its findings showed that 
s, and less than 


lor this reason, 


number who 


MmVoice 


into 
quired More 
tbout 40 per cent 1 quired two mvoice 
four per cent required more than two 


1) duplicate invoice is incorporated into the form Ihe 
pre-biller also types in the salesman’s number 
Ihe typist uses an electromatic machine with a 
lithofold sprocket feed, since the company has learned 
by experience that typing and hand extension is faster 
for this job than a billing machine 
No. 8, the control copy, goes immediately to the 
control binder. ‘This page has a perforated tab which 
is torn off after shipment is made, At the end of the 
Next page, pl ast 























Weekly meeting of department heads was held for five months previous to actual 
printing of new nine-part order-invoice form so that ideas of all could be incorporated. 


in the post binder which still have 
1 precaution 


day, those opics 
tabs, represent unshipped orders—this is 
against loss of the order after it leaves the pre-biller 
No. 9, the confirmation copy, goes back to the order 
desk with the work order for order editing and is then 
destroyed. ‘The work order goes to the sales depart 
ment, which makes a daily total of sales and immed 
igtely forwards it to the salesman concerned 

The remaining pages, which are pre-stapled, go 
immediately to shipping There the order is filled. No 

the packing slip (which contains two labels), is en 
closed with the shipment. In the event that the ma 
terial is sent parcel post, the amount of postage and 
the date are affixed to No. 6, the delivery sheet; if by 
express, the receipt is attached. This is then filed by 
ustomer’s name and order number 

lhe shipping department decides in the event that 
there is a shortage of the material ordered, whether to 
back order or give part quantity. This is indicated on 
the remaining forms. No. | is sent to the purchasing 
department, and Nos. 2, 3, 4, and 5, pre-stapled to 
gcther, go to accounting 

When purchasing receives No. 1, the back order 
copy, the purchasing agent is able to determine the 
tocking status of the items it deals with, since the 
hipping department has indicated in a special column 
marked “For Purchasing” the amount remaining in 
tock. Also indicated is the amount ordered, what part 
is back ordered, and what part shipped. This sheet then 
moves to the inventory clerk, who posts it. 


Automatic Routine 


If the remaining amount indicated is not equal to 
the minimum on her card, she immediately writes a 
requisition which she clips to a purchase order. Thus 

purchase number is immediately assigned, and she 
ict able to indicate that as well as the date of the pur 
chase order, on her Kardex. At the end of the day, 
the inventory clerk has accumulated a list of orders 
which she groups according to supplier, typing purchase 
orders for all items 

Concurrently, pages 2, 3, 4, and 5 are in the account 
ing department, where prices are extended by one clerk 
ind the extensions checked by another. 

Nos. 2 and 3, the invoice and duplicate invoice, are 
mailed the same day to the customer. No. 4, the book 
keeper's copy, is placed in alphabetical order. and is 
posted in the accounts receivable ledger, then filed with 
the dav’s accumulation of other bookkeeper’s copies 
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No. 5, the salesman’s copy, goes to the sales depart- 
ment for delivery to the salesman. This tells the sales 
man what was billed—thus he knows what his customer 
has on order, what on back order, and what was shipped 


Advantages 


The advantages of this system over the previous Harry 
Lee & Sons procedure are 

|. The volume of papers to be filed is reduced from 
four copies of cach order to two 

Ihe purchasing department gets copies of orders 
at least 24 hours sooner, as does the inventory clerk 

3. The shipping department saves an average of one 
to two hours waiting time for each shipment it pre 
pares 

+. The procedure for filling an order at the counter 
is simplified; thus the customer has a shorter wait for 
Will-Call orders. 

5. The papers coming from the counter are exactly 
the same as those resulting from any other sale, thus 
reducing confusion resulting from handling another type 
of form. 

6. The posting operation (Accounts Receivable) is 
aided by having the final footing for every invoice in 
exactly the same position. 

The establishment of the new system gave manage 
ment an Opportunity to review with order personnel 
those details of order filling which are important to 
smooth-flowing processing: complete address informa 
tion, accurate description of the items desired, and 
immediate attention to back ordering. 

“This new system,” said Mr. Lee, “enables us to 
clear all paper work within the work day. Every page 
in the form serves one purpose only—there’s no one 
waiting for his copy. Previously we were able to get 
rush orders out quickly in spite of our system. Now 
our svstem enables us to get our routine orders out 
rapidly and accurately.” 

Sales Manager H. T. Collins, says in reference to the 
new method: “In my opinion, the back order page is 
the most valuable sheet in the multiple form. It makes 
reordering almost automatic As for results—well, w« 
get an average of 200 orders out of here every day (the 
same day they come in), with a minimum of back 
orders—and we complete the paper work on these orders 
just as quickly. 

“There’s only one way, to my way of thinking, that 
a customer can thank you for service rendered—that’s 
by giving you more orders. And right now, when the 
record shows that average sales are down, ours are up!” 
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A MESSAGE TO AMERICAN 


The second of two articles on profits 


INDUSTRY e 


ONE OF A SERIES 


What Are PROFITS Used For? 


This is the second article on the role of 
profits in our economy. The first was ad- 
dressed to the question: “How High are 
Profits?” The answer was found to be: 
not high when compared with previous 
years and the present investment in cor- 
porate facilities. This second article is 
addressed to the equally important ques- 
tion: “What do corporations do with their 
profits?” 

In 1953 corporations will earn about 
$20 billion after taxes, if the recent rate 
of earnings is maintained throughout the 
year. These profits will be used (1) to 
expand and improve productive capacity 
through purchases of new plant and 
equipment, (2) to finance the operations 
involved in a growing volume of business 
and (3) to reward the people who nave 
invested their money in American indus- 
try. Of the $20 billion, the corporations 
will pay about $9 billion to their stock- 
holders as dividends. They will use the 
$11 billion that remains to purchase new 
plant and equipment and to increase their 
working capital. 

This year corporations are increasing 
their plant, equipment and working capi- 
tal by a total of approximately $32 bil- 
lion. Of this amount, about $26 billion 
is for new plant and equipment. The re- 
mainder is for working capital. As this 


article will show in greater detail, about 
$21 billion of this will come from depre- 
ciation allowances and sales of new se- 
curities. The other $11 billion will come 
from retained profits. 

It is impossible to trace exactly 
how each dollar of retained profits 
is spent. This money is mixed with 
other money that goes into the com- 
pany treasury in the form of pro- 
ceeds from loans, sale of securities 
and depreciation allowances. How- 
ever, it is a fact that by retaining 
$11 billion of their profits this year, 
corporations have provided $11 bil- 
lion toward their total capital re- 
quirements, including the money 
needed for expanded and improved 
capital equipment. 


Profits Mean New Plants 


This year American industry is en- 
gaged in a very large expansion of plant 
facilities. This will increase the indus- 
trial capacity of the nation by about 7 per 
cent. Since 1950, our capacity has been 
increased by about 12.5 per cent. And all 
of this expansion has been privately fi- 
nanced, even though about one-third of it 
was certified as necessary for national 
defense. 

The expenditure during 1953 of $26 








billion for new plant and equipment —an: 


alltime record—imposes terrific finan- 
cial responsibilities on our corporations. 
About one-half of the amount required 
will come from depreciation allowances. 
In general, these allowances are supposed 
to pay for the replacement of worn-out or 
obsolete equipment. Another $8 billion 
will be raised by corporations through new 
security issues and long-term mortgage 
loans. All together, depreciation allow- 
ances, security issues and long-term loans 
will provide about $21 billion. But this 
is still $5 billion short of the $26 billion 
needed for new plant and equipment this 
year. Thus, it is retained profits that spell 
the difference between expansion and 
standing still, between growth in the pro- 
ductive capacity of the economy and run- 
ning downhill. 

As plant facilities are expanded, cor- 
porations also need more working capital. 
A larger volume of business requires 
larger inventories, larger accounts re- 
ceivable and larger amounts of ready 
cash to meet payrolls and bills for ma- 
terials. The increase in these items dur- 
ing 1953 is estimated at $8.5 billion, of 
which about $2.5 billion will be supplied 
by short-term bank loans. The other $6 
billion will come from retained profits. 
Thus, retained profits provide an essen- 
tial $11 billion—$6 billion for working 
capital, $5 billion for new plant and 
equipment—to meet corporate financial 
requirements. 


Incentive for Investment 


The role of the profits that are paid to 
stockholders as dividends or to employees 
under profit-sharing plans is even more 
important than the role played by re- 
tained profits in providing plant, equip- 


ment and working capital. Dividend 
payments provide the main incentive for 
investment in the stocks of corporations. 
They are the reward for risks taken by 
investors. Dividends paid by corporations 
whose common stocks are listed on the 
New York Stock Exchange provide an 
average return of about 6.5% at present 
prices, and dividends on preferred stocks 
average about 4.5% return. Dividends 
are distributed among 6.5 million stock- 
holders. Also, it is estimated that 3 mil- 
lion employees now are covered by profit- 
sharing plans. These plans increase the 
incentives of both production workers 
and managers to work harder and more 
efficiently. 

Thus, more than 9 million Americans 
have a direct financial stake in corporate 
profits through ownership of stock or 
participation in profit-sharing plans. But 
all Americans share indirectly in the re- 
wards of a successful business year. In- 
vestment of a major part of 1953 profits 
in new plants and equipment means more 
employment opportunities and better 
working conditions for labor. For the na- 
tion, it means new industrial capacity that 
is essential both for national defense and 
to produce more and better goods for a 
rising standard of living. 

Corporate profits after taxes repre- 
sent about 6% of the nation’s total in- 
come. But the job they do to stimulate 
investment and to finance industrial ex- 
pansion and improvement is more far- 
reaching and more essential to the 
prosperity and well-being of the Ameri- 
can people than would be suggested by 
that small figure. 


McGraw-Hill Publishing Company, Inc. 











HAT makes your prospect put his name 
on the dotted line? Two things: Your 
personal sales ability. And the acceptance of 
the products you represent. 
Osborn’s acceptance-building advertising 
through the years has sold millions of 
maintenance, paint and power brushes. It 
will sell millions more. Are you getting 
your share? The Osborn Manufacturing 
Company, Dept. R-12, 5401 Hamilton Ave., 
Cleveland 14, Ohio. 








ZOSBORN» MAINTENANCE, PAINT AND POWER BRUSHES 


FOUNDRY MOLDING MACHINES 
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U.S. TOTALS 


September 1953 
Compared with 
August 1953 


+2% | 





September 1953 
Compared with 
September 1952 


+1% 


XKGW\_wwg 


First 9 Mos. 1953 
Compared with 
birst 9 Mos. 1952 


+3% 





Compitio sy Inpustarat Disteisu tion 





Supply Sales Trend 


Final Figures For September 1953 





September 1953 
Compared with 
August 1953 


September 1953 
Compared with 
September 1952 


First 9 Mos. 1953 
Compared with 
First 9 Mos. 1952 





NEW ENGLAND 


Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST NORTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


Iowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 


+ 5% 


- 2% 


NO 
CHANGE 


? 2% 








+ C% 
~ 4% 


+ C% 


- 3% 





370 
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Ads like this one 





have proved 


THE ALL NEW 


FOSTER) 
“SEWER MASTER" 


MANUFACTURING CO. 


2058 East 6lst St., Cleveland 3, Ohio 


1893 + CELEBRATING 60 Years Leadership in the Threading Industry + 1953 


DS like the one illustrated have been 
drawing a terrific response from your 
customers. Maintenance men need and want 
a sewer cleaner that has the advantages of 
the all new Oster “Sewer Master”’. 
They want a machine that’s easy to operate, 
easy to move...that’s powerful and econom- 
ical, and that machine is the new Oster 


“Sewer Master’. 


Ads like this one are telling your cus- 
tomers to contact you for full information 
on the “Sewer Master” . . . pointing out 
that you offer reliable service and de- 
livery ... and sound recommendations. 
For more facts or promotional literature on 
the new “Sewer Master”, write us today. 
We'll be glad to cooperate in any way 


we can. 


THE MANUFACTURING CO. 


Main Office and Factory: 


2081 East 6!st St., Cleveland 3, Ohio 


1893 * CELEBRATING 60 Years Leadership in the Threading Industry + 1953 
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SALES TRENDS (Cont’d.) 





September 1953 
Compared with 
August 1953 


September 1953 
Compared with 
September 1952 


First 9 Mos. 1953 
Compared with 
First 9 Mos. 1952 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 


Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Colorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 
Washington 





EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 








+ 1% 


+ oO %o 


11% 


+ 1% 


- 1% 





4% 
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“SHOWROOM DISPLAY HELPS US 
SELL MORE YARWAY TRAPS” 


~says BOB HACK’ 





This self-contained portable showroom display case 
is one more reason why industrial distributors are 
enthusiastic about selling Yarway Impulse Steam Traps 
and Fine Screen Strainers. Yarway backs up distributor 
efforts with strong consumer promotion, trade journal 
advertising, direct mail, catalogs, attractive packaging 
and advertising specialties with distributor tie-ins. 
Marketed through recognized industrial distributors, 

Sissi tok more than 900,000 Yarway Impulse Steam Traps 

Sales Manager of have already been sold. For intormation, write... 

John Hack Company, 

Woodbury, N. J. 

YARNALL-WARING COMPANY 


111 Mermaid Avenue, Philadelphia 18, Pa. 


IMPULSE STEAM TRAP 
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Price Index for 19 Product Classes 


(1947-49-- 100) 
% Change 
Sept. Aug. Sept. From 
NAME OF PRODUCT CLASS 53 53 "D2 Year Ago 


Abrasive Products 116.9 116.5 117.1 0.2 
Cutting Tools 121.5 120.5 119.1 +2.0 
Fans and Blowers 141.9 141.9 136.7 +3.8 
Fasteners 156.3 153.9 140.2 +115 
Incandescent Lamps 136.9 117.9 
Industrial Rubber Products 127.1 128.4 
Lubricants $5.1 98.5 
Materials Handling Equipment 131.9 127.1 


Mechanics Hand Tools 
(Files, saw blades) 136.7 124.5 


Metalworking Accessories 128.7 121.3 
Motors 121.1 115.5 
Paint 110.7 110.6 
Portable Power Tools 118.1 ° 113.3 
Power Transmission Equipment 129.6 124.4 
Precision Measuring Tools 120.6 116.8 
Pumps and Compressors 131.6 123.2 


Steel Products 
(Pipe, bars, nails, ete.) 


141.7 130.8 
Valves and Fittings 129.0 120.6 


Welding Machines 


(Equipment, rods) 


124.4 119.0 
128.0 122.5 


Total Index 
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Wood Screws 
Machine Screws 
Nuts 

Cap Screws 
Tapping Screws 
Stove Bolts 
Carriage Bolts 
Lag Bolts 
Machine Bolts 
Cotter Pins 


5 ir 
TUREAD 


MACHINE BOLTS 
aces 


SERVES ONLY THE BEST 


Serving the fastener needs of the hardware trade 
has been National's business for more than 60 
years. Through those years, National has built 
a reputation for the most complete line of uni- 
form, dependable, high-quality fasteners made 
for the hardware field. 

Packaged in snappy, red and black cartons with 
color-coded identification labels, the National 
line is easy to stock, easy to handle... and wears 
well in handling because dirt and fingerprints 
don’t show on these shiny black boxes. 

That’s why we say “Nat Serves Only the Best” 

. with uniform quality and uniform packaging 
for the most complete line made by one manu- 
facturer. Write us today for full information on 
the National line. 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 





FASTENERS a HODELL CHAINS CHESTER HOISTS 
M 
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The Outlook For Business 


By The Economics Department, McGraw-Hill Publishing Company 





EARLY 1954 The outlook for the early months of 1954 seems fairly bright, today, The 
McGraw-Hill Survey of Business Plans for New Plant and Equipment indicates 
a very high level of capital spending next year (See page 7 for complete report.). 
New orders for machinery have been holding up very well during the last few 
months, All this indicates that the industrial sector of the economy will be runn- 
ing at a fairly good pace for the first few months of next year. 

A recent check of the consumers’ attitude towards buying new durable goods, 
autos, appliances, housing, suggests “that the consumer thinks this is a good time 
to buy. The Michigan Research Center has been very accurate in the past on this 
type of survey.So it looks as if there is strength in the consumer sector of the 
economy, too, 

Of course, under present conditions, no increase in spending can be expected 
from the government. This type of expenditure has clearly reached and passed its 


peak rate, 


PRODUCTION Industrial output in 1953 will run about 8% higher than in 1952, But the 
current rate of production is about 6% below the spring peak, In other words, the 
economic activity of the nation has experienced quitea sizeable correction already, 

In recent months, practically all of the important indicators of production 
or consumption have turned down, Steel is averaging about 90% - 95% of capacity 
now compared with 105% earlier this year. Auto assemblies are expected to run 
less than 400,000 in December compared with about 700,000 units turned out in 
the spring. The construction industry and its suppliers have been feeling the pinch 
too. Construction volume will hit an all-time record for the year, but recent rates 
point out the trend downward, And output of lumber, structural steel and clay 
products has been falling too. 


INVENTORIES? One reason for declining output is the high level of inventories in hands of, 
manufacturers, wholesalers and retailers, Even though recent statistics point out that 
the inventory situation is not getting worse, it still isn’t getting much better. 
The inventories of ail business-are estimated at $78,7 billion at the end of Septem- 
ber, Recent gains have been at the wholesale and retail levels, Soft goods have 
been accumulating on shelves of both the wholesaler and retailer because of the 
unusual weather this fall. But good Christmas business will help clear these stocks, 

Auto dealers, however, have tough sledding ahead. They must get rid of 
1953 models while 1954 models are beginning to take space in their show rooms, 
This is not an easy task at this time of the year. 


Industrial prices have been holding firm during the last several weeks, There 
has been talk of some easing of prices but it doesn’t look as if this will happen 
for some time. Reason: industry will probably have to make some wage con- 
cessions next year, These may take the form of fringe benefits, But this increased 
cost factor will offset any decline in raw materials cost, 


EMPLOYMENT Recent employment figures indicate that practically everyone who wants a 
job has it. Unemployment hit a peace-time low in October, It has been around 1,2 


million for the last three months, Although there has been little change in the 
number of workers in recent months, there has been a cut in the number of hours 
worked, This cut in hours is significant to the worker because it is his premium 
pay time which was cut, The estimated decline in personal income for September 
and October is based on the loss of overtime pay of industrial workers, 
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Enter this Lyon Den 
with Confidence 


There are two big reasons why your Lyon Steel Equip- 
ment Dealer is a good man to know. 

First, a highly diversified line of more than 1500 stand- 
ard Lyon items enables him to meet the varying needs of 
business, industry and institutions — better. (A very few 
typical Lyon products are shown below.) 

Second, he’s a source of sound counsel in getting the most 
out of steel equipment in terms of savings in time, labor 
and money. 


This and similar ads appear each month in News- 
week, Business Week and leading trade publica- 
tions. Many products, plus many markets, plus 
consistent advertising support, equals volume steel 
equipment sales every month of the year. 


FACTORIES IN... AURORA, ILL, AND YORK, PA. 
LYON METAL PRODUCTS, INCORPORATED 


General Offices: 1253 Monroe Avenue, Aurora, Illinois 
































for BUSINESS- INDUSTRY - INSTITUTIONS 
s des a dagpatt had THE o- 























A PARTIES _—* OF LYON STANDARD PRODUCTS 


Pian isla t) © Disp ley Equ Ms) ® Filing Cabinets -¢ 
b . aS tee © Folding Chairs @ 


® Bench Dr 
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Mr. Teviah 


h Sachs is President of Waltham Watch Company, established as America’s first watchmaker 103 years ago. 


Mr. Sachs likes to see time fly! 


A fine watch is a valued gift,” says Teviah Sachs. ‘The 
jowe ler must prov ide exac tly what his customer wantsS—in" /ime 
for the gift occasion 

“Can he do this without tying up too much « ipital in inven- 
tory? Yes—with Air Express! 

Take a typical case. A father in Omaha wants to buy a 
wrist watch for his daughter's graduation. He likes a particular 
watch in the Waltham catalog better than any the jeweler has 
in stock, Graduation is only two days away. 

But there Within 24 hours, the watch is 


delivered via Aut Express. On graduation day, daughter 


iS ho cemerecncy 


—_.& AirExpress 


proudly sports her new Waltham—thanks to Dad and a wide- 
awake jewelcr! 

“We use Air Express day in and day out to ship fast-moving 
styles from current lines, and to get new sample lines to wholc 
salers where every hour saved is important. 

Going back into our records for the past five years, I found 
that not a single shipment handled by Air Express had been 
lost or damaged. Yet most of these shipments cost us /ess by 
Air Express than by any other commercial air service ! 

It pays to express yourself clearly. Say Air Express! Division 


of Railway Express Agency 


o> 


eonakTsa THere riraT via us S« he dute d Airlines 
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*ecus 


aT OFF 


IS YOUR BREAK-EVEN POINT 
A PROBLEM? 


You can lower your break-even point 
and boost your profits if you buy all 
your tools from one source 


¥. probably skeptical about 
the big claim made above—never- 
theless, it’s true. What’s more, in just 
one minute of reading time we can 


prove it! Here goes: 


As you well know, the profit on every 
item you carry depends on two items 


of cost: (1) your variable costs (2) a 


share of your fixed costs. You yourself 


can’t change the variable costs because 
they depend directly on your sales vol- 
ume... but you can reduce that share 
of your fixed costs—thereby lowering 
your break-even point and increasing 


your margin of profit! 


HOW TO DO IT 





The sound, completely workable way 
to do this is to buy a// your tools from 
Disston! This simple move lowers 
your fixed costs on every item you sell 


in five important ways: 


You simplify your ordering, mailing, 
and accounting because you order 
many items from one source—Disston! 


You save on shipping, receiving, and 
handling because you receive many 
items from one source—Disston! 


You make time for your entire sales 
force because you have only one field 
missionary and serviceman to sched- 
ule with your salesmen and only one 
catalog to consult for a wide line of 
metal-cutting and wood-cutting tools, 
only one basic sales story to learn 
Disston’s! 


You gain new customers who know and 
specify top-flight Disston tools! MORE 
SALES VOLUME TO CARRY 
YOUR FIXED COSTS! 


You expand sales among your present 
customers who know some Disston tools 
and will gladly use all Disston tools! 


Yes, all this, when you carry the great 
Disston line! Think it over—then get in 
touch with your nearby Disston repre- 
sentative, or write directly to us for full 
information. Do it today! 


HENRY DISSTQN & sons, inc. 


1223 Tacony, Philadelphia 35, Pa., U.S.A. 


Branches: Chicago, Seattle, Portland (Ore.), Vancouver (B.C.) 
Factories: Toronto, Ont., Canada; Sydney, N.S.W., Australia 





Band Saws 
Circular Saws 





SELL THE DISSTON LINE OF QUALITY PRODUCTS 


Hack Sow Blades and Frames 
Carbide Tipped Saws and Knives 


Files Machine Knives 
Cutter Heads Paper Knives 
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‘NEWS: 


Distributors from Two States Probe Cost 





Presiding 
Walter F. Crowder, editor 
flanked by panel members W. W 
& Supply Bassett, Va.; George H 
& Supply, Rocky Mount, N. ¢ 
Supply, Salisbury, N. ¢ ind 


INDUSTRIAI 
Sale 


Armmold 


I'wenty-two distributors from 
ginia and North Carolina met for 
one-day forum on Expense and Cost 
Control Increased Efficiency and 
Productivity at the Sedgefield Inn, 
Greensboro, N. C., on Oct. 15. Suc 
cess of the initial undertaking was in 
dicated by the 
hold quarterly meetings with the next 
one being scheduled for Webruary, 
1954, in Richmond, Va 

Lloyd B. Mize of Industrial Supply 
C,corge \W Svdnor ot 

Co both ot Rich 
igned to make arrange 
mecting at 
held 


INDUS 


ind 


uanimous decision to 


Corp., ind 
Smuth-Courtnes 
mond, were as 
ments for the 
which another 

Walter F. Crowder 
rRiAL Disrrinu rion 
erator for the panel discussion 
George H. Booth, Carolina Machinery 
& Supply Co., Rocky Mount, N. C., 
was chairman of the meeting. Panel 
W. Sale, Bluc 
Bas 


hebruary 
forum will be 
editor, 
. 
crvea iS mod 


ind 


members included W 
Ridge Hardware & Supply Co., 
sett, Va. ‘Tom Kern, Piedmont Mill 
Supply Co., Salisbury, N. C ind 
Arnold Roark, Industrial Hardware & 
Supply Co., Charlotte, N. C., served 
is panel members. ‘Tribute was paid 
to the late A. R. Nicolas of Kester Ma 
chinery Co., Winston-Salem, N. C 
who was supposed to have served on 
the panel also 
Under Expense and Cost Control 


124 


it forum of North-Carolina-Virginia distributors, 


Booth, Carolina Mach’y 
fom Kern, Piedmont Mill 
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DISTRIBUTION, 15 right 


Blue Ridge Hdwe 


Industrial [ldwe 


Roark, Industrial two houses wer 


Ralph M. Gattshall 


Ralph M. Gattshall, Southern dis 
trict manager for Republic Rubber 
Division of Lee Rubber & ‘Tire Co., 


such topics as salesmen’s expenses, de 
livery freight charges, office expenses, 
communications and war 
housing expenses were discussed 
Under Increased Efhiciency and Pro 
ductivity, the following means were 
explored: customer analysis, improved 
selling techniques, measurement of 


performance 


expenses 


Supply, Charlotte, N. C 
were 
Humphrey 
Odell Mill Supply 
& Supply Co., 
represented 
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MANUFACTURER 











Problems 


: 


Included in the 
and Glover Trent, 
Va . J RK koster 
nsboro, and Rufus Allison 
Chariotte, N. ¢ I'wenty 


a 
lidwe., 
Co., 


hE Idridge 
Roanoke 
Gr 


, R. M. Gattshall Retires; 31 Years with Republic 


retired last month after 3] years with 
the company. 

In 1931 he helped to organize the 
Joint Merchandising Committee of 
the three industrial supply associa 
tions, which operated for two years 
to educate the public and business 
on the function of distributors 

Mr. Gattshall came to Republic 
Rubber from The B. F. Goodrich Co. 
in 1922 and was appointed zone man 
wer in Kansas City, Ile later served 
as zone manager in Chicago and 
Youngstown. He was advertising man 
ager of the division when named ex 
ecutive manager of the Joint Mer 
chandising Committee. He served 
on this body during a two-year leave of 
ibsence from the firm, and on his re 
turn to Republic Rubber was ap 
pointed manager of distributor sales 
In 1936, as Republic Rubber’s first 
district manager, he opened the new 
Southern district with headquarters 
in Atlanta 

G. L. Smith, general sales manager 
of the division, congratulated Mr 
Gattshall on his long service and “‘out 
standing contributions to Republic 
and to the distributors and manufac 
turers of the country.” 

Mr. Gattshall is a native of Goshen, 
Ind 





Curran Cavanaugh and R. B 
Fairmount, W. Va. and 


Busy trio at the Statler wer 
lalbott, Fairmount Supply Co., 
R. D. Hollar (Pyrene Mfg. Co 


Kelley 


lation pre 


Manning, 


ident, at 


Grectings were extended bv J. Robert 
Maxwell & Moor American A 
the opening session of th 


regional mecting 


Machine Co.) 


\lan C. Carver (Standard Lobbying were J. A. Proven (Porter-Cable 
Amboy, N. J., 


Wiley-Hughes Supply Co., J. E. Madsen, Madsen-Howeli, Inc., Perth 
distributors pre and J. ‘IT’. Schenck (Porter-Cable 


Pre-meeting chat is enjoyed by 
lool ¢ 0 and ] CC \ W iley 
Trenton, N. J Lher 


were ent 


Fred Emerson, of Spartan Saw 


Strong optimism about next year 
business was voiced by distributors 
in a poll taken at the recent Amen 
can and National association’s regional 
mecting in Washington, D. C. 

Of twenty distributors questioned, 
six predicted that volume for the first 
half of 1954 would be up 17% over 
last year’s first half, 13 said it would 
be about the same, and only one ex 
pected a decrease (about 1‘ 

For the last half, 1954, 
tributors expected a rise of 
15% over 1953, nine saw no change, 
drop 


nine dis 
about 


and two predicted a 12% 

Manufacturers polled were only 
slightly less optimistic. Of 59 ques 
tioned, 18 predicted a first half rise 
of 10%, 20 expected the same level 
of business and 21 foresaw an averag¢ 
of about 7 Nineteen ex 
pected a second half rise of 10%, 
19 felt volume then would be un 
changed, and 21 predicted about an 


11% drop 


decreas 


As for this year’s volume, 15 dis 
tributors reported that business was 
the average about 14% over 
ycal 10%. 


said 


up on 
last I'wo said it 
Among the manufacturers, 31 
this year’s volume was up 13%; 16 
reported business about the same, and 
has decreased on the 
S%. 


was off 


11 said volume 
iverage about 

\ committee headed by 
McLaughlin, of Commander 
Co., conducted the poll. 

The regional meeting was the first 
of three scheduled by the associations 
this season featuring “Marketing 
Workshops.” The sessions, held at 
Washington’s Hotel Statler, were at 
tended by 260, including 77 distribu 
tor representatives. 

he Workshops were headlined 
Promote to Sell, Be Wise—Analyze, 
Keeping Your Salesmen Fit, and Re 
ducing Distribution Costs. Each of 
the themes was dealt with in two sep 
essions running concurrently. 


Frank J. 
Mfg. 


irat¢ 


Works, chairman of the ASMMA re 
gional committee, presided at the gen- 
cral meeting held in the morning. The 
invocation was delivered by Dr. E. L. 
K:lson, President Eisenhower's pastor. 
I’. Gordon Vaughan, of the W. M. 
Pattison Supply Co., Cleveland, as 
president of the National Association, 
and J. Robert Kelley, of Manning, 
Maxwell & Moore, as president of 
the American Association, also spoke. 

The luncheon speaker was Jennings 
Randolph, assistant to the president, 
Capital Airlines, and former member 
of Congress. A cocktail party closed 
the day's program 

The next regional meeting will be 
1 joint undertaking of the American 
Association and the Southern Indus 
trial Distributors Association at Bi 
loxi, Miss., Jan. 14, 1954. 

he American and National Associ 
ations will stage one in Cincinnati on 


March 12 


FOR ADDITIONAL NEWS, SEE NEXT PAGE ==> 
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SIMONDS ABRASIVE CO. hicld a 
three-day training course for distribu 
tor salesmen. Shown here D.S 
Saurman, Simonds advertising man 
ager; George Schenck, The Walter 
S. Ehrenfeld Co., York, Pa.; Robert 
Robertson, The Ellsworth Steel & 
Supply Co., Stratford, Conn.; Harry 
P. Kaufman, Rudolf Bass, New York 
Citv; John F. Fisher, Simonds man 
ager of sales engineering; Robert Kes 
ler and O’Brien, Schaberg 
Dietrich Co., Lansing, 
Mich.; Simonds 
enginccr; Reliable ‘Tire 
& Accessory Co., Muskegon, Mich; 
Clyde Vist and Larry Stubbs, Allen 
Stecl & Supply Co., Fort Wayne; 
Art Monjar, Mad River Supply Co., 
Springfield, Ohio; Robert Heady, Cen 
tral Rubber & Supply Co., Indian 
apolis; Carl Vogl, Toledo Abrasive & 
Supply Co.; Larry Christensen, Com 
plete Industrial Supply Co., ‘Tucson, 
Ariz.; and Al Nelson, Acme Tool & 
Supply Co., San Diego 


<_ 


REPUBLIC RUBBER DIVISION 
of Lee Rubber & ‘Tire Corp. held its 
innual in Youngs 
town. Plans for next vear were the 
main theme. A. A. Garthwaite, presi 
dent; I. M. Ikirt, general manager; 
G. L. Smith, general sales manager; 
ind J. M. Hughes, sales development 
took leading parts in the 
group 


are 


George 
Hardware 
led Rowlands, 


James Perry, 


sale ‘ 


sales conference 


manager, 
three day program for this large 


of executives and field representatives 


_ 


WELLS MFG. CORP.’s sales staff 
used this sales and service truck as 
a backdrop for their picture at the 
company’s annual meeting. ‘They are 
Charles Waple, Eastern Atlantic 
representative; V. I Beckle, 
manager; Lawrence J. VanOver, South 
Central area; F. B. Hagenbuch, service 
manager; and Wilham B. Henry, 
Western Pacific area Joseph D 
Gherna, North Central region, and 
KE. H. VanLoo, engineer, 
missed the photographer 


area 


sak S 


service 





at Fall Meetings and Training Sessions 


—> 


THE THOMAS LAUGHLIN CO. 
held this roundtable at a_ three-day 
session for its staff and manufacturers’ 
representatives. Attending were: D. S. 
Laughlin, president and general man 
ager; D. W. Huff, sales manager; 
W. C. Christensen; R. E. ‘Timber 
lake; A. Hl. Bonney, Jr.; J. A. Baird; 
A. W. Peat; F. W. Brackett; M. H. S. 
Affieck; J. J. Green; S. A. Grondin; 
A. R. Fowler; D. C. Grant; C. E. 
Von der Heide; L. M. Gardner; J. R. 
Whitney, Jr.; E. H. Powell; W. H. 
Ihlefeld; Paul Corley; L. W. Man- 
ning; W. T. Linde, R. I. Laggren; 
W. C. Raffen; C. J. Larocco; C. N. 
Larocco; Paul R. Spencer; Fred M. 
Hammill; A. C. Welker; Paul Dalton; 
J. D. Gillespie; J. D. Gillespie, Jr.; 
John M. Haas; FE. H. Rankin; W. C 
Oscanyan; K. J. Ferrell; F. F. ‘Tran 
china; Milton LeBlanc; L. F.. ‘Thomp 
son and R. B. Adair 


— 


THE LUNKENHEIMER CO. held 
a two day training course for distribu 
tor representatives from seven states. 
Melvin W. Pauly, Eastern and West 
ern division sales manager, and Har 
old H. Layritz, Central Division man 
ager, directed the sessions, assisted by 
Robert G. Thomson, Donald D 
Sharer; Theodore H. Pyle; David C 
Jones, Jr; A. F. Meyer and Georg: 
W. Lambertson, Lunkenheimer field 
representatives. For story of meeting, 


+ 


, ge 23 
see page 25-2 


—> 


CLEMSON BROS.’ four-day sales 
meeting spotlighted plans for the 
firm’s 75th anniversary in 1954. Ex 
ecutives and all the sales staff at 
tended. Shown here are A. P. Hen 
dricks, Jr.; Harold Soules; Carl Barnes; 
David Clark, Jr.; David M. Verrier; 
David Clark, Sr; C. H. Dunning; 
William Kane; Douglas Amout; R. B 
Jones, Sr.; William Zarman; R. FE. 
Pines; Ralph Earle; William Schrade, 
R. C. Griggs; Bernard Blikstad; Wil 
liam Sprague; Eugene Turner, Warren 
Ward; J. J. Wallace; E. F. Buie; R. 
Neal Ovsler; R. B. Jones, Jr.; T. D 
Vander Voort; A. Lyons; Irwin ‘Ty 
son; F. J. Hodge, Charles Kellogg; 
W. E. Cross; R. W. Canfield; and 
R. D. Clemson 


FOR ADDITIONAL NEWS, SEE NEXT PAGE —— 





Chicago Firm Buys 
Parker-Kalon Corp. 

Phe busine ind assets of 
Kalon ¢ orp New York City 
facturer of fastening 
have been wcquired by General Ameri 
can ‘Tran portation Corp. of ¢ hicago 


Parker 
manu 


CTCW devices, 


through a stock purchase 
Sam Laud, president of 
American id the present 
ment of Parker-Kalon would continu 
in control of operation and sales. It 
will be operated as the Parker-Kalon 
Division of General American. 
Parker-Kalon was founded in 1912 
by the late Heyman Rosenberg, in 
ventor of the iclf-tapping screw. 
Ihe company, which employs 800 at 
its Manhattan plant, makes a line of 
fasteners including self-tapping screws, 
socket thumb screws, wing 
nuts, nails, nails and 
other types of pecialty products, 
Mr. Laud said the General Ameri 
can interests, in making the purchase 
influenced by Parker-Kalon’s 
long record of consistent and good 
” the quality of its products 
and capabilities of its management. 
Also its growth potential lends itself 
to expansion at existing General 
American ind to the 
pany s diversification program.” 


Gencral 


a 
Manage 


firm's 


CCTCWS, 


asOonyry scTCWw 


were 


carmings 


location com 


Ray A. Mault 


New General Manager 
Joins Statesville Supply 

Ray A. Mault has been named gen 
cral manager of Statesville Supply Co., 
Statesville, N. C 

Formerly purchasing agent for Mat 
thews-Morse Sales Co., Charlotte. 
Mr. Mault has had eight years’ ex 
perience in the supply business 

Jack Roach, who has recently served 
as acting manager, will return to the 
road as an outside salesman for the 
company in charge of Surco opera 
tions. 


New Building Transforms Newark, 
RENN Sav: : : 


AMO i fay 


. 


Gleaming front of Chas. A 


times as 


Sager-Spuck Supply 
Appoints Officers 


Howard M. Sager, president, Sager 
Spuck Supply Co., Inc., Albany, N. ¥ 
has announced the appointment of 
new officers and title changes in his 
organization 

Conrad P. Spuck, formerly treasures 
and general manager, is now executive 
vice president. L. L. Adams, formerly 
manager of the supply department, 
was clected a vice president. J. M. 
Garvin has been named a vice presi 
dent, and J. Underhill is now secre- 
tary and treasurer. 

L. Witt and Mr. Prenz were named 
assistant treasurers, B. Murphy, as 
sistant sales manager, and C. Hast 
ings, manager of the machine tool divi- 
sion 

Mr. Sager said the reorganization of 
titles and duties was made to effect 
greater efficiency and streamline the 
operations of the firm. 


New Order Index up 
First Month Since March 


I'he new order index of the Ameri- 
can Supply & Machinery Manufac- 
turers’ Association advanced in Sep- 
tember after successive declines since 
March, the association has reported. 

The September index is 151, an 
ll-point mse over August, and 51% 
above the base month, July 1948. 

The index measures the dollar vol- 
ume of orders received from industrial 
distributors by contributing members 
of the association. 


N.J., House 
Ly 


Fischer & Sons in downtown Newark, has about four 
much space behind it as the firm's old quarters 


E. & B. Mill Supply 
Buys New Building 


F.. & B. Mill Supply Co., Perth Am 
boy, N. J., 
move its headquarters to a newly ac 
quired two-story buikling contaiming 
25,000 sq. ft. of floor space, 

Ihe firm recently bought the old 
Raritan Ballroom building at 267 New 
Brunswick Ave., about a block and a 
half from its present headquarters 
B. J. Rabinowitz, FE. & B. president, 


said the structure will be completely 


has announced plans to 


renovated and the move will be com 
pleted sometime within the next two 
years. 

The new headquarters will doubl 
the firm’s present space. Founded in 
1945 by Mr. Rabinowitz and his wife, 
Evelyn (“E.” & “B.” in the firm name 
stand for their first initials), the com 
pany now has three warehouses in vari 
ous parts of the city as well as its main 


New Brunswick Ave. office. 


E. E. Larson Heads 
Mortensen Supply Co. 


Elmer E. Larson is the new presi 
dent of Mortensen Industrial Supply 
Co., Inc., Milwaukee. Ralph W. 
Lund and Fred W. Fuchs are 
presidents Mr. Larson is former 
treasurer of the company 

Fred C. Mortensen, 
dent, has interest im the 
company. He 
of directors, and 
manufacturer's representative. 


vice 


former presi 
sold his 
remains on the board 


will agai act as 


ADDITIONAL NEWS STARTS ON PAGE 201 
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@ What do you do when you have to look a 


hoisting problem right in the mouth? 


Do vou recommend the famous YALE line as the 
best solution to your customers lifting problems? 


You should recommend YALE because YALE 


makes hoists to solve every lifting problem: Elec- UP TO 15 TONS, there's nothing that can't be lifted or pulled 
: with industry’s most versatile tool...the Yace Pul-Lift! 
Choose from Link Chain Type with capacities ranging from 
Hoists...and trolley and hook suspension types. % to 3 tons... Roller Chain lype to 15 tons, : 


tric Hoists ( wire rope and chain types)... Hand 


Industries of all kinds know and recognize the 


quality, performance and exclusive features of +. 
YALE Hoists. They know, too, that down through 
the years, YALE Hoists last and last and last. 


And YALE gives you a lift with strong, con- 


sistent advertising that pre-sells your customers. MATERIALS 
You make more and your customers save more HANDLING 
when you always recommend YALE Hoists. EQUIPMENT 


The Manufacturing Co., “Registered trade mark 
Philadelphia 15, Pennsylvania 


Gas, Electric, Diesel Lift Trucks * Worksavers * Hand Trucks + Hand and Electric Hoists * Pul-Lifts 
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IDEAS: 


How you can... 


... keep customers happy while they wait 


Ihe sales manager of Sligo, Inc., St. Louis, Mo., 
doesn't have to worry about his salesmen delaying orders 
because they “didn’t have a stamp” or “couldn't find 
m envelope.” The company has printed up extra-large 
manila envelopes, complet with address and first class 
nailing permit 

Space for the sender to insert his name is headed by 
Orders From—" and the firm’s address is preprinted in 
large clear type, as is the label “First Class Mail.” All the 
salesman has to do is write his name in the space indi 
cated for sender, insert his orders, seal the envelope. and 
drop it in a mail box. And if he wants the order to go 
special delivery, he can so indicate—without having to 
hunt up the extra stamps 


When your counter’s jammed with impatient custom 
crs, there’s nothing like refreshments to keep them 
quiet. 

Ihat’s the theory behind the basket of tasty-looking 
red apples always kept in the city room at Sager-Spuck 
Supply Co., Albany, N. Y. Whether the customer is a 
mechanic in for a counter purchase, or a p.a. from a big 
account supervising a pickup, he’s happicr munching an 
ipple-gratis—while he cools his heels. And he’s apt to 
find excuse to come back soon. 

Also, it’s good for inside morale. The basket is tor 
the Sager-Spuck inside staff, too, when they feel like a 
midmorning snack, 

I rue, consumption is heavy at times. Fully two bushels 
1¢ apt to disappear in a day (at $5.00 per, from a local 
grower, top quality grade). But the management fecls 
it’s worth it. 

In fact, recently they added something else. At 10 a.m 
coffee is served all hands, including customers 

Ihe mid-morning break, inside men say, makes the 
company a better place to work. Also, it’s probably good 
for sales. There's nothing like morning coffee to build up 

imaraderie between the inside force and the customers 


. . « help salesmen “case” a plant 


Some time ago, Moore-Handley Hardware Co., Bir 
mingham, Ala. adopted a form designed to get salesmen 
to furnish mailing list information. After each new call, 
a salesman would fill in the firm’s name and address, the 
individual who should receive literature, show if the 
firm was a large or small user, and finally check off prod 
uct lines in which prospect was interested. 

Moore-Handley found the form brought order out 
of what could be direct-mail chaos. It found, in addition, 
that the form helped a salesman “case” a plant methodi 
cally, gave him a preliminary guide to who and what was 
in the plant for sales purposes. So, in setting out to 
solve one problem, Moore-Handlevy automatically solved 
nother 
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THE CURIOUS 


As you all know, iguanas 
won't tolerate shoddy per- 
sonal appearance. Therefore, 

when the interloper slithered 
over the ridge, the community was horrified. 
He was, the elders agreed, the sorriest 
iguana they’d ever seen. From snout to tail, 
his tough, metallic scales were covered with 
five o’clock dinge. All but one of the 
villagers cowered at his approach. 
That one intrepid Tuberculata, called 
Shorty (since the time he caught his tail in 
a coyote trap), trundled forward in greeting; 
“T say there old basilisk,” he ventured, 
“why don’t you get yourself a Dumore 
Grinder? They’re very good you know ... 
give you a bright, sparkling and pleasant 
appearance in the merest of moments.” 
Staring, because of his lidless 
eyes, the newcomer grunted, 
“Had a grinder once... no 


\ 
DUMORE = 
PRECISION TOOLS 


THE DUMORE COMPANY 


1321 SEVENTEENTH STREET ° RACINE, WISCONSIN 


CASE OF 


good. Scales are too thin in places. . 
. can’t risk not doing a perfect job.” 

Shorty chuckled. Here was one iguana 
who didn’t know Dumore Grinders hold 
tolerances to ten-thousandths on those soft 
spots. And so Shorty proceeded to tell his 
friend about Dumore’s easy accuracy . . . the 
many types of wheels they use... and the 
wide variety of speeds Dumores offered. 

Today, the one-time interloper is the 
community’s most eligible bachelor. And 
thanks to his Dumore . . . he’s happy . . . the 
community's happy ... and you ought to 
hear what the mayor’s daughter has to say! 

3ut what’s this got to do with selling 
power tools? If you’re selling a product of 
outstanding quality ... such as Dumore 
. find out what your 
prospect’s problem is. Then show him 
how a Dumore can solve it. We'll 
guarantee you will have a happy situation 
around your community, too! 


Precision Tools. . 


Builders of a precision line of Grinders, Automatic Drill Heads, Tool Post Grinders, Drill Grinders, 
Light Drilling Equipment, Flexible Shaft Tools, Hand Grinders, Fractional hp Motors and Geor Motors, 
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ON THE MARKET .... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Pillow Blocks 
Light, Duty, 

Economy Package 

\ Hew 
ing pillow blocks, ce 


PB, has 
The new pillow blocks are 


cries of light duty, ball bear 
ignated as ly pe 
been announced 

iid to be 
1 complete ready-to-mount, economy 
nih luck » a Se pat ible 
tec] housing, 
vith 


pack we, which 


1 wick 


locking 


tw piece pr cd 
inner ring ball bearing 
ollar, and Plya-Seal 

Phe housing i iid to be designed 
clf-alignment in all 


issure ample strength 


to provic initial 
directions and to 
for the light 
which it is recommended 
Ihe Fatnir Bearing Co., 


un, Conn 


duty ippli itions for 


New Brit 


Lubricator 
For Farm 

Machines 

Aro-Pak portable lubricator 
Aro-lil grease 


mentary have 
The new lubricator weighs 15 Ibs., 


A new 


ind an filler, a suppl 


unit, been announced 


cumiati 


grease, and can |b 
shoulder \ 
builtin hand pump is said to store up 
ure for a day-long stint 
control handle is 


carries 5 Ibs. of 
lung across the user’s 


cnough air pr 
of lubrication Lhe 
iid to inject grease at twice the pres 
sure required for toughest fitting on 
tractors or other equipment 

Ihe Aro-Fil loads bulk grease into 
Aro-Pak, fits standard 25 or 40 Ib 
grease drums, and is said to handle all 
types of lubricants under the most ex 
treme cold weather conditions 

Aro Equipment Corporation, Bryan, 
Ohio 


Plug Valves 


Positive 
Shut-Off 


\ new line of sempstecl and steel 
lubricated plug valves, said to feature 
qui k and positive shut-off, has been 
mnounced 


\ll ite 


nd requir 


said to be wrench-operated 

turn to 
Lubricant 
grooves surrounding each port are said 


only a quarter 


open or close the valve 


to provide a positive seal when valve 


re Closed. In an open position, seat 
ing surfaces are not exposed 

The new lubncated plug valves arc 
Wailable with screwed or bolted glands; 
cmi-steel for 175 and 200 Ibs 
W.O.G steel valves for 150 
ml 300 Ibs, working pressure 


The Wm. Powell Company, Cin 
Ohio 


carbon 
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Hydraulic PowRarm 


New Model, 
Holds 1000 Ibs. 


\ new heavy duty hydraulic PowR- 
irm with carrying capacity of 1000 Ibs. 
has been announced. 

According to the maker, the new 
heavy duty unit will find use in foun 
dries for positioning large castings for 
fling and chipping. It may be used 
vertically, mounted to the side of a 
work-bench, or horizontally. There is 
1 Slotted base for use with drill presses, 
shapers, and milling machines for ma 
chining operations at compound an 
gles. Its hydraulic action is said to per 
mit an’ operator to make a change of 
position under partial tension, to pre 
vent work from accidentally falling. 

The Wilton Tool Mfg. Co., Chi 
cago, Ill 


Variable Speed Drives 


Two New P.LYV. 
25 HP Models 


mnouncement 


ra 


\ccording to an 
the manufacturer, their 





TODAY 


. PRODUCTS WITH SALES POSSIBILITIES FOR INDUSTRIAL DISTRIBUTORS 





positive, infinitely variable speed drives 
ire now available in two new typ¢ 
for 20 to 25 HP applications. 

In addition to the basic H-6 P.I.\ 
of 25 HP capacity, the company can 
now supply an HG-6 drive, furnished 
with cither a single reduction input 
or single reduction output helical gear 
ittachment, or an HGG-6 drive, fur 
nished with both a single reduction 
input and reduction 
helical gear attachment. 

Input gear reductions are availabl 
from 1.93:]1 minimum to 5.82:] maxi 
mum and output gear reductions from 
1:1 to 6.33:1. Speed increasing gear 
sets arc also available. 

Uses described by the maker in 
clude: exact synchronization and tim 
ing of operations; reliable metering and 
proportioning; precise control and in 
finite variation of machine or 
veyor speeds; rapid speed changing 
under full load by manual, automatic 
or remote control. P.I.V. controls can 
be electronic, hydraulic, pneumatic or 
mechanical. 

Link-Belt Company, Chicago, I] 


single output 


con 


Puller Attachments 


Two Large Sizes 
For Standard Pullers 


I'wo new, large size pulling attach 
ments for use with their standard 
pullers have been announced. 

Used with their 50 ton Power-Twin 


FOR AN INDEX OF MANUFACTURERS’ PRODUCTS, SEE PAGE 


hydraulic ram in connection with 
either Grip-o-matic pullers or push 
ittachments are said to 
removal and installation 
pulleys, 


on all 


pullers, thes« 
facilitate the 
of large 
she ives, whee Is, 


bearings, gears, 
couplings, etc. 
tvpes of machinery 

One size has a capacity from 53-in 
to 13-in while the largest size has a 
capacity from 64-in to |6-in. 

Ihe pulling Tees into which the 
push-puller legs are threaded, are said 
evenly distribute the load 
vlien extreme pressure is used, and 
thus the distortion is re 
duced to a minimum 

Owatonna ‘Tool Company, Owa 
tonna, Minnesota 


fo more 


danger of 


Roller Bearings 


Improved Spherical 
Self-Aligning Type 


Increased anti-friction bearing ca 
ity and service life, without change 
veight, has been 


inl 1/4 T ICCOll 


plished by an improved design of 
| ] al 


il roller bearings, according to 


innouncement from the manufa¢ 
Che inner race of the improved beat 
ng is a new design without undercut 
ind integral flanges. Its capacity is said 
to be increased because longer rollet 
effective contact 
between roller in the 
provided by the new design 


ah f roller ! held 


irc used with more 


ind rings larger 


wiklow-type cage made of high 
tensile-strength, cold rolled brass 

Where combined loads are present, 
the new bearing is said to be capabk 
of carrying heavier combinations of 
radial and thrust loads, or pure thrust 
loads of greater magnitude. 

Ihe improved spherical roller bear 
type, Is 
wailable in series 222 and 223 

SKF Industries, Inc., Philadelphia, 
Pa 


ing, designated as the “C” 


Motors 
Better Protected, 
More Efficient 


\ new line of polyphase a-c motors, 
said to offer better protection, mor¢ 
efficiency, and quieter operation, has 
been announced 

Called Tri-Clad “55”, the new mo 
tors built to latest standard Nema 
frame dimensions, are said to feature 
reduction of 50 per 
22 percent 
The new 
insulation new poly- 
ester film claimed to be cight tines as 
strong as previously used materials. 

Ihe new bearing assembly is said to 
be more tightly sealed. A major part 
of the new motor design involves the 
reduction of over-all sound levels to a 


an average Size 
cent by volume and average 
less weight per horsepower, 


system uses a 


frequency said to be more pleasing to 
the human ear. Electrical parts are said 
to be completely enclosed by tightly 
caled cast-iron frame and end shields, 
1 Compression fit lead seal, and a rotat 
ing labyrinth seal on the shaft 

Other maintenance features claimed 
by the perma 


manufacturer include 


‘Continued on page 137) 
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BALANCED 


ALL WINTER TAPS HAVE IT 


EXACT FLUTE SPACING 






+ 


20 - 
. 


is the first funda- 
mental of Balanced 


{ “4 Action. It is accom- 
~t Ly 
nf 


plished by precision 


8 
indexing *P ¢ 
. 
- , feos af 
: =+ 
: 3 
: 3 
UNIFORMITY OF FLUTE CONTOURS : 3 | 
. —s 


eh 


is essential, of 


t course. You can't get 
Balanced Action 


YN without if. 


PRECISION CHIP DRIVER CONTOURS 


are exact to size, 
shape, and position 
formed to give 
optimum per- 
formance. 


ACCURATE AND CONCENTRIC CHAMFERS 





By holding shank, 
chamfer, and thread 
concentricity to very 
close limits, hole- 
accuracy is assured 


ALWAYS AT YOUR 
SERVICE 


Winter advertisements 
have a total circulation of 
125,000_every month. They 
always advise the buyer to 
contact YOU 
































NATIONAL 








THE INSIDE STORY 
on the 


LUBRICATION 


MARKET! 


A new sound-slide film to help make more sales faster... 
with fewer items... fewer calls! 





Here's a fast-moving profit builder with a com- 
pletely fresh approach to the sale of lubrication 
equipment. It's “No Margin for Error”—a brand 
new sound-slide film containing the answers to lu- 
brication problems that are real headaches to cost 
conscious production men 

It takes the audience into a typical industrial 
plant shows in full color the right way and the 
wrong way to handle lubricants from barrel to 
bearing 

“No Margin for Error” is educational—dramatic! 
Ideal for plant personnel meetings. And it’s highly 
profitable for your salesmen — because it spotlights 
five basic, easy-to-remember combinations of Ale- 
mite equipment. It shows how to recommend .. . 


how to sell how to make more profit with each 
of these five basic plans. 

This is one film that really works for you! Don’t 
wait! By acting now you can be sure of having this 
new sales tool for the first of your 1954 meetings. 
Ask your Alemite Representative, or fill in the cou- 
pon and mail today. No obligation, of course! 


Alemite, Dept. H-123, 1850 Diversey Parkway, 
Chicago 14, Ilinois 


Gentlemen: | would appreciate further information on the new 


Alemite sound-slide film, “No Margin for Error.” 


8 PRODUC! OF Name 


ALEMITE 


Ask Anyone In Industry 


Company 
Address 
City 
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On The Market Today 


Starts on page 132) 





nently-numbered, non-wicking connec 
tion leads; larger diagonally-split con- 
duit box; knock-off lugs on the end 
shields; location of combination name- 
plate-connection diagram directly over 
box 





1800 RPM 


\fter the first of the year, the new 
motors will be available in the 182 and 
184 frame sizes (1, 14, and 2 HP at 
in horizontal drip-proof 
ind totally-enclosed fan-cooled models, 
Continued on next page) 














Pillow Blocks 
The Fafnir Bearing Co 
Lubricator 
Aro Equipment Corporation 
Plug Valves 
The Wm. Powell Company 
Hydraulic PowRarm 
The Wilton ‘Tool Mfg. Co 
Variable Speed Drives 
Link-Belt Company 
Puller Attachments 
Owatonna Tool Company 
Roller Bearing 
SKI’ Industries, Inc 
Motors 
General Electric Company 
Saw Handle 
Re Scar h & 
Engineer, Inc 
Lighting Fixture 
Crouse-Hinds Compan 
Scaler 
Thor Power ‘Too] Compan 
Milling Vise 
Phe Kenco Manufacturing 
Co. 
Deodorizer 
Specialties Division, General 
Manufacturing & Distrib 
uting Co 
Pipe Insulation 
Owens-Corning Fiberglas 
Corporation 
Industrial Locker 
Steel Service Manufacturing 
Company 
Pallet Rollers 
Frank L. Robinson 
Company 
Gun Drills 
Chicago Latrobe 
Hose Clamps 
Eaton Manufacturing 
Company 
Roller 
O'’Neil-Irwin Mfg. Co 
Magnetic Pulley 
Kriez Manufacturing 
Company 
Sander-Polisher 
Wen Products, Inc.. 
Lubrication Unit 
G & T Industries 
Hose 
Quaker Rubber Corporation, 
Division of H. K. Porter 
Company, Inc. 
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Surface Plates 
Bryant Chucking Grinder 
Company 
Plier 
Xcelite Incorporated 
Indicator Holder 
Enco Manufacturing Co 
Pump 
Hypro Engineering, Inc 
Air Cylinder 
Carter Controls 
Cutter Attachment 
lranklin Balmar 
Corporation 
Mason Rule 
The Lufkin Rule Company 
Acid Hose 
Ravbestos-Manh ittan, Inc., 
Manhattan Rubber Divi 
sion 
Revolving Bins 
L.von Metal Products, 
Incorporated 
Drop Forged Chain 
Jervis B. Webb Company 
Pumps 
C C Pump Mfg. Di 
Hack Saw 
Lipe-Rollway 
Valves 
A.W 
Corp 
Surface Plates 
Collins Microflat Company 
Steam Trap 
Armstrong Machine Works 


Corporation 


Cash Valve Mig 


Tool Tender 
Nuttle’s Inc 
Dielectric Sealer 
Adhesives and Coatings Di 
vision, Minnesota Mining 
& Manufacturing Com 
pany 
Compressors 
The Kellogg Division, 
Amcrican Brake Shoc 
Company 
Conveyor Curve 
Harry J. Ferguson Company 
Check Valve 
Xepublic Manufacturing 
Company 
Plastic Tape 
Permacel Tape Corporation 
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Ytew-Seal™ 





They're  vibration-proof! 
When the precision worm 
gear is turned, the clamp 
tightens with smooth, sure, 
uniform pressure all around 
the hose. No pinching, no 
damage, no die hose. 
AERO-SEALS won't come 
loose and pop open in that 
annoying way so many hose 
clamps have. Yet they are 
easily removed for use again 
and again. Installed with one 
hand — thumb clamp or 
screwdriver slot types. Dis- 
tributors who feature the as- 
sortments, sell AERO-SEALS 
faster! 


WORM DRIVE 


‘474g HOSE CLAMPS 





BREEZE CORPORATIONS, INC. 


41 South Sixth Street, Nework 7, N. J. 








INDUSTRIAL DISTRIBUTION © DECEMBER, 1953 









SER | and a complete line of gear motors. 


Larger frame sizes will become avail- 
able at regular intervals. 


costs no more than General Electric Company, Sche- 
ordinary vises! nectady, N. Y. 





WILTON’S distributors enjoy greater 

sales because they handle the line most often 
called for by American industry. Everyone 
knows that WILTON is the finest name in Vises! 


WILTON TOOL MFG. CO 
925 WRIGHTWOOD AVENUE + CHICAGO 14, mos " Saw Handle 
Combines 

Name ~ oe Several Tools 


r 
WRITE NOW 
FOR wEW 
FREE 


CATALOG! A new Lifetime handle for hand 


Address - : eee 

saws, said to combine the function of 
saw handle, square, tri-square and 
level into one tool, has been’ devel 
oped. 

According to the maker, the hand 
which provides vertical and horizontal 
levels as well as 90, 60, 45 and 30 
degree protraction angles, is lighter 
than ordinary wooden handles 

Made of aluminum-magnesium al- 
loy, precision finished, it is said to be 


INDUSTRIAL designed for attichment to any cross- 
cut or rip saw blade 
BRUSHES AND BROOMS Research < Development Engi 
necring, Inc., Chula Vista, California 
They Work to Your 
Sales Advantage 


' 
' 
' 
' 
i Company 
! 
' 
' 








Lighting Fixture 


The complete satisfaction CAPITAL : se — 
equipment gives in daily performance xplosion-proo 
brings customers back for more. Plant A new type explosion-proof and 
men responsible for efficiency in main- dust tight fluorescent lighting fixture, 
tenance want the finest and longest said to be for use wherever the pres 
lasting equipment their money will buy ence of explosive gases or vapors or 
—to a man they choose CAPITAL. Dis- combustible dusts require safe, prac 
tributors can’t miss when they sell tical lighting, has been developed. 

CAPITAL. The fixture may be spaced end to- 


© We urge users to buy thru their end with other hxtures of its type, 


local distributor ¢ 


INDIANAPOLIS 


BRUSH & BROOM 
MFG. CO. 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 
Est. 1890 





Continued on page 142) 
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Give your salesmen Armour 
Coated Abrasives —they sell faster 


because they're precision-made |! 


Most of the plants your salesmen call on use 
coated abrasives—and every plant wants the sharp- 
est, longest-lasting abrasive it can buy. Many of 
them have used Armour’s precision abrasives for 
over fifty years—all of them have heard about the 
high quality of Armour's complete line. That ac- 
ceptance, that volume is what your salesmen need 
to make more dollars per call! 

Armour pre-sells your prospects and customers. 
Direct mail and advertising explain how scientific 
processes such as electrocoating and heat-treating 
give Armour abrasives longer life. Interesting 
booklets and pamphlets as well as “giveaways” 
help make the sale. From then on, your salesmen 
and a superior product take over for steady, con- 
tinuing sales. 

You will be interested in the new Armour 
Technical Application Laboratory, full of the latest 
equipment to help solve problems for distributors’ 
customers. With backing like this, your salesmen 
can't help but get more dollars per call. 


If you're interested in handling the Armour line 
of precision coated abrasives, write us today ! 


S 


RD acted Measiver 


Armour and Company * North Benton Road «+ Alliance, Ohio 
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Converting ideas into sales. It takes over 2125 tons of paper and 106,000 pounds of ink every month to print the magazines 
in which SPS “silent salesmen” work for you. UNsRAKO advertising is seen—and acted upon—by nearly 10,000,000 customers 
or potential customers. The advertising support which SPS gives its distributors is the largest in the industry. 
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EVERY DAY PRINTED SALESMEN 
MAKE THOUSANDS OF CALLS FOR YOU 


It would be pleasant, you’d say, to have salesmen on the payroll 
who worked the year round, Saturdays and Sundays included 
who always got in to see their prospects—who always presented 
facts in the best light—who delivered sales talks as fresh and 
punchy at the end of the week as at the beginning. 


Actually you have them—thousands of good, hard-working 
UNBRAKO salesmen whom you don’t have to pay a cent! 


These are the UNBRAKO printed salesmen who every month 
deliver 2,300,000 eloquent sales messages in the leading trade 
publications read by your customers and prospects. This year 
over 10,000,000 readers in over half a hundred magazines will 
have been reached by this type of UNBRAKO salesman. 


They get results, too. Judging by returns so far this year, over 
12,500 of these prospects will request a further sales contact. 


This is merely one example of how SPS printed salesmen work 
for you. Like all SPS sales helps—and there are dozens— they 
have only one aim: to help build greater UNBRAKO business for 
you. STANDARD PRESSED STEEL Co., Jenkintown 13, Pa. 


UNBRAKO SOCKET SCREW DIVISION 
$ 


A fur tftvth Var : A START FOR THE FUTURE JENKINTOWN PENNSYLVANIA 


D> 


‘ ' 
x 7 
i | | 
B : 
¥ Flat Head Shoulder Knurled Head Dowel! Button Head 
in Socket Screw 


elt weir 
Set Screw ap Screw Screw Cap Screw 


INDUSTRIAL DISTRIBUTION © DECEMBER, 1953 





making possible continuous and um 


form illumination along work areas. 

Each fluorescent tube is said to be 
housed in an individual tube of heat 
resisting glass lube ends are re 
versed tapered and scaled into cast 
aluminum housings which also con- 
tain the lamp receptacles 

The receptacle housings at the 
ballast ends are pivotally connected to 
the ballast housing. At the relamping 
ends, the receptacle housings are fas 
tened to a supporting stem assembly 
which is attached to the ceiling or a 
structural building member 

Tools are said to be unnecessary to 
release lamp receptacle and mounting 
plate assembly, which is locked into 
the housing by a bavonet joint \ 
slight twist of the wrist is claimed to 
lock or unlock it 

Type EVE fluorescent lighting fix 
ture is regularly available for straight 
pendant mounting but special fittings 
for 45-degrees mounting are also ob 
tainable 

Crouse-Hinds Company, Syracuse 


N.Y 





‘O 


Scaler 


For Cleaning Rust, 
Scale From Boilers 


A new air-operated No. 326 ‘Triple 
Scaler, said to be designed primarily 
for cleaning rust, paint and scale from 
boilers, tanks and structural steel, has 
been announced. 

The new scaler is said to have three 

DARNELL CORPORATION, LTD. | piston type units which operate with 
DOWNEY (LOS ANGELES COUNTY) CALIFORNIA a rotary motion to do three times 

oe WALKER STEEET, NEW YOUR 13, NEW. YORK | the work of the maker's No. 26 single 


| 


36 NORTH CLINTON STREET, CHICAGO 6, ILLINOIS scaling tool which has an identical 
design. 
| Fitted with a lever cock valve, the 
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Open This Valve 


for... 








BRASS = PRODUCTS 


G4 


QOULLEA 
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There’s no secret to the fast turnover of Consolidated Brass 
plumbing and heating fittings. It’s just that plant men and 
heating and plumbing contractors all along the line are 
well aware of Consolidated quality. It makes first sales 
easy—repeat orders easier. 

There will always be a steady demand for CONBRACO 
fittings. Consolidated’s high reputation for more than 50 
years has been recognized by users of boiler trimmings, 
plumbing lines, ground key cocks, tube fittings, and 
lubricators. 

There are new opportunities for you when you sell these 
products. A letter will bring the whole story (and a catalog, 
if you wish) on this well established line of CONBRACO 
profit producers 


“WHEN YOU THINK OF BRASS .. . THINK OF CONSOLIDATED FIRST” 


BRASS COMPANY 


DETROIT 9, MICHIGAN 





SELL these features 
of Good Design 


ors 


in 


UNIONS 


which mean BETTER 


SERVICE for your 
customers 


Better service in terms of easier set up, per 
manent leak-prootness, and the maximum in 


economical, carefree performance is 
assured through the use of Jefferson Unions 


because 

. they are made of air furnace 
malleable iron having a_ tensile 
strength of 55,000 p.s.i. 

. they are air tested before ship- 
ment. 

. they are made with a ball joint 
of true spherical contour. 

. the seat is recessed (an exclusive 
Jefferson feature) and located in the 
raceway so that pipe ends cannot come 
in contact with it 

. seat rings are of seamless brass 
tubing; they cannot rock loose because 


they are press-fitted into machined 


channels. 


A Complete Source of Supply 


Here it is 


Master 150%; also Flanges in 


are also available with all iron seats. Under- 
writers approved 


Get full details concerning the 
Jefferson line 


JEFFERSON 
UNION CO. 


671 West 26th St., New York 1, N. Y. 
9 Green St., Lockport, N. Y. 
49 Fletcher Ave., Lexington 73, Mass 
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Unions, Union Elbows and Union 
Tees in Jefferson 300%, Excel 250# and 
Jetterson 
300# and Unions in Enduro 300%. All lines 


scaler can be furnished with a lever 
type throttle similar to that used on 
the company’s air drills. Its fast chip- 
ping action is claimed to make it 
ideal for cleaning inside of large cast 
ings 

Specifications provided by the man 
ufacturer include: weight 74 Ibs; Z-in 
bore with fs-in. stroke; cross head 
length of 42-in.; 2-in. air inlet; over- 
ill length 103-in. with side throttle, 
ind 13-in. with end throttl 

Thor Power Tool Company, Au 
rora, Illinois 


ae 


Milling Vise 
Movable Jaw, 
Swivel Base 


A new 6-in. milling vise, said to 
ifford maximum, vibration-free mgid 
ity, has been announced. 

I'he vise body is secured to the base 
of three bolts directly be 
neath where work is clamped. The 
wivel base is said to be graduated at a 
+5 deg 
reading. Graduations are from 0 deg 
to 90 deg. and back to 0 deg 

Ihe movable jaw is secured by 
ind it can be 


by mean 


ingle to the operator for easy 


means of a side plate 
locked solid after the work is clamped 
in position 

The Vise body l 
the sobrocast process, and can be re 
moved for use without the base 
Standard equipment is three hard face 
jaw plates, and two handles. A 4-in 
imilar structure is also avail 


iid to be made of 


vise of 
ible 

Ihe Kenco Manufacturing Co., 
Los Angeles, California 


Deodorizer 


Embodies 
Ozone Lamp 


A new electronic ozone deodorizer, 
said to banish tobacco smoke, musti- 
ness and other odors, has been an 
nounced 

Known as “Klenz-Aire’’, it is said to 
embody the ozone lamp developed by 
major lamp manufacturers. With 

(Continued on page 148) 
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of SIACQ> DETROIT STAMPING COMPANY 
332 Midland Ave. + Detroit 3, Mich. 








FACTORY 
REPRESENTATIVES 
WANTED 


Exclusive territories available 


Diesel fuel oil 
additive 


the original fuel oil treat- 
ment that gives constant 
cleaning action from tank 
te stack. A product of 
proved performance. Used 
successfully in marine and 
industrial fields for many 
years. 


Also various other industrial and 
marine chemicals. 


Jean Santschi, outstanding diesel authority 
says this about LUBAID-D: ‘I have seen many 
developments in the Diesel field since the 
days when | worked with Dr Rudolph Diesel 
One of these developments which is worthy of 
every engineer's ottention is Luboid-D. Re- 
sults are excellent . Luboid-D aids mate 
rially in achieving cleaner over-all combustion 
in Diesel engines x 

Fine opportunity for active sales organization 
Good earnings. Please state in reply, present 
territory covered and other products handled 
Write to 


LUBAID COMPANY 


MILWAUKEE 7, WISCONSIN 


industrial, marine and automotive chemicals 


Phone HUmboldt 3-6400 











~ 


X marke the shot where... GOPYFLEX saves 
10,000 clerk-hours for industrial wholesaler* 





How COPYFLEX Paid Off 


* Freed five full-time clerks for other 
work 

* Cleared up back order snurls 

* Eliminated invoicing lag of 2-3 
weeks 

* Ended transcription errors 

* Speeded orders to warehouse 60 
minutes after receipt 


* Prevented shipment of wrong mer- 
chandise 











COPYFLEX MACHINE 


BRUNING 


Some 6,500 orders for more than 
35,000 different items poured into the 
office of a big Midwest industrial whole 
saler every month 

But customers in five states com 
plained about receiving wrong mer- 
chandise billing was two to three 
weeks late . . . back orders were piling 
up invoicing errors were a con 
stant headache 

Then a Bruning Copyflex order-in- 
voice system was put to work. One 
simple form eliminated eleven separate 
typing operations on each order. All 
required copies were made on a Model 
14 COPYFLEX machine. Clerk-hours 
were saved, errors stopped and costs 
reduced 


Model 14 


Compony 


Address 


City 


Facts About COPYFLEX 


Copies anything typed, written, 
printed or drawn on ordinary trans- 
lucent paper... gives errorproof, 
ready-to-use, black-on-white diazotype 
copies in seconds . . . requires no ex- 
hausts, dark rooms or messy inks, 
needs only an electrical connection 
Costs — for all charges — average less 
than 2¢ a sq. ft. of copy. 


High Paperwork Costs? 


Put an end to high cost in your 
paperwork with a Bruning Copyflex 
order-invoice system. No matter what 
procedure you now use, Copyflex can 
be adapted to it and process your paper- 
work in minutes instead of hours. Send 
coupon today for free booklet. 


*Name on request 


r — om oe om CHARLES BRUNING COMPANY, INC.4o cee cee coe oe "1 
4700 Montrose Avenve, Chicago 41, Illinois Dept. 1123 


C0 Send me free booklet. 
C) Show me how | can use a COPYFLEX order-invoice system. 


Title 


Zone .... Hate 


abeeei vil 


Today’s Paperwork Engineered G; Y 
with Jet-Age Speed 
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Archaic. 4 Tod 
alconry: To gt 
r feather 

« Hence 
to equip wit 


ower of 


velop 1 | 


IMP, v-+t- & 2. 
also, implant. bF 
(a wing, tail, 0 


repair 
or feathers. 


a feather 
1 (wings) 
so as to de 


fastel! on or 


( wings) 
flight, — often ¢ 


ised ggurativalye 
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BENEFICENT IMP 


iy our elastic English language, IMP has meant what our elders called 
us when we upset their equanimity, or perhaps their equilibrium 
But it has also meant, in the language of knightly faleoners, to add 
feathers to a falcon’s wings for greater speed and power. 

Today, IMP has a meaning in business, too. 


And this IMP, like the falconer’s, means something very much like 
adding wings, but to industry rather than to the bird. For through this 
IMP, industry multiplies its speed and power to serve. 


This modern IMP is our Industrial Multiplication Potential. 
More directly, our industrial distribution system. 


It’s the high gear our industry runs on to get the supply where the 
demand is. 


At the Carboloy Department of General Electric Company, every suc- 
ceeding year emphasizes to us that the IMP is essential to our business. 
And therefore, the IMP is SOP* with us. 


As we mark a quarter century of manufacturing, we feel, more than 
ever, that our success lies with the distributors who represent us — al! 
122 of them. For we have a distributor organization second to none. 


Without our distributors, our sales and our services would be consider- 
ably less effective. 


With them, sales and services are multiplied. 


As this team starts its second quarter century of engineering, manu- 
facturing and selling Carboloy products, we say to our distributors: 


“Well done — and thank you!” 


And through our own distributors, we thank all industrial distributors 
who are helping to keep American business the leader in a free world 
today. 


“Carboloy” is the trademark for the products of the Carboloy Department of General Electric Company 


CARBOLOY 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Street, Detroit 32, Michigon 


*Standard Operating Procedure 
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YOU PRESENT 
YOUR 
ORGANIZATION 


 etenger the impor- 
tance of a catalog 
designed and produced to fit ex- 
actly into your sales picture. A 
catalog that can go out into the 
field and give your organization 
top representation. 


Consider the competitive situation 
that exists today. It means that 
the catalog you send out must be 
equipped through expert compil- 
ing, printing, and binding to do 
an effective sales job. 


One of our catalog specialists will 
be glad—at any time—to discuss 
your catalog requirements with 
you. He'll tell you how you get 
all sales benefits in a CUNEO- 


built catalog. 
* 


239 EAST CHICAGO STREET 
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TO BEST 
ADVANTAGE 





MILWAUKEE 1, WISCONSIN 
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other non-moving parts, 4-watt lamp 
is encased in chrome wall fixture of 
tapered design, in satin diamond pat 
tern 

Uhe device is 64-in. high, equipped 
vith S-ft ivory cord and plug, read 
for use on any 110-125 velt AC ci 
cuit. The ozone lamp, with continu 
ous 24 hour use, is said to have life 
f approximately 4,000 hours (six 
months 

Because of the reflector plate d 
ign, it is said the unit can also serve 
is a soft might light 

Ihe new deodorizer is available im 
three models: Model 101, single lamp 
unit is said to police approximatel 
1,000 cu. ft.; Model 102, twin-lamp 
unit, 2,000 cu. ft.; Model 103, three 
lamp unit, 3,000 cu. ft 

Specialties Division, General Manu 
facturing & Distributing Co., Quincy, 


Mich 


Pipe Insulation 


Thermal Conductivity 
Improved About Five Percent 


\ finer fibered pre-formed pipe in 
sulation, said to include all the ad 
vantages of the old product plus more 
resistance to abuse, easier handling 
and improved thermal efficiency, has 
been developed 

lor use at tempcratures from sub 
zero to 450 deg. F., the new pipe in 
sulation is available with canvas cov 
erings, or vapor seal jackets for cold 
lines and with a waterproof roofing 
felt jacket for outdoor use 

According to the manufacturer, the 
thermal conductivity has been im 
proved about 5 percent over the ther 
mal efficiency of the old product. It 
is further stated the new pipe insula 
tion is durable, fire-safe, non-corrosive, 
moisture resistant, easily fabricated, 
resilient, and provides no sustenance 
for insects, mold growth or vermin 

Owens-Corning Fiberglas Corpora- 
tion, Toledo, Ohio 





aes Aicast 


vw! 


> “A dominant advertising and promotional program, 


aimed at the ultimate consumer, will be maintained at all times. 


Wherever feasible and possible, all Atkins sales promotional effort will be 


so directed as to exploit the Atkins-Brand name beyond its present, estab- 


lished level of acceptance.” 


* Atkins Sales Policy, Point 4 


we 8 SSR eRe ee 


TKINS SAW DIVISION-BORG-WARWNER CORPO 
INDIANAPOLIS 39, INDIANA 


INDUSTRIAL DISTRIBUTION © DECEMBER 





HUSKIER AND HANDIER 


INSTANT HEAT 
up to 275 Watts 


Finest, fastest soldering tool you've 
ever seen— the new WELLER Electric Gun, 
completely redesigned and packed 
with features and power for every job. 


Four models — s:ngie and dval heat 
light and heavy duty 
®@ Instantaneous thermostatic control @ Full, 
constant heat © Perfect balance © Prefocused 
spotlights @ Shotterproof housing ©@ Low-cost, reploceable 
Soldering, Smoothing and Cutting tips @ Longer reach 


WRITE FOR PRICE SCHEDULES AND CATALOGS. 


831 Packer Street, 
Easton, Pa. 


For Volume Sales 


CONCO SPUR GEAR HOIST 
In capacities ranging from 1%-ton through 25- 
ton. All modern features. Request bulletin 1540. 
For army type and low-headroom type trolley 
hoists request bulletin 1550. 





CONCO DIFFERENTIAL HOIST 


Light weight, low cost. Capacities '2-ton 
and 1I-ton. Request bulletin 1520. 





CONCO |-BEAM TROLLEYS 


Plain or geared type, with Hyatt Roller Bearing wheels, 
in capacities of 1-ton through 10-ton. 
Request bulletin 1510. 


CONCO ENGINEERING WORKS 


Division of H. 0. Conkey & Co.. Division Street, Mendota, Iilinols 
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Industrial Locker 


Construction Assures 
Extra Rigidity 


A new industrial locker, known as 
Stecl-Pride, said to feature Jet-Lok 
construction for extra rigidity, faster 
assembly, no bellying and greater pilfer 
protection, has been announced. 

Side door frame and components of 
the locker are said to be interlocked 
throughout the entire length of each 
member by means of tightU-turn link- 
age at the joints. This is said to re- 
sult in considerably less bolts for com- 
plete assembly. 

Other features claimed by the maker 
include: heavy gage steel construction; 


1 | positive locking system; louvers de 


signed to assure ample ventilation and 


| protection against fire, dirt, grime and 


vandalism. 

The Steel-Pride locker, available in 
office gray and forest green, is also 
available in a wide range of sizes in 
single tier lockers, double tier lockers, 
sixteen person units and box lockers. 

Steel Service Manufacturing Com- 
pany, Steubenville, Ohio 


Pallet Rollers 


For Moving Loaded 
Pallet In Two Directions 
New pallet rollers, known as Ace 


“Trucker” pallet rollers, said to be 
light weight and easy-rolling, have 


| been announced 


Construction teatures claimed by 
the manufacturer include: frames of 


high tensile strength steel with large 
| bearing area; rolls are heavy gage, and 
| crowned on ends for easy rolling and 


floor protection; bearings are precision 


| made; axles are hexagonal and won't 
| turn in the frame. 


Frank L. Robinson Company, Oak- 
land, California 





ALLEGHENY LUDLUM HIGH SPEED STEEL TOOL BITS 


Cut to length . . . bevelled both ends . . . heat-treated to 
perfection. Just shape the point and you're all ready to 
go ...A-L Tool Bits are the last word in convenience. 


Made in a complete range of tungsten and moly high 

speed steels . . . including the new cobalt and high vana- 

dium types that offer superior red hardness, wear-resisting 

and cutting properties. 

Furnished in Standard finish or the popular Ground finish 
In a complete range of - which is extremely accurate in dimension and free from 
tungsten, moly, cobalt, 
and high vanadium types 


decarburization and scale. 


weed For real Johnny-on-the-spot service on the finest tool bits 
H 5 ° = 
SUPER PANTHER obtainable, call your local A-L office or distributor .. . 


PA SPECIA . 4 , . , 
ER Srna : TODAY! e eae ad Ludlum Steel Corporation, Oliver 
ML, LXX, SUPER DBL 


DBL-3 AND DBL-< - Building, Pittsbur gh 22, Pa. 


For complete MODERN Tooling, call 


Allegheny Ludlum sz 
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High-test, air-refined mal- 


e 
Look Inside | 3 ">== 
ing stress and stretching. 





Note Dort's non- 
corroding bronze 
seats. True bearing 
surface makes joint 
absolutely leak- 
proof. 





Note Dart's 
threads full 
and clean cut 
Stronger metal 
keeps them 
from deforming 
or stripping. 


me 
4 


Look for it in Dart bodies 
and nuts. 


Real wide seats 
give adrop tight 
joint easily. 


This extra 
heavy nut 
thrives on 
wrenching. 





( 


"mull mn 


Darts can be used 
over and over again. 
That's real economy. 





These quality features 
make Derts the union 
te push. Please cus- 
tomers, bulid business. 


UNION COMPANY 
PROVIDENCE 5, RHODE ISLAND 
The Fairbanks Co. — Distribvtors 
Boston* New York * Pittsburgh* Rome, Ga. 
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Gun Drills 


Carbide Tipped, 
For Deep Hole Drilling 


\ new carbide tipped gun drill 
recommended for deep hole drilling 
operations, and said to prove more 
economical and successful than the 
conventional twist drill, has been an 
nounced. 

According to the maker, the gun 
drill is not as readily and as easily 
applicable as the conventional twist 
dnill and, therefore, should be recom- 
mended with discretion. It is claimed 
the most successful gun drill applica 
tions are performed on special deep 
hole drilling machines that are avail- 
able commercially. The features of 
these machines are said to identify the 
following two prevalent gun drilling 
conditions: piece-part rotating and 
drill stationary; high oil pressure 

Chicago Latrobe, Chicago, I!linois 


Hose Clamps 


One-piece Design, 
Special Spring Steel 


One-piece hose clamps, known as 
Hoz-Fas-Ners, said to be manufac 
tured from special spring steel to auto 
matically provide constant uniform 
tightening action, have been devel 
oped 

According to the maker, the new 
hose clamps insure a perfect seal be- 
tween hose and hose connection, in 
spite of shrinkage, expansion or con- 
traction due to age or temperature 
changes 

lhe one-piece design is said to per- 
mit ease of application to normally 
situated hose connections or hard-to- 











Here’s the big news in the hoist field — a genuine 
P&H Zip-Lift with rope control for only $199.50. 
That’s a price that will have ’em knocking at your 
door. 


Just look at these advantages: wire rope hoisting 
for wider side pull and greater flexibility; double 
brakes for double safety; and lasting drive mechan- 
ism for years of trouble-free service. What’s more, 
it’s guaranteed to withstand an occasional over- 
load up to 25% more than rated capacity. 


There's profit for you 
when you sell “THRU-THE-AIR ” handling CORPORATION 


MILWAUKEE 46, WISCONSIN 














Yes, here’s the product to really cut you in on 
hoist profits. Don’t delay! Find out how you can 
share in the sales. Just drop us a note and we'll 
send you full information on the PaH Hoist Sales 
Plan. 

CALL YOUR 


Also available with full-magnetic NEAREST 
P & H DEALER 


push button control OR WRITE 


ELECTRIC HOIST DIVISION 


HARNISCHFEGER 
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Popular Sizes 
in Coin Pak... 


(TRADE MARK REG.) 


and Modern 2-Label Cartons 


Everybody wants M-C Lock Washers . . . machine packaged* and counted 
. which combine the advantages of 2 Great Packaging Ideas. 

Coin Pak — Makes M-C Lock Washers easier to stock, easier to handle. 

9 Popular Sizes (A.S.A. Medium) 3/16”, 1/4”, 5/16", 3/8", 7/16", 1/2”, 

9/16", 5/8", 3/4’. 


Coin Pak — cuts costs, cuts losses for the distributor, for the user. No 
counting. No weighing. Simplifies inventory control. 


*PATENT PENDING 


Coin Pak machine packaging safeguards quality . . . eliminates “linkers”, 
off-sizes, foreign matter. 


Coin Pak — and 2-Label Telescope Cartons — combine Two Modern 
Packaging Ideas — yet cost no more than ordinary packaging. 


Ask about JOB-PAK 


Modern Bulk Packaging of lock 
washers by the originators of Coin 
Pak gives you the contents of a keg 
in ONE Shipping Container, divided 
into 6 equal cartons, labeled and 
counted, designed for shelf storage 
No more kegs on floor, in aisles. 
Ask for descriptive folder. 


| the predetermined 











A 7641-% 
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reach places. The constant spring 
tension is claimed to climinate man 
ual adjustment or re-tightening, and 
non-fatiguing 
spring pressure is said to permit the 
re-use of the clamps. 

It is stated the rounded surfaces do 
not cut into hose materials whether 
rubber, plastic or fabric, and, because 


| of their special finish, they are rust 


resistant. 
Eaton 
Reliance 


Manufacturing Company, 
Division, Massillon, Ohio 


Roller 


Hand Operated, 
6 New Models 


Addition of six new models of a 
hand operated roller, said to increase 
the material capacity and forming 
width over previous models, has been 
announced. 

These models, designated Di-Acro 
rollers, are said to have a material 
capacity ranging from 16 to 24 gauge 
sheet steel, forming width range of 
12 to 42 inches, and radius capacity 
from 2-in. to infinity. 

According to the manufacturer, 
these rollers incorporate a cam-idler 
feature into their design which makes 
it possible to form circles of any di- 
ameter in two passes through the rolls. 

Bends can also be located in any 
position along a sheet of material, as 
it is Claimed the material can be fed 
through the rolls without bending un- 
til the cam lever is engaged. It is fur- 


| ther stated that round, flat and square 


stock as well as many other ductile 
materials can be formed. 


O'Neil-Inwin Mfg. Co., Lake City, 


| Minnesota 


Magnetic Pulley 


With Non-magnetic 1-in. 
Stainless Steel Shaft 


A new 4-in. diameter permanent 


| magnetic pulley, said to be an ideal 


magnetic separato: for conveying sys- 
tems where belt thicknesses are }-in. 
or less and speeds do not exceed 30 





~ eee 
wage ag 
tS 
5 thet a caeneagenae 


Large Capacities 
Rapid Delivery 
Belt Widths: 14” to 60”. 
Various Types of IDLERS. 


Catalog No. 785 Tells All. 


THE EFFR MANUFACTURING CO: 
Columbus 16, Ohio 


IF IT’S MINED, PROCESSED OR MOVED sales offices and distributors 


in principal cities 


.. ITS A JOB FOR JEFFREY! DUTH AFRICA 
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Ma. 
BETTER SEEING TOOLS FOR INDUSTRY 


Directs Light 

Exactly where Needed 
as Easily as Pointing 
Your Finger 


soottt by the inch! 


Light the Vital 
Seeing Zone 


on Machine Tools, Inspection 
and Assembly Benches 


RPM, has been announced. It is also 


| suited as a sheet steel feeder or con- 


MODEL 3267-H-174 
Overall length 32%”. 
Three instantly adjust- 
able joints. Flat oblong 
base for machine screw 
mounting. 


56 12 EACH in pkg. of 6 
ad Single Units $7.65 ea. 
® Rugged Construction withstands vibration and rough 
handling 
@ instantly Adjustable with flexible ball and socket joints 
@ Baked Enamel Finish—Exterior, Smooth Gray—Reflector 
Interior, high temperature White 
@ Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 
® Wired Complete with switch socket and 8 ft oil resistant 
cord and moulded plug 
WRITE FOR COMPLETE CATALOG of 
Localite models with various type 
reflectors, arms and bases for every 
industrial use. 


THE FOSTORIA PRESSED 
STEEL CORPORATION 


FOSTORIA, OHIO 
localites ore available through electrical 
wholesalers everywhere. 


7 
sit 


This handy storage rack holds four cartons 
of 6 x 100” brass or steel shim stock 
.+.in gauges of your customers’ choice. 
Sell the stock — sell the rack... then enjoy 
the pleasure of your repeat sales. No- 
tionally advertised top quality products. 
Your name printed FREE on rack with order 
for 50 of more racks. 


SIMPLE TO USE 
Customer simply snips stock 
off roll. Handy, saves time, 
prevents waste and protects 
shim stock too! 








4112 Union Street, Glenbrook, Conn. 
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trolling roller, and is built in 4, 8, 10, 
12, 14, 16, 18, 20 and 24-in. belt 


| widths, 


Because of the proximity of the 
magnet castings and pole plates to the 
shaft, all pulieys are furnished with 
heavy, non-magnetic, one-inch stain 
less steel shafts. ‘The non-electric 
pulleys themselves can be supplied in 
stainless steel. 

Standard construction is a flat-face 
pulley. When a crown is required, it 
is suggested a strip of aluminum be 
ae around the center of the 
pulley to control the belt. 

Eriez Manufacturing 
Erie, Pa. 


Company, 


ee 


Sander-Polisher 


Hand Grip 
Close To Work 


A new electric sander-polisher, said 
to feature compact, functional design 
with secure hand grip close to the 
work for better control, has been in- 
troduced. 

According to the manufacturer its 
quiet, straight-line action is free from 
bucking or whipping, and delivers 240 
strokes per second with the grain of 
the wood. An effective snap-lock self- 
tightening sandpaper gripper is also 
claimed. 

Ihe new sander-polisher is said to 
operate on 110-120 volts AC, 60 
cycles, 25 watts. Other specifications 
claimed include: travel oF pad #-in. 


when idling, $-in. under load; sanding 
| area 24-in. by 5é-in.; paper size 24 by 


7 e-in.; housing case plastic in colors 


| black, fire engine red or marbled 


green; working weight 24 lbs. 
Wen Products, Inc., Chicago, II. 
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Quality counts at 100 pounds, too 


Industrial plants have many places where 100- 
pound (WSP) valves could be used. Yet you'll find 
more expensive valves of higher pressure. Why? Ap- 
parently some industrial customers haven't been told 
that quality valves are available for 100-pound serv- 
ice. You can save your customers money by recom- 
mending O-B valves for such installations. An O-B 
100-pound valve has the same fine materials and 
workmanship as O-B valves of higher pressures. We 
believe quality counts at 100 pounds, too. 


a 
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Here's a Handy Chain to Sell 
for Positioning loads 


®@ The short links in this 125 Endweldur ACCO Registered 
Sling Chain can be wrapped around small projections and 
cver sharp corners. The greater tensile strength of the alloy 
material permits use of light weight chain that is easy for 
the machine operator to handle. The two 6-foot legs can be 
used as a double bridle, double choker, or in a double basket 
hitch as illustrated, 

This is only one of many types of ACCO Registered Sling 
Chains you can sell for lifting castings, sheet steel, pallets, 
machines, machine parts, quenching baskets, and the like. 
AMERICAN Sling Chains are made as small as '4” or as large as 
1!,”—with sling, grab, or foundry hooks—or special hooks for 
plates, etc. They are all individually proof-tested, registered, 
and an identification ring is permanently attached. 


Write our York, Pa., office 
for information on the complete line 
of ACCO Registered Sling Chains 


oS. 
American 

AMERICAN CHAIN DIVISION ° 
AMERICAN CHAIN & CABLE Chain 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, 


New York, Philadelphia, Pittsburgh, Portland, 
San Francisco, Bridgeport, Conn 
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Lubrication Unit 


Pressure Can Be Varied 
To 12,000 Lbs. PSI 


A battery powered portable lubrica 
tion unit, said to make low-cost ser 
ice station type grease jobs available 
at low initial cost, has been an 
nounced. 

According to the manufacturer, in 
vestment in pressure tanks and motors 
is climinated because the Greas« 
master is an electrically driven hy 
draulic ram pump operated off an 
ordinary auto or tractor battery 

The grease unit is said to fit on top 
of any standard size 25 lb., 35 Ib., 
or 40 Ib. grease container. A 10-foot 
cable attaches to the battery and a 
25-foot flexible greasing hose with a 
swivel coupler is said to service all 
types of fittings. 

Other features claimed are: pressure 
can be varied up to 12,000 Ibs. per 
sq. in. for high pressure greasing; a 
pressure regulator can be set to pro 
tect sealed bearings to prevent rup 
ture. 

G & T Industries, Wichita, Kansas 


Hose 


Designed For 
Multi-Purpose Work 


A new, wire-reinforced utility hose, 
known as Ironsides Utility hose, has 
been developed. 

According to the maker, the new 
hose, designed for multi-purpose work 
where extreme flexibility and_ resist 
ance to high pressures is required, can 
be used as an air hose, oil hose, water 
hose, gasoline hose, spray hose, and 
for hydraulic lines at working pressures 
as high as 1,500 psi. 

I'he new hose is said to be made 
with a non porous oil resistant tube, 





reinforced with 2 separate braids, one 
of steel wire and one of rayon. The 
steel wire braid is grounded to pro 
vide a positive conductor for static 
electricity. The cover is said to be 
made of thick, oil-proof Neoprene, 
and is colered bright yellow, so that 
hose can be easily scen in mines and 
other dark places 

Available with either high pressure 
reattachable or pressed on hydraulic 
fittings, the hose is made in ?-in. to 
2-in. inside diameter sizes 

Quaker Rubber Corporation, Divi 
sion of H. K. Porter Company, Inc., 
Philadelphia 


Surface Plates 


For Use As 
Reference Plates 


\ new line of granite surface plates 
designed for use as reference plat 
in layout, inspection and assembly 
work, has been announced 

According to the manufacturer, they 
ire made of Vermont Rock of Ages 
granite noted for close-knit composi 
tion, flawless texture and color ton 
Ihe stone is said to be finished on 
the head of the grain by an exclusive 
patented process 

Advantanges 
are: precision of surface 
freedom from maintenance, 
accuracy, low initial cost 

Bryant Chucking Grinder 
pany, Springfield, Vermont 


cited by the maker 
guaranteed ), 
enduring 


Com- 


Plier 


For Use On 
Standoff Insulators 


A new No. 64 standoff insulator 
iid to be suitable for heavy-dut 


plier, 
well, has been in 


all-purpose work as 
troduced 

Drop-forged rib joints and jaws ar 
features of the new plier. A groove on 
the lower jaw, and recess on the upper 
pron ide non lip gripping achon, a 
cording to the manufacture! 

Xcelite Incorporated, Orchard Park 
N. Y 





what a difference 


| 


T.B. 


Man, if only the Industrial Distributor’s job was as easy and 
carefree ar this chap’s. How simple life would be. Az it is, 
the Distributor’s job of selling to industrial users requires an 
abundance of technical service and engineering knowledge, 
as well as who, what and where his potential customers are. 
We at Wood's are well aware of this, because we've been 
marketing our complete line of Power Transmission Equip- 
ment through you Distributors for years. And, as a result 
Woods’ does their utmost to aid your sales. 
You can depend upon getting a complete “backing up,” sales 
wise. All inquiries from our extensive Tradepaper Advertis- 
ing are forwarded to Distributors. In addition, you are sup- 
wry regularly with helpful Direct Mail for your own-prospect 
ist; also Field Engineering and Sales Assistance are gladly 
given when necessary. 
If you are interested in becoming a Wood's Distributor, drop 
us a line .. . You'll profit by it. 
Sheaves + V. . . . 

Bolne - Aati-Friction Bearings » Steck Plat Bolt Pulleys sltameere 


Pillow Blocks + Couplings - Sheaves and Pulleys - *’ 
Standerd, Super and Steel Coble V-Belts + Complete Drives. 


SONS CO., CHAMBERSBURG - PA, 


Mechenicel Power Transmission Manufacturers Since 1857 
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The best ‘soft 
hammer your 
money can buy! 


¥ 


Indicator Holder 


Magnetic Base 
With 65 Lbs. Pull 


A new magnetic base dial indicator 
holder, designated ‘“liny-Titan” No. 
100, has been announced. 

According to the maker it mounts 
instantly to flat or rounds down to 
j-in. in diameter with a pull of 65 Ibs. 
Other features claimed are: climinates 
awkward clamping; fast, accurate ad 
justinent; no unwieldly knuckle joints 
or pivot screws to wear or cause indi 
cator lag; swivel adaptor allows 360 
deg. adjustment in all directions; at 
tachment is made with a 3-step uni 
versal rod 

Enco Manufacturing Co., Chicago, 
Tl. 


Pump 


To Meet Continuous 
Water Recirculation 


A new industrial pump with scoop 
rotor and rubber roller-type vanes, dc 
signed for production in bronze to 
meet continuous water recirculation 


ough, resilient water buffalo 
face leliver needed power, 
cushioned to protect fine finishes 
and delicate parts. Faces 
quickly and easily replaced 
Safety-Flare handle gives com- 
fortable, non-slip grip. When 
you need a ‘soft’ hammer, 
make sure it's a C/R RAWHIDE 
Jaw-Head. 


FACES REPLACED 


IN SECONDS 
Merely loosen- 
' ing a nut re- 


leases jaws for 
replacing faces 
Tightening nut 
holds taces in 
vise-like grip 


@ Available from leading 
industrial suppliers Also 
C/R® Rawhide mallets and 
Rawhide mauls 


for further information erite Dept 


). 
cnicaco byawhide mrs. co. 


1301 Elsten Ave Chicago 272, Ill 


requirements, has been announced 

Designated Model 4300, the unit 
is said to be engineered for continuous 
duty service through the use of sealed, 
permanently lubricated ball bearings 
An additional feature claimed by the 
maker is a pressed fit of stainless steel 
shaft into the inner ball bearing race 
to restrict lateral movement of the 
rotor, minimizing end thrust wear 
within the pump 

Model 4300 pump impeller is said 
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TEETH THay, ” 
rT 
ry EEE EEC, , & 


The Milled Curved Teeth of Vixen 
Files have deep gullets and wide pitch to 


prevent clogging. This eliminates 


Vixen is the original and tracking or serrating and leaves a scratch- 


still the best. These milled : 
curved tooth files cut freer, free work surface. Made of special analysis 
faster, smoother because: chrome steel, Vixen’s undercut teeth 


remain keen longer. Vixens are 
. Milled curved teeth are actu- ' B —* 
ally miniature milling’ cutters. available in all types of milled curved 


. Gullets are not pointed but teeth files—a complete line. 


rounded, to make chips fall 
free easier. THESE FAMOUS FILES ARE 


Cmarican Striss > MADE ONLY BY 
. Undercut teeth have distinct HELLER BROTHERS CO. 


cutting action, do not scrape America's Oldest File Manufacturer 
or abrade. NEWCOMERSTOWN, OHIO 


4. Special analysis chrome steel 
keeps teeth sharp ionger. WHITE ENVELOPE 


5. Vixens may be resharpened 
many times. 


ASK YOUR HELLER 
DISTRIBUTOR FOR 
COMPLETE INFORMATION 
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Push-button Muscle 


The tough little brute of a work-saver your 
customers want—to thread, cut or ream pipe 


RiBzaIb> 


“400” Portable POWER DRIVE 


It's light weight! 


@ The last word in easily portable 
power to turn pipe for threading, cut- 
ting, reaming with hand tools—quickly 
pays back its cost in saved time and 
work. Capacity ‘4’ to 2” but scads of 
power even for geared tools to 12”. 
RIGID design 3-jaw chuck, 6 pin- Portable Stand 
ions, one always handy. Self-centering 
workholder in rear. Sealed-in lubrication—no oil to spill. 
Famous RIGID “guts” in it—scores of thousands in use. Prof- 


itable sales, fast turnover—write us today for the whole story! 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 
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to be self lubricated by water and de- 
livers approximately 7 GPM at 50 lbs. 
pressure and 1750 RPM. Pressure 
range is from 0 to 75 psi. The new 
pump is furnished with j-in. ports, 
recommended speeds to 1800 RPM 
Weight is 44 lbs. net. 

Hypro Engineering, Inc., Minne 
apolis, Minn. 


oa 


Air Cylinder 


Features Built-in 
Operating Valve 


A new linc of air cylinders featur 
ing a built-in operating valve has been 
announced. 

This type of cylinder is said to elim 
inate one pipe connection usually re 
quired for a double acting cylinder 
and increase efficiency by reducing 
line friction. 

Ihe integral valve is of universal 
type furnished so that it can be oper 
ated by miniaturc poppets, direct or 
remote, or converted to single or dou 
ble solenoid operation. Valve can be 
furnished with dual speed controls. 

A full line of two-way poppet valves 
for air-limit, hand or foot operation 
will be offered in addition to standard 
clectrical conversion units. 

Carter Controls, Lansing, Illinois 


Cutter Attachment 
Increases 
Spindle Speeds 


A new high speed attachment for the 
makers’ Strand flexible shaft machine, 
said to increase spindle speeds to three 
times the rated speed of the motor, 
has been developed. 

According to the maker, the attach- 
ment was designed primarily for use 
with carbide rotary files and cutters, 
as well as high speed steel tools, and 
meets surface-feet-per-minute recom- 
mendations for the use of this type 
equipment, 

Che high speed attachment clamps 
onto the flexible shaft machine motor 
itself in the same fashion as a stand 
ard flexible shaft. When fitted to 
the maker’s Strandflex 4-speed gear 
drive flexible shaft machine, the new 
attachment is said to provide a choice 
of cight spindle speeds—the basic 
four speeds of the machine with stand 

(Continued on page 168 





WYTEFACE’ sells on sight! 
because it’s BLACK and 
WHITE and every inch 


Gilrelamollela Munters lilt melamcaillic 
with crisp fore} muilela dlile LMA macre 
at every inch faehi@sMmial= 
customer's eye and give him the 
immediate urge to buy 

That's why Wyteface Tw Viilsalae| 


most-wanted steel tape 


A Few Inches of Display Give Yards of Profits! 


KEUFFEL & ESSER CO. 


NEW YORK + HOBOKEN, N. Jj 
r St Louis « Detroit « San Fr 
los Angeles - 


Chreago 


FAVORITE} WYTEFACE: For 
your customers who want the 
best. Case with new tough 
Burgundy red cover and 
nickel p'ated mountings. Foot 
markings in red. Available 
in 25’, 50’, 75° and 100’ 
lengths. tn 


BOSS* WYTEFACE: Rugged, 
“he-man”’, aluminum case, 
with non-slip finger grips. 
Wide-sweep winding handle. 
Foot markings in red. Priced 
for volume sales . . . in 50’ 
and 100’ lengths. 

*TRADE MARK 


HANDY{t WYTEFACE: Tape 
Rule is available in 6’, 3’ 
and 10’ lengths. 
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Perhaps you know these men. Many industrial distribu- 
tors do. And others certainly should. 


These men are your ambassadors extraordinary. They have 
a total of over 150 years promoting your importance to 
your suppliers and potential suppliers across the country. 
They’re InpusTRIAL DistriBuTION’s publisher, four district 
managers, and business manager. Meet Arch Morris, E. N. 
Grantvedt, Ed McOsker, John Ora, Pete Thayer and Art 
West. 


These men are your special envoys to over 3,000 manu- 
facturers of production, operating and maintenance equip- 
ment, tools and supplies and their advertising agencies 
and marketing consultants throughout industrial America. 
They counsel and work with these manufacturers in sales 
and distribution planning. They promote and foster a 
closer working relationship between you and your present 
suppliers. They sell the philosophy of using distributors 
to potential suppliers. They are your spokesmen to virtu- 
ally every important person in industrial sales and dis- 
tribution planning. Their efforts are supplemented by 
McGraw-Hill salesmen in Atlanta, Dallas, Los Angeles 
and San Francisco. 


Of course some manufacturers, like the advertisers in 
INDUSTRIAL DISTRIBUTION, are well aware of the impor- 
tance of the industrial distributor. They don’t have to be 
sold, But others do. 


That’s why these men keep hammering away at such 
basic points as: 


— The real service you perform for both buyers and 
suppliers 

— Your coverage of the industrial market. 

— Your extensive contact in manufacturing plants, 
mines, quarries, oil fields, utilities and service indus- 
tries. 

— Your proven acceptance among industrial buyers. 

— The importance of building and retaining a sound, 
working relationship with you. 











Arch, Grant, Mac, John, Pete and Art are six good reasons 
why your suppliers refer to INDUSTRIAL DISTRIBUTION as 
“headquarters for distribution information,” why distrib- 
utors say it is a “truly indispensable service” to the field. 
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- 
iT (| U S T rl (] The McGraw-Hill publication 
edited exclusively for Industrial Distributors 


and their salesmen. 


Distribution 


330 WEST 42ND STREET. NEW YORK 36, W.Y. 
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See 1. ALLEN MANUFACTURING COMPANY executives inspect the 


company's new training movie “Hold Everything.” Viewers are 
(1 to r) Ellsworth Grant, Vice President, Willis Horner, Sales 
Manager, and Malvern J. Mather, Executive Vice President. Film, 
which was produced for distributor salesman training, graphi- 


how cally portrays the sales advantages of Allen fasteners and aims 
to help distributors achieve the full potential on Allen products. 


4. ELLSWORTH S. GRANT, Allen's 

Vice-President, tells how distributors gain 

from Allen advertising. “In spending our 

’ dollar for trade paper advertising,’ Mr. 

Grant says, “we have gone to consid- 

hel S erable trouble to find oyr who in industry influences the purchase 

of socket screws and related products. From our research we 

have been impressed with the role played by plant operating 

personnel in determining what kind of fasteners are going to be 

used and even what make. In our opinion this role is becoming 
increasingly important.” 


distributors 
SELL 


FACTORY 


MANAGEMENT AND MAINTENANCE 








2. ANOTHER ALLEN DISTRIBUTOR AID is the new sample 
kit for distributors’ use. It contains samples of all Allen 
fastening products. Here Charles Bellerose, (left) Allen sales 
representative, demonstrates the kit to Robert M. Grant, 
President of R. M. Grant Tool Supply Co. of Hartford, Conn 








3. POWERFUL DISTRIBUTOR HELP comes from the Allen in- 
dustrial advertising program. Hard-hitting advertisements 
in leading industrial magazines sell the unique advantages 
Allen offers. And every Allen advertisement directs users to 
the local industrial distributor. 


5. TO CATCH THE ATTENTION of plant operating men as 


fully as possible, Allen picks FACTORY. Why? Let Mr. 
Grant tell you — ‘First, because of its coverage. Second, 
because of its outstanding editorial content. Third, because 


of its readership popularity.” 


Take a look at the advertising support you get on every 
product line you handle. If FACTORY is on the list, you are 
getting sales help where it really counts! 





A McGRAW-HILL PUBLICATION 
330 West 42nd Street, New York 36, New York 





eye it 





try it 





> 
buy it 


Baul PEIN 
HAMMERS 


by BILLINGS 


THEY CAN TAKE IT! It’s the opinion of 
men doing those tough jobs—punishing 
jobs where a hammer must take a steady 
hourly beating day in and day out. 





Here are some of the reasons why... 
(1) Heads are Vitalloy® Forged of 
selected alloy steel, (2) Held within con- 
trolled specified hardness limits, (3) Heat 
treated to develop the ut most in physical 
properties, (4) Every head Magnaflux(*) 
inspected, (5) Distinctive convex shape of 
Eye, (6) Securely driven wedges 
interlocked for safety, (7) Billings guaran- 
tee of sound, perfect Heads, (8) Handles 
of selected, second growth hickory, waxed, 
(9} Two finishes, full polished (Model AD) 
and black with bright Face and Pein 
(Model BC). 


SAFETY EVE 
CONSTRUCTION 


INTERLOCKING WOOD 
AND METAL WEDGES 


*One of the best methods of indicating cracks or flaws in 
the structure of steel. 


Yes, Billings Hammers can take 
it and build sales for you with 
every blow ... Do you know 
about the Billings Selective 
Distributor Policy # 


QUALITY TOOLS AND FORGINGS SINCE 1869 
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ard shaft, plus four more with the at 
tachment. 

Top speeds are said to range from 
13,500 to 36,000 RPM, depending 
upon which unit ts used with the high 
speed attachment. It can also be fitted 
to standard Strand units. 

Franklin Balmar Corporation, Balti 
more, Maryland 


Mason Rule 


Modular Spacing 
For Faster Work 


A new mason’s modular spacing 
tule, said to give faster and more ac 
curate work, has been announced. 

The No. 646 rule has one side 
marked with a 16-in repeating series 
of numbers that show the vertical 
coursing for the following modular 
masonry units: concrete block and 
glass bricks, facing tile, economy brick 
and small facing tile, engineered 
brick, standard brick and Roman brick. 

The first section is 4-in log, which 
is said to permit butting the rule on 
the first 16-in module. As all other 
sections are an even 6-in long, the new 
rule can also be used for spacing six 
and twelve-inch glass blocks. 

The other side of the rule is marked 
copsecutive inches to 16ths on both 
edges. 

The Lufkin Rule Company, Sagi- 
naw, Mich. 


Acid Hose 


With Improved 
Tube and Cover 


Development of a hose highly re- 
sistant to a wider range of acids, salts, 
alkalies and other solutions has been 
announced. 

According to the manufacturer, this 
improvement has been made in its 
Condor acid discharge and Condor 
acid suction hose by compounding a 
new special synthetic with other acid- 
resisting materials for tube and cover 

The tube of the new hose is also 
claimed to be highly abrasive resistant 
to withstand slurries. 

Raybestos-Manhattan, Inc., Man- 
hattan Rubber Division, Passaic, N. ]. 





For a Good Holding Job 


I¢ you're in the market for fasteners— 


Vad ’ 
no matter what style, size or quantity—get in 2g, Og 
touch with Bethiehem. 
. ‘ M h Iti 
Bethlehem Bolts and Nuts are turned out in aybe you have a bolting 
problem that calls for a fas- 





tener of special design. If so, 


huge quantities at our fastener plant at Lebanon, 
our engineers will be pleased 


Pa. We make just about every type of fastener to look into your problem, and offer recommendations. 











imaginable, and furnish them either plain or 


galvanized. BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA, 


You'll like Bethlehem Bolts and Nuts. You ee oe BETHLEHE}y 


| i ) . | ore sold by Bethlehem Pacific Coast Steel STEEL 
can always count on them to do a good job. Corporotion. Export Disivibuter: Cothichem 


Steel Export Corporation 
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INDUSTRIAL 
WORK CLOTHING 


identical condi 


tions with shirt shown below. Corrosive 
dust and chemicals couldn't hurt this 
sturdy, rugged material. 


Allsafe 
Dynel 
Still Good 
for Years 
of Wear 


Worn for two 
weeks in a typ- 


Ordinary 
Cotton or 
Wool Good 
Only for 
Rags 


After 2 weeks’ wear in same plant, 
same conditions as shirt above, this is 
good only for the junk pile 


Outlasts Cotton or Wool 
Ten Times Over 


Repeated On-the-Job « 


tests like this prove 
that ALLSAFE DYNEL is 
cheapest in the long 
run-more satisfactory 
than any other work 
clothing at any price. 


Not Only Tough 
and Rugged but 
Good Looking! 


Carefully tailored, re 
juire ne ironing, dre 
wrinkle free and re 
peated washings do not 
affect it. Theonly work 

thing men don't 
mind wearing on the 


treet 





FREE TRIAL An ALLSAFE DYNEL 


garment to inspect in plant. 
Write for details today. No 
charge if returned in sale- 
able condition. 


Conestcon ri llaafe C2, (me 


170 














Revolving Bins 


Revolve In 
Either Direction 


New revolving bins, said to be com- 
plete units, ideal for bulk 
stock, parts, nuts, bolts, screws, etc., 
have been introduced. 

According to the maker, the new 
shelves revolve in either direction on 
ball bearing rollers. Each shelf has 5 
dividers and continuous 
labelholders. Additional dividers can 
be added. Shelves are stabilized to 
prevent sagging when unevenly loaded; 
broad base prevents tipping. Finish is 
green baked-on enamel 

The new shelves are available in a 
7-shelf unit—34-in. diameter by 654 
in. high, and a 4-shelf unit—34-in. 
diameter by 37%4 in. high 

Lyon Metal Products, Incorporated, 
Aurora, Illinois 


storage 


permanent 


Drop Forged Chain 


Flexible In 
Four Directions 


\ new 24 in pitch drop forged con- 
veyor chain, known as Duraflex, has 
been announced. 

According to the maker, it has an 
ultimate strength of 37,500 pounds; 
is flexible in four directions; has no 
riveted pins; can be assembled or dis 
assembled without tools. 

It is further stated that both links 
and pins, being of hard, smooth, 
forged steel, are easily cleaned. 

Jervis B. Webb Company, Detroit, 
Mic h. 
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Another big step 
for MARSH 


Make no mistake about it: the 

developments presented in the 

advertisement reproduced above 

will be recognized as the two 
greatest contributions to pressure gauges 
in recent years. This message has gone 
out to about a million users of pressure 
gauges teliing them 


ee i 





1. Marsh has perfected a new process — 
the “‘Conoweld” process — for fusing the 
socket, tube and endpiece of a gauge into 
one integral, permanently leak-tight unit. 


2. Marsh has developed a new copper- 
clad case — the ‘‘Marshalloy’’ case — four 
times as strong and one-third lighter than 
a cast iron case, yet a8 non-corrosive 48 a 
plastic case 


Yes, the leader in the pressure gauge field 
has taken a still longer lead. The most 
acceptable line has become still more 
acceptable. It will pay you to push the 
line that provides so much extra sales 
leverage the Marsh line of pressure 
gauges, dial thermometers, refrigeration 
controls and heating specialiies 

Ask for latest catalog and price data 

MARSH INSTRUMENT CO. 
Sales Affiliate of JAS. P. MARSH CORPORATION 
Dep?. C, Skokie, Il. 


“" the gavge 
~ with the 
ond 
epecalibroror’ = ; been 


+ hos 
n- 


vickes 


GAUGES + VALVES «+ TRAPS 
DIAL THERMOMETERS * 
HEATING SPECIALTIES 








n the air can make a fluores lets on the Dri-Film* lamp, forms a 


amp slow to start. The wet film smooth coating on the ordinary lamp 

that condenses on the lamp is a good You get Dri-Film*® on G-E Rapid 

eye enough conductor to detour some of the Start lamps. It's invisible, won't rub 
Silicone coat on new G-E r ty needed for proper starting off, helps assure you all the light you 
eneral Electric has tailored a “rain pay for. Many leading manulacturers 

° hat stops this. It's made of have designed lighting fixtur to use 
Rapid Start lamps helps silicone and breaks up the wet film into Rapid Start lamps and their special 
inv droplets, leaving dry areas that in Rapid Start ballasts. You expect the best 

° rupt the electrical contact. Less cur value from G-E fluorescent lamps. 

them Start quicker ent tolen. Starting is quicker, sure Here's another reason you can 
We call the coating Dri-Film*. The For more information, write General 

photo above shows the difference it Electric, Department 166-1D-12, Nela 





makes. Moisture breaks up into drop Park, Cleveland 12, Ohio. 


“a 


’ 


You CAN pul you) nhiler 


GENERAL ELECTRIC 
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BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “yes’’ to most of them, you--and your company— 
are doing a needed job for the National Blood Program. 


PLOVEES TIME OFF TO MAKE DORSED THE LOCAL BLOOD 
BLOOD DONATIONS? DONOR PROGRAM? 


YOUR COMPANY GIVEN 
Any RECOGNITION 10 
ri RS 

YOU HAVE A BLOOD AS THIS INFORMATION 
ON R HONOR ROLLIN YOUR iIVEN THROUGH PLANT BUL 


HAVE YOU GIVEN YOUR EM O HAS YOUR MANAGEMENT EN 


HAVE YOU INFORMED EM 
PLOYEES OF YOUR COMPANY'S 
PLAN OF CO-OPERATION 


MPANY ETIN OR HOUSE MAGAZINE? 


HAVE YOU ARRANGED TO HAVE HAVE YOU CONDUCTED A 
A BLOODMOBILE MAKE REGU 
LAR Visit 


DONOR PLEDGE CAMPAIGN IN 
YOUR COMPANY 


HAVE YOU SET UP A LIST OF 
Oars sO THAT EFFI 

CIENT PLANS CAN BE MADE 

FOR SCHEDULING DONORS 


Remember, as long as a single pint of blood may mean the difference 
yetween life and death for any American . . the need for blood is urgent! 





ts 


600009 


NATIONAL BLOOD PROGRAM 





thig 
man 
has 


Ot 


in his veins ! 


Of course he’d never volunteer to give blood, 
anyway. But any resemblance of this old duffer 
to the average, red-blooded American is a 
mistake. 

For instance, several million healthy Ameri- 
cans have given blood. But it’s not enough. 

So this is to tell several million more Americans 
that their blood is needed—now! 

We’ve never let anyone down who was in 
trouble. When a GI gets wounded and suffers 
shock—he’s in bad trouble. He’s got to have 
blood and lots of it! Folks here at home need 
blood too—to save their lives. 

So make a date with your Red Cross, Armed 
Forces or Community Blocd Donor Center. 
One hour and you’re on your way. 


GIVE 
BLOOD 


.give it again and again 
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BALL- 
BEARING 


GRINDERS 


CARBIDE TOOL GRINDER 


BALDOR builds a complete line of bench and pedes 
tal type grinders (including the special Carbide 
Tool Grinder shown above). 6” to 12” wheels, bal 
anced for smooth operation and precision grinding 
Ball-bearings in dust-proof housing are lubricated for 
life 


BALDOR ELECTRIC CO. 


4364 Duncon Ave. ST. LOUIS 10, MO. 


SOLD 
THRU 
DISTRIBU- 
TORS 


Ask for 
Bulletin 
321-H 


BIG ORANGE 
Shackles Have It! 


=D 
Forged of Hi-STRENGTH STEEL 
Eaten Strong 


Eien Tough 
ANCHOR Screw Pin SHACKLES 


ond 
CHAIN Screw Pin SHACKLES 
Now Available in Sizes 
Y “ to 1 yY" 
SELF COLORED or GALVANIZED 
Write for Literature and Prices 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 


Pumps 
Controlled Volume, 
Metering Type 
\ new line of controlled volume 


pumps, said to assure positive delivery 


of precise quantities of a wide range 


of normal and hard-to-pump liquids 
has been announced 
According to th 


pulp will hand! 


maker, these 
uch materials as 
ibrasive — slurric sohids, 
l ou ind COTTOSIN¢ 
dition to light solvents, liquefied gases, 
id hot, cold and heavy 
It is further claimed that liquids 
delivered in quantities as low 

is high as 


ll pended 
chemicals, in ad 


liquids 


mulliliters per hour to 


illons per minute against pre 
to ZU.000 pst 
Pumps are made of brass, nickel, 
18-8 stainless steel, plastic, hastelloy, 
C and B monel, cast iron and steel 
C C Pump Mfg. Div., Palmyra, 


N. J 


Hack Saw 


Anguar Cuts 
In Any Position 


Called the Hand-I-Hack, a new 50 
lb. portable powe1 hack saw, said to 
metal, plastic or fibre stock of 3-in 
r less diameter at any angle from 45 
to 90 degrees, has been announced 
According to the maker, a new prin 
ipl vhereby — the iw blade draw 
its and then lifts on its return stroke, 
iminates the necessity for weights, 
nd enables the saw to be opcratec 
t Ih) honzontall or upside 
aown 
With its work vise clamped to a 
r pipe, the new saw is said 


upporting and ready to 
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WHEN YOUR CUSTOMERS 


NEED PRESSES 


ARBOR 
PRESSES 

1 to 25 tons 
Bench, Pedestal 
or Floor Models 


HYDRAULIC 

PRESSES 

25 to 300 tons 

Electric, Air, or 
Hand Operated 


and get your share of the 
press business 


SPECIAL 
PRESSES 
engineered 
to 
individual 
require- 
ments 


ANY 
" = 
oe 


“we 


PRESSES 


DAKE ENGINE CO. 


631 Monroe St. 
Grand Haven, Mich. 








NEW 


HORTON 


SEE 
SHOW 
SELL 





Another Horton first, this sales aid 
gives ycu the lever tc pry open the 
accounts that mean sales and 
repeat business. 

The Horton Demonstrators are 
exact in every detail and show the 
internal operation of the chuck. 
Now you can actually SHOW the 
built-in Horton Extras. 

Set up a date with your Horton 
Representative NOW while this 
new idea is hot! 


HORTON 
CHUCK 


ekiel ae 4014.4 @elali, 


make repeated cuts within a toleranc« 
of .010-n quar 

The saw frame is light weight, cor 

m-proofed cast aluminum alloy 
Sawing pressure is said to be regulated 
entirely by a knurled screw on the side 
f this frame where adjustments in cut 
ting pressure can be made from ex- 
tremely light for cutting thin tubing 
ils to sufficiently 
heavy to handle solid stecl 

Th iw’s operation is fully-auto 
matic, shutting itself off after 
ing a cut. Saw blade speed of 155 
strokes per minute, without load, is 
said to be provided by a stecl worm 
caled in oil, 


md other soft materi 


complet 


ind i bronz WOT 2Catr, 
powered by a standard make 
Lhe mo 


which are 
one-third hp electric motor 
tor 1s equipped with a 6-ft grounded 
lead cord and plug 

Ihe saw’s vise, a semi-steel machine 

with sliding jaw, is adjustable 

und calibrated for cutting angles up to 
+5 degrees 

Lipe-Rollway Corporation, Syracuse, 
N.Y 





Valves 


Automatic Pressure Reducing, 
And Regulating Series 


\ new serics of automatic pressure 
reducing and regulating valves, known 
1S l ype BBC, intended primarily for 
use on Bunker C oil service as well as 
other dirty liquids or fluids with high 
viscosity, has been announced 

According to the maker, all sizes are 
of the direct acting, single scated, 
pring loaded diaphragm type pressure 
reducing and regulating valve, which 
iutomatically reduces a high pressure 
to a low pressure and maintains that 
lower pressure at a constant 

The valves are said to be fully self 
contained, with simple pressure adjust 
The inner valve and valve seat 
ire both renewable, both of stainless 
steel. It is claimed there are no small 


ports or passages to foul up this new 


ments 
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...@ good, long 
established 
seller. . . 

easy to store, 

easy to ship, 


for maintenance, 
means repeat 
sales assured... 


. «+ yes, our popular ADAMANT 
Fire Brick Cement heads a complete 
line of refractories supplies. Other 
BOTFIELD Products include: Castables, 
Plastics, Ramming Mixes, etc. 

BOTFIELD backs its Distributor's 
sales efforts with consistent trode 
paper advertising, both locally and 
nationally . . . and with special aids 
from time to time 

Write for our Distributor Proposi 
tion today we believe it will prove 
cttractive to you! 


REFRACTORIES CO. 


781 S Swanson St. Philadelphia 47, Pa 
In Canada, Conadian Botfield Retractor- 
ies Co., Ltd , 171 Eastern Avenue, Toronto 


* 
METAL FLOATS 


Copper-Monel-Nickel-Brass 
Everdur-Aluminum-Stainless Steel 


Engineered to Your Specifications 


, 
. l Ss 
FLAT 


COLUMN CYLINDRICAL BALL 


HARRIS 
CAN SUPPLY YOU 


@ Made of copper, plain steel, copper 
plated steel, stainless steel, aluminum, 
brass, monel, pure nickel, Admiralty and 
Everdur, or any suitable metal for open 
tank and all pressures. 

@ Seamless copper ball floats carried in 
stock in diameters ef 3”, 4", 5”, 6", 7”, 
8”, 10” and 12” for open tanks and pres- 
sures of 25, 50, 100 and 150 Ib. Fieats in 
special sizes and pressures— 

MADE TO ORDER. Stainless steel! ball 
floats larger than 12” diameter can be 
made up specially. 


Write for Metal Float Catalog. 
ARTHUR HARRIS COMPANY 


Dept. ID 
212 N. Aberdeen St., Chicago 7, Ill. 

















Scene in boiler room of Williamsville Central 
School, Williamsville, N. Y. General Contractor 
John W 


I 


J. Edd 


Cx 


I 


mwper Co.; Insulation Contractor 


both of Buffalo, N. Y 


« gM offers you 4 complete line 


of THERMAL INSULATIONS 


For the insulation of equipment and 
piping in the Williamsville Central 
School, K&M Thermal Insulatious 
were used exclusively. 


Boilers, heat exchangers, breeching, 
and all exposed supply and return risers 
were covered with “Featherweight”’ 
85°,, Magnesia. All supply mains and 
concealed risers were covered with 
K&M Simplex “Super Shrunk’”’ White 


Glazed Pipe Insulation. 
All K&M Insulations are easy to 
Nature made Asbestos... 


Keasbey & Mattison has made it 
serve mankind since 1873 


* KEASBEY & MATTISON 


COMPANY + AMBLER - PENNSYLVANIA 


apply, dependable, and highly efficient 
in their respective ranges. They are 
made in various forms to suit any 
application. 


If you are looking for a truly out- 
standing line of low pressure insula- 
tions, write us now requesting com- 
plete information on these profitable 
K&M products. 





RANGES OF KEASBEY & MATTISON LOW PRESSURE INSULATIONS 





INSULATION sop 
00°F 400°F 500°F 600°F 





DUPLEX 








AIR CELL 





FINE CORRUGATED AiR CELL 





SPECIAL FINE CORRUGATED 
AIR CELL 





SIMPLEX “SUPER SHRUNK 














FEATHERWEIGHT” 859% MAGNESIA 
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EXTRA PROFITS FOR YOU | 


in these 
fast selling 


ciPE JOINT | 
COmPOUND 


| 


The favorites for over 30 years... 

acclaimed by more than 1200 jobbers, 

thousands of users from coast to coast 

Backed by a hard-hitting program of KEY Graphite Paste 

national advertising. Industrial pipe for sealing lines carrying oils 

sealing is a wide-open market. Cash in and high pressure steam 

on it! Write for free sample and infor- 

motion on profitable distributor plan KEY-TITE Pipe Joint Compound 
for sealing lines carrying water, 
gas, low-pressure steam 


2621 McCASLAND AVE. 
EAST ST. LOUIS, ILLINOIS 





on 


give your customers 


FASTER 


deliveries 











KECKLEY 
he ol 


When your customers need pres- 
sure regulators in a hurry, you can 
give them both the best regulator 
and the best delivery available. You 
can get prompt shipment of your 
orders direct from the Keckley 
plant. Most sizes available from 

stock others assembled, tested and 
shipped in a few days. Screwed or flanged 
in sizes from 4” to 6”. Pressure and tem- 
perature combinations available. 

Check with Keckley for better valves 
and beter delivery. 


SEND FOR YOUR COPY OF Pressure & Femprentuce Regulators 


CATALOG NO. 53C Pop Sefety and Relief Vaives 


O.C. KECKLEY COMPANY 


400 W. MADISON STREET CHICAGO 6, ILLINOIS 
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regulator and cause it to become im- 
operative. 

A new design incorporated in the 
contour of the piston seat is said to in- 
sure that the valve will still close off 
well under practically all operating 
conditions. Another feature claimed is 
the accessibility of working parts for 
cleaning or replacement after oon ng use. 

The new series of valves ivail- 
able with a standard square licad ad- 
justing screw, handwheel, o nd 
if desired. 

A. W. Cash Valve Mfg. Corp., De 
catur, Illinois. 


Surface Plates 


Small Size 
For Bench Use 


Black granite surface plates in a new 
small size for bench use ha een 
introduced. 

Known as the ‘Toolmaker 
size is 8-in.x]2-in.x2-in. and 
lbs. It is finished to an accuraci 
0.002-in. overall, and is recommended 
for use in small plants, for tool and 
die makers, benchmen, machinists and 
mocel shops 

Collins Microflat Company, Los An- 
geles, California 


Steam Trap 


Cast Steel, With 
Integral Strainer 


\ new cast steel side inlet, side out- 
let steam trap with integral strainer, 
has been announced. 

The mechanism is corrosion resist 
ant stainless steel, identical in design 
and construction to the mechanism 
used in the maker's traps for 900 F. 
950 psig duty. 

Designated as No. 983, the pressure 
range of the new traps is said to be 
from 0 to 600 psig, maximum capacity 
is 4400 Ibs./hr. Connections are 4 in., 
} in, or | in screwed, flanged or socket 
weld, 

Armstrong Machine Works, Three 
Rivers, Michigan 





Tool Tender 


For All Types 
Of Hand Tools 


ew mechanic’s tool kit, known 
as the ‘Tool Tender, constructed of 
natural fimish aluminum assembled 
with rivets, has been announced. 

Ihe covers of the new kit have the 
appearance of an ordinary tool box, but 
it has a base, or tool holding section, 
shaped like the roof of a house. Each 
slope is perforated with 360 holes, to 
which tool holding spring clips are se 
cured with self-tapping screws. The ar 
rangement of the clips may be varied 
to suit the user, and will handle prac 
tically any type of hand tools 

Ihe bottom of the cabinet is fitted 
with ball bearing casters and riveted to 
the base. The weight of the kit is 
nine pounds; dimensions; 12-in wide, 
]2-in high, 22-in long. 


Nuttle’s Ine., Joplin, Missouri 


Dielectric Sealer 


Protects Electrical 
Wiring Connections 


A nm ion-conducting sealer, said 
to provide lasting protection against 
corrosion and vibration for electrical 
wiring connections, has been de 
velopec 

Called EC-1120-Dielectric Sealer 
it is said to be a non-conducting syn 
thetic rubber “potting” compound 
and is apphed in the form of a heavy 
liquid by use of a putty knife, spatula 
or flow gun 

Chemical reaction, at room tem 
perature, is said to cure the sealer to 
a tough, firm, rubbery consistency. 
When “set”. it is claimed to provide 
permanent protection against corro 
sion caused by moisture, salt air, etc., 
as well as forming a vibration absorb 
ing “cushion.” 

It is also said to resist fuels and 
oils; all properties are retained through 
out a temperature range of minus 65 
to 200 deg. I 

Adhesives and Coatings Division, 
Minnesota Mining & Manutacturing 
Company, Detroit 


| We gave Q Ney 
+ ist’ 
b 4) ine Populay BLUE DEVIL 


UE DEVIL Ty 
DIAGONAL KNURL 
SOCKET CAP SCREWS 


ENDS FINGER FUMBLING IN HAND ASSEMBLY 


Now you can get BLUE DEVIL SOCKET SCREWS 
with diagonal knurled heads .. . 

a real titme- and work-saver especially 
designeg for hand assembly. 
“Diagonal Karl” means no more delay 

due to sweatgrease or other 
similar assembly hazards. 


\ 


EASY TO IDENTIFY 


“Diagonal Kpurl” immediately 
stamps a socket screw as BLUE DEVIL, 
made only by Safety Socket Screw 
Company. It’s Your guarantee of top 
quality, precisi@n manufacture and a 
variety of styleGiand sizes to meet 
virtually every fastening requirement! 


& 


Sold only through 
authorized 
Industrial Distributors 


Carety Cocker Cerew Company 


6500 Avondale Avenue, Chicago 31, Illinois 
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Standard Models of 
GRAYMILLS 
Coolant Pumps and 


Complete Systems 


EASY TO SELL FROM NEW 
CONDENSED CATALOG 
WITH NON-TECHNICAL 

SELECTION CHART. 


CENTRIFUGAL 
PUMPS 
for high volume to 
72 G. P.M, 

1/25-1/8-1/4 
1/2H.P. Also 8 
Tank Mounted 
Models. 


GEAR PUMPS 
for high pressures 
and heavy oils... 
to 100 P. S. |. Also 
6 Tank Mounted 
Units. 


Each unit packaged for quick hand! 
ing and stocking 
A complete line. Coolant pump with 
tank for every machine tool 
Send tor new catalog today 
Mebe sere you Reve our new ‘green’ coteleg 
@tIs?804 Mer tech , fow * od teeters 
men need wet be pomp «apert 


- 


~ . 
CFs 


GRAYMILLS CORPORATION 
3715 N. Lincoln Ave., Chicago 13, Ill 
4511 Melrose Ave., Los Angeles 
538 Polk St., San Francisco 
8030 Fortieth Ave, N.E., Seottie 5 


Compressors 
15 and 20 HP Models 


Added To Present Line | 


of 15 HP and 20 HP 

rs, extending the range 
if their linc from 4 HP through 20 HP 
with displacements up to 105.9 CFM, 


} } } | 
cn announced by the maker 


Th Kidition 


COMIpI 


tion, the new 
vi m » Stag lr compressors 
wailable in 22 different models to 
ver a wide range oft ipplic ition 
The Kellogg (American 
Brake Shoe Company, Rochester, 
N. Y. 


ci 


Division 


Conveyor Curve 


Eliminates Jamming, 
Slow-Ups, Stoppage 


lriven con wr curve, 
W-LIDs, janine 
ind maintain uniform 
nive vw lin , we 
een develo; 
Available in 90 and 180 degrees, the 
Streamliner power driven curve 
2 in. diameter rollers set in 54 bi 
in. formed steel channels, on « 
n channel 
20 in. in 2 in. ine 
1 4 HP, 115/230 
. sing! phase, reversible 
motor with reducer and chain drive. 
Harry ]. Ferguson Company, Jenkin 
town, Pennsylvania 
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fe nee OO Nan ow ~ 
cee. we fee) mt aet oom oe 


For extra sales... you can’t beat 
Easton Belting...a solid woven 
belting that's loaded with such 
sales-compelling features as: 


ADAPTABILITY . . . bakeries, candy 
flour and feed mills, paper box plants, man- 


plants, 


ufacturing plants and fruit packers, to name 


a few. 


INNERBOUND Construction . . . Exclusive 
production design to eliminate peeling and 


ply separation. 


VARIETY OF SIZES... Available in many 
widths and plies, Easton Belting can also 
be furnished with special impregnations 


and coatings. 


IDEAL FOR LIGHT CONVEYING AND ELEVAT- 
ING ... because of its low initial cost, dur- 


ability and maintenance-free service. 


ewe. nate era ys 





-| Remember Easton Belting . . . YOUR 

=} BEST BET FOR BOOSTING SALES! Com- 

» +f plete information available in Bul- 

J letin No. 2. Write for your free 
copy, today. 


wa A owe 
cro 
| A Texctte Besine C.: 


W Hubbord 


y Easton, Pa 





Check Valve 


No Leakage, 
Low Pressure Drop 


A new “free-flow” check valve with 
pherical poppet nose and mat hing 
eat, said to assure perfect leak-proof 
seal, has been announced 

rhe caged poppet is claimed to give 
lower than ever” pressure drop, prac- 
tically no flow restriction in non-surge 
hydraulic systems to 3,000 psi. Whilk 
the standard opening pressure is as low 
is > Ounces, stronger springs are ay 
ible in order that these units may 
used as combination in-line r 
heck valves 

The new valves are available i 
combinations of tube and pipe ports, 
for operating temperatures minus 65 
deg. to 200 deg. F. and higher on 
order. They are made in all metals, in 
sizes £ to 1 in 

Republic Manufacturing Company, 
Cleveland, Ohio 


Plastic Tape 


For Marking 
Floor Areas 


\ new pressure sensitive tape, said 
to meet the severe service requir 
ments of marking floor areas and over- 
head limits in industrial plants, has 
been released 

Phe new product, known as Perma 
cel 32 colored plastic tape, 1 ud to 
be unaffected by ordinary solvents, 
icids, grease, oil, water or alkalic Its 
ticking qualities are said to make it 
easy and quick to put down, dir 
from the roll 

Permacel comes in any 
width and in three colo 
Or vellow 

According to the make 
the industrial applications thi 
type pressure sensitive tape has 
designed for include: marking 


hine areas in plant and shop layo 


ifetvy markings for pillars and i 
erheads; indicating trafic direction 
r flow and indicating placement 
tored item 

Permacel Tape Corporation, Ni 


Brunswick, N. | 


SON-WALTON 


SS ee 


Se 





engineered for safety 


PSON-WALTON’S long experience in the 
manufacture of wire rope and rope fittings 
pays off when it comes to slings. Factory assembled 
by skilled craftsmen, Upson-Walton slings are 
tops in strength and safety. 
Upson-Walton slings are sold Wirp 
through selected distributors Rope 
eV erywhere to assure you of quic k 
delivery and a wide choice of 
associated fittings. Catalog on 
request. 


THE UPSON-WALTON COMPANY 


12500 ELMWOOD AVENUE e¢ CLEVELAND 11, OHIO 
New York * Chicago * Pittsburgh 


MANUFACTURERS OF WIRE ROPE, FITTINGS, TACKLE BLOCKS — ESTABLISHED 1671 
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Sales Helps From Manufacturers 





Carborundum Announces Abrasive Workshop Mobile Unit 





Book On Elevator Buckets 


Released By Link-Belt Co. 


Link-Belt Company, Chicago, has 
released a 12-page Book No. 2465 on 
its complete line of cast malleable and 
Promal elevator buckets for handling 
such materials coke, 
ores, gram, cement, chemicals, pulp, 


diverse is coal, 
clay, sugar and salt 

hiftv-hve standard listed 
lables give dimensions, weights and 
capacities 

Detailed information is provided on 


Sizes) are 


180 


the mounting of buckets on belts and 
chains tables and diagrams on 
bucket punching. Various chain at 
tachments and clevator bolts are illus 


trated 


with 


Triplex Screw Issues 
New Fastener Catalog 


Che Triplex Screw Company, Divi 
sion of The Murray Corporation of 
America, Cleveland, has published a 
new threaded fastener catalog. 

Catalog No looseleaf and in 
handy size, is indexed and contains 80 
pages of weights and dimensions on 
the company’s complete line of nuts, 
bolts, screws, washers, rivets and spe 
cials. It also includes many diagrams, 
illustrations and latest prices 


530) 
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‘Carborundum’s Abrasive Workshop”, 
i new mobile unit equipped to dem 
onstrate coated abrasive grinding under 
actual production conditions, has been 
mnounced by ‘The Carborundum 
Company, Niagara Falls, N. ¥ 

Ihe 35-foot long, 124 toot 
vehicle, scheduled for touring the en 
tire country, is a 19-ton workshop 
containing a total of eight stationary 
coated abrasive grinding machines and 
a variety of portable tools which are 
actual production 


high 


demonstrated in 
grinding operations 

A novel feature of the vehicle is the 
expanding sidewall, which increases 
the effective width of the workshop to 
a total of 15 feet when the unit is sta 
tionary. This provides a seating capac 
itv for an audience of about 12 to 15 
people when demonstrations are under 
wal 

Phe new vehicle is completely self 
contained. It supplies its own power 
to operate the machine tools and the 
interior fluorescent lighting and heat 
or air conditioning. It also features a 
complete sound system, incorporating 
a message repeater, a sound motion 
picture system, and a library of litera- 
ture describing the abrasive tools and 
their applications. A radio-telephone 
is also installed to permit ready contact 
with the vehicle at all times 

Iwo Carborundum engineers ac- 
company the Abrasive Workshop and 
conduct the demonstrations; they will 
be assisted by salesmen and 
distributor 
tricts visited 

An average ot five 1-hour demonstra- 
tions are anticipated per day on a six- 
day per week basis; the scheduled 
route will cover 1500 miles be 
fore the end of the vear 

The mobile workshop is designed 
to bring to the attention of as many 
industrial prospects as possible a first- 
hand view of the coated abrasive ma- 
chinerv available, as well as the latest 
innovations in both stationary and 
portable coated abrasive grinding tech- 
niques 

A 10-page Pre-Planning Guide for 
Carborundum’s district managers and 
salesmen covers the entire program 
and ensures a smooth-running sched- 
ule in cooperation with distributors in 
their trading areas. 


( Oompa 


salesmen in the sales dis- 


SOTHIC 





Mac-it Publishes Steel Screw Engineering Folder 





Dayton Rubber Offers 
FHP V-Belt Catalog 


ye 


v-Belt Drives 


C) 


\ new 24-page catalog on fractional 
horsepower V-belt drives has been is 
sued by the Dayton Rubber Com 
pany, Dayton, Ohio 

Catalog No. 150A contains the lat 
est RMA fractional drive standards as 
adopted by the industry. It also cop 
tains tables and illustrations, drive re¢ 
ommendations and suggestions. Each 
major division—V-belts, V-pulleys and 
Drive data—is specially indexed for in 
stant identification 


Hamilton Publishes 
Sheet Packing Folder 


\ compact informative folder on in 
dustrial rubber sheet packing is being 
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offered by the Hamilton Rubber Mfg 
Corp., ‘Trenton, N. J 

holder No. 853 contains data on the 
veight, tensile, and hardness of rub 
ber stocks, and contains specifications 


on the company’s packing line. 


\ new engineering folder entitled 
Improved Product Design with Mac 
it Allov Steel Screws” has been pub 
lished by Macat Serew Division ot 
Strong, Carlisle & Ilammond 
pany, Cleveland, 

The new folder is intended to pro- 
mote the better-looking, 
better-performing through 
the use of the company’s alloy steel 
screws. It represents the company’s 
first effort in their new marketing 
program based on sales assistance and 
cooperation with their industrial dis 


Com 


design of 
products 


tributors 

The folder contains complete spec 
illustrations, and detailee 
cutaway drawings on the designs of all 
the company’s screw products. It ha 
been prepared so that it can be left 
with all possible buying influenc« 
ind as a wav to “break the ice” with 
new or difficult accounts. 

Due to the 
cluded im the 


hoahiens, 


mformation in 
new folder, it can be 
center drawer” material 
rather than lit 


type 


presented as 
for constant usc 
to be filed 


rature 





Machine 


announced a 


Poledo Pipe Threading 
Co loledo, Ohio, ha 
new packaging program for their tools 

Instant identification is achieved 
through the use of family resemblance 
packaging which features trade name 
ind product information in the same 


sivn 


Toledo Features New Packaging Of Tools 


it 


The new shelf packages are said to 
protect the product against dirt and 
handling, simplify inventory problems, 
ind assure a systematic stock control 
procedure 

The tele scope design boxes are 
printed in yellow on red corrugated 


board for shelf or counter display 
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BELMONT 


SHEET PACKINGS | 


%, 


ASK YOUR DISTRIBUTOR 


You know the high cost of packing 
failure . . . but do you know the 
casicst, simplest and most econom- 
ical way to prevent failures? The 
answer is to put your problem 
squarely in the hands of an expert 

your BELMONT distributor. 
Working in close cooperation with 
Belmont’s service engineers and 
technicians he is in an ideal position 
to help you select and apply the 
proper sheet packings for your 
services . . . speedily, economically 
and all from a single reliable source. 


Belmont sheet packings and gasket 
cutters are sold nationally through 
this experienced distributor organ- 
ization, Use them and enjoy a new 
freedom from packing worry. Write 
on letterhead for 


your company 


catalog. 
0.3A 
Water + Oil + Gas + Ale 
Ailkalies «+ Ammonia 
THE 


BELMONT 


PACKING AND RUBBER CO. 


Butler and Sepviva Streets 
Philadelphia 37, Pennsylvania 


for Steam * 
Acids - 


Rings + Spirals * Coils Reels 
Spools Sheets Gaskets 
There's a Belmont Packing for every service 


Floor Maintenance Manual 
Offered By Oil-Dri Corp. 


w 
unto aren 
Pon Opeitee ant me 


ee ee 























Entitled “How To Solve Oily Floor | 
Problems”, a new manual issued by 
Oil-Dri Corporation of America, Chi- | 
cago, explains the causes and cures of 
oily floor problems. 

The brief vet comprehensive man- 
ual covers such aspects of oily floor 
maintenance as: safety from fire haz 
ards, safe movement of personnel and 
products, safe operation of machinery, 
prevention and correction of floor 
damage and deterioration, and main 
tenance Cost Comparisons 

ested techniques for the efficient 
use of the company’s products in each 
of these applications are prepared in 
detail, supported by case histories from 


users. 


CONVEYORS~—A new gravity wheel 
conveyor catalog, describing labor sav 
ing gravity wheel conveyors and acces 
sories for factories, warehouses, ship 
ping and receiving departments, has 
been published by Samuel Olsen Mfg. 
Co., Inc., Chicago 
POOLS~— The I 
Athol, Mass 


mailing piece, 


S. Starrett Company, 
has issued a new direct 
Bulletin No, 118, which 
illustrates and describes the company’s 
precision tools and instruments. ‘The 
title of the folder is “What Does Pr 
cision Mean To You” which 
the side designated for 
iddress he folder also emphasizes 
the company’s “Buy Through You 
Industrial Distributor” Seal Progr 


Ippe irs 


ling 
on mailing 


iin 


EXPANSION JOINTS—A new 24 


| page expansion joint design guide has 


been 


released by Flexonics Corpora- 
tion, formerly Chicago Metal Hos« 
Corp., Maywood, Illinois 

Ihe catalog 
pplication and selection data neces- 


sary to the proper solution of pipeline 


contains engineering 


expansion problems 


Features of the new design guide 


Super-Sellers 


BECAUSE THEY’RE 


Super-Savers 


SPROUT-WALDRON 


BELT-SAVER 


PULLEYS 


You make more than steady profits 
with Belt-Saver Pulleys; you also 
make friends — for Belt-Savers 
produce amazing savings. 

The exclusive cone and wing de- 
sign prevents materials from lodg- 
ing between pulley and belt, in- 
creasing belt life from 50% to 
400% in installations conveying 
abrasive materials. As a result, the 
large demand for Belt-Savers is 
continuously growing for appli- 
cations ranging from stone and 
gravel to wood chips and foundry 
sand. 

Teil all the prospects in your 
territory how small investments 
in Belt-Savers can produce big 
returns. Contact quarries, found- 
ries, mines, sand and gravel 
plants, contractors, and other busi- 
nesses that transport abrasive 
bulk materials by conveyor belts. 
You'll win their good will and 
steady business, too. 

In addition to Belt- 
Savers, Sprout-Waldron 
offers the famous “Blue 
Face”’ line. It includes a 
wide selection of sturdy, 
cast iron pulleys, in many 
sizes and types, for trans- 
mission and conveyor use. 
Write for free 
bulletins contain- 
ing full informa- 
tion about Sprout- 
Waldron pulleys! 
Sprout-Waldron 


& Co., Inc.,3 Logan “Blue 
Street,Muncy, Pa. | 
Write for free booklets! 


SPROUT-WALDRON 


5 CAST IRON 
ley 


PULLEYS 
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include a discussion of the various 
tvpes of expansion joints on the 
market, the types of Flexon expansion 
joints available, and types of pipeline 
motion solved by expansion joints. 
Also cevered are expansion joint de 
sign considerations, and installation in 
structions 

Phe center spread of the catalog is 
devoted to a schematic piping layout 
illustrating various expansion joint ap 
plications and principles. 


VALVES—A _ new catalog on their 
“DO” solenoid valves has been issued 
by Eclipse Fuel Engineering Co., 
Rockford, Ilinois. 

Ihe new catalog features cutaway 
drawings in open and closed positions, 
plus complete specifications and prices 


Arro Expansion Offers 
Masonry Drills Display 


5 gon nn 


\ new point-of-pur hase displa 
casunng in. by 2¢ in. and stand 
g S$ in. high featuring five of thei 
v Arrofiute carbide masonry drill 
ftered to distributors by The 


n Bolt ¢ ompan Nha 


being « 

ro Expan 
m. Ohne 

Space is provi d in the display for 

illustrated tolders. A drill block 

full use of compactn ind util 

of ce m 

The displa 


unter or hung on the wa 


1} be pla ed upor 
1] . 
il 


PALLET DOLLIES—las\ teeri 
pallet dollies, ight weight pallet doth 
ind hear dutv, floor prot ting 
doll refrigerated cat pallet dollic 

ind roller ramps are illustrated and 
described in a new bulletin issued by 


Samuel Olson Mfg. Co., Chicago 





KENNEDY 
Underwriters’ Approved 


Lasse When you need a Valve 


that’s always on duty... always ready 


Whenever life and property are at stake, the complete reliability and 
dependability that are built into every KENNEDY Valve are plus 
safety features. The valves listed below are approved by Underwriter 
Laboratories and Associated Factory Mutual Fire Insurance Companies. 


IRON BODY DOUBLE-DISC GATE VALVES 


Fig. No. Type Sizes Working Pressures 


67 O.5.&Y. Screwed 2%" to 12” Cold Water, non-shock, 


175 Ibs. 


2%," to 12"—Cold 
Water, non-shock, 175 
Ibs.; 14° —150 Ibs 


O.S.&Y. Flanged 2%," to 14” 


4” and6"to14” | Some as Fig. 68 


O.5S.& Y. Bell Ends 


4” to 12” —Cold Water, 
non-shock, 175 Ibs.; 
14”—150 Ibs 


Indicator Post 4” to 14” 
Gate Valve— 
Flanged 

Cold Water, non-shock, 
175 Ibs. 


Indicator Post 
Gate Valve— 
Screwed 


Indicator Post 
Gate Valve— 
Bell Ends 


VALVES 


Same as Fig. 701 


BRONZE 


66 O.5.&Y. Wedge ¥,” to 2” Cold Water, 175 Ibs. 


Disc Gate Valve 
Hose Gate Valve 24,” Cold Water, 175 Ibs 
no cap and chain 
Hose Gate Valve 2%," Cold Water, 175 Ibs 
with cap and chain 





| 
| 


Angle Hose Valve 24," Cold Water, 175 Ibs 


Angle Hose Valve 2%" Cold Water, 300 Ibs 








HECK VALVES 

Screwed Check ” to 6” Cold Water, 
Valve non-shock, 
175 ibs 
126 | esned Check 4” to 12” Same as 
Valve Fig. 125 
Bell-end Check 4” and 6" to12 Some as 
Valve Fig. 125 











INDICATOR POSTS 


KENNEDY Indicator Posts provide a safe and easy means 
of operating valves installed underground or behind walls. 
Completely enclosed, operation is unaffected by rain, 
snow, or frost. Highly visible aluminum on black indica- 
tor, adjustable to valves of different sizes, protected by 


extra-thick moist-free glass. For wall or ground mounting. 


SOLD THROUGH LOCAL DISTRIBUTORS 


m KENNEDY 


VALVE MFG. CO. + ELMIRA, N.Y. 


VALVES + PIPE FITTINGS + FIRE HYDRANTS 
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POWER AND FLUIDS—W orthing 
ton Corporation, Harrison, N. J., has 
announced the first issue of the cor- 
poration’s technical publication, Power 
and Fluids 

Che new magazine will present arti 
cles and other editorial material of 
useful and authoritative information 
for readers in the power and fluid han 
dling fields. It will describe new prod 
uct applications, processes and meth 
ods. Subjects covered will include 
installations, operation and mainte 
nance of industrial apparatus and 
ipplications of particular interest be 

cause of specific problems involved 
The new publication is expected to 
reach an initial external circulation of 
. P 25,000 consisting of the company’s 
matel 4235 hate finest ae customers, libraries and industrial re 


lations departments of recognized 


CAP SCREWS , SET SCREWS technical institutions including engi 


necring colleges, technical societies, 


COUPLING BOLTS ind industrial concerns requesting it. 


Reprints of articles appearing in the 


MILLED STUDS publication will be furnished upon re 


que st 
¥& 
; Triangle Offers New 
Ly)”: / [ (Ov, (f paar Copper Water Tube Catalog 


standardize on standard 


SOLID STEEL 
COLLARS 


now size-marked for | 
The Brass and Copper Tube Divi 


easy identification ’ . sion of ‘Triangle Conduit & Cable Co., 

Inc., New Brunswick, N. J., has pub 

lished a 16-page catalog containing 

42 stock sizes—each marked with shaft diameter for complete information on their copper 
water tube. 

In addition to product information, 
Catalog BC-1 contains a technical sec 
‘ tion giving design and installation data 

inclusive—have the famous self-locking UNBRAKO to help in the proper selection and 
Socket Set Screw for positive positioning on the shaft. Write for application of copper water tub« 


literature. STANDARD PrEssED Sreet Co., Jenkintown 13, Pa. 


easy identification— are now available to help you 
and your customers save time. And these precision 
machined solid steel collars—in sizes from *('’ to 3” 


ELECTRIC TOOLS—A 20 minute 
l6mm sound motion picture entitled 
- ‘ “The Inside Story of Thor Tools” has 
_ A CTADT COO T 
Che Mjlit Yea = A START FCA THE FUTURE been released for distributor use by 
Thor Power Too] Company, Aurora, 


HALLOWELL POWER TRANSMISSION DIVISION Ilinois. 


JENKINTOWN PENNSYLVANIA Filmed in color, with factory scenes 
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in black and white, the film takes the 

audience on a complete tour of the 

Aurora works while clearly describing 

the manufacuring processes necessary N a W 5 @) T '@) | 


» produce a Thor clectnc tool arma 


aT armature movie is the initial C t | T t R - i '@) L & 


film release being made to the com 
HYDRAULIC PULLER 


yany's distributors. Currently the com 
pany is working on scripts for two 
nore movies and another film is in the 
Z 


hooting stage, each of these to be 


ulable in the near future 


J a . ere 


Pulling the Drawing Gear on a 


The armature film has rapidly Paper Shearing Machine with the 
hanging sequences featuring scenes New OTC Hydraulic Puller. 


n research, machine shop, heat treat 
ng, inspection, motor winding, a 
emby, shipping, and on-the-job action 


hlmed in color 


GRINDING WHEELS—A new sim 
plified net pricing schedule on grind 
ing heels has been published by 
United States Rubber Co., New York 
The new system will allow direct 
computation of net prices for most 
items including straight side, cup and 
cone wheels. Only for unusual speci 
fications is it necessary to apply an 
extra stc] 
According to the company, the new 
pricing procedure will eliminate com 
plicated schedules, list price additions 
and a variety of multipliers which have 
been accepted tools in determining 
the price of a grinding wheel. Under 
the new method, the net price can FOR TOUGH CUSTOMERS WITH TOUGH JOBS 
casily be obtained by the customer in 
the simplified net pricing schedul Sell your toughest customers easily with the new OTC 60 Ton Rem— 


booklet 
Saves time, money— Eliminates broken parts—Pays for itself on a 


few jobs 
Stanley Tools Offers The NEW Hydraulic Ram does jobs 75°; faster— Eliminates torque 
New Book and Plan Unit and the danger of accidents. Completely portable can be used any- 


where. With its attachments, the 50 ton puller can do hundreds of 


maintenance pulling jobs on all types of machinery. 


: wD RTE . wait’ 

Designed with the famous CENTER-HOLE that al- son 
lows fast, easy adjustment to the job~— plus interchange ree 
from push to pull or used as a production holding fix- BooKLer 
ture. Big brother to the 17'¢ and 30 ton rams. De- 
, oni wee Booklet describes com- 
scribe it, show it, and you'll sell it. plete line ond vees of 


OTC equipment 
FEATURES: @@ 


1. Calibrated Pressure Gauge 
. Interchangeable Ram Heads 
. Ram Travel of 3” 
. Weighs only 45 Ibs. 
. Remote Control Pump 
. Six Foot Hi-Pressure Hose 


. Hi-Pressure Quick Coupler 


Stanley Tools, New Britain. C« : 
has aapaeed - om BPS "Book ‘a o WATONN A T ° a L CcOMPAN Y 
373 CEDAR ST. OWATONNA, MINNESOTA 


Plan Unit consisting of a wire rack, 
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there's more 
money in 


.than you 
may think ! 


~ ee 


how come? 


Big industrials go for New 
Bedford pre-measured manila 
rope in cartons as the best for 
stockroom dispensing. Your 
customers too can save time, 
space and money this way by 
buying high quality New Bed- 
ford rope ... and you sell 
more rope! 

And don't forget, you both 
get ail these plus advantages: 
@ ‘Pre-Measured" cuts han 

dling time with rope marked 

in red at 10° intervals 
@ All orders — large or small 
filled from full or half-coil 
cartons — all rope is usable 
@ Eleven rope sizes from 3/16” 
to %” dia 

Sealed cartons keep rope fac- 

tory-fresh, free from dirt, 

dust and grease 
Rope draws easily from car 
ton — stays snarl free 

@ Cartons easily stacked on end 
or sides to save valuable floor 

spac e 

DID YOU Know — you pay 
no more for New Bedford 
top quality manila or sisal 

in cartons than regular 
coiled rope? That's just 
another reason why you 
can make more profits 
when you stock 

New Bedford. 

Send for descriptive 
folder today! 


 * 


NEW BEDFORD 
CORDAGE COMPANY 
New Bedford, Mass 


24 in. Ingh, 18 in. wide with a com 
plete stock of their plans, patterns and 
books. It has an easel for counter dis 
plas or it may be fastened to the wa 
with screws 

[hie unit is designed to display plans 
effectively, 
Customers 


ind increase impulse sales. 
can plans they 
want from a selection chart packed 
with the unit, which reduces handling 
ind keeps the rack neat 


choose 


Vaco Products Offers 
Screw Driver Folder 


\ new 3-color driver folder, 


designed to be used as a counter hand 


SCTCW 


out, envelope stuffer, or direct mailing 
has been issued by Vaco Prod- 
Company, Chicago, Hlinois 
I hie literature folds down to 
stein’ by ind mav be carried in 
bill fold il clove 
or tool box 


pices 
uct 
new 
O-1in 
the pocket om 
paurtinent 
\ll rece ed hie id 
learly illustrated, g 
isv identifi 
trations depict cach driver type 
illustrated 1 th 


driver 


tvled drivers are 
ving the consumer 
seven illus 

Also 
9 Va- 


their 


ition. ‘Twenty 
company’s 
kits, and 


( mibo . cw 


\ iriin ird display 


VALVES—Catalog No. 107 issued by 
Schade Val Manufacturing Ce 
Philadelphia, Pa., 

ar th line of 


illustrates and de 


float and lever 


ent the 
ind 


it ile 


fion of a 


ud to repr 
ompletely new 
revised literature file on th 


produ t 


V-BELTS—A new 
omprehensively cove 
ements of V-belt 

tabl graphs 
ving offered by the Boston 
Hose & Rubber Co., Boston 


Fhe manual covers such subjects as 


llow To Select A V-belt Drive; The 


technical 
ring all 
omplete 


5 2-page 
manual 
drive , 
ind diagrams is 


Wov en 





W. A. WHITNEY) 
LEVER PUNCHES 





No. 4B PUNCH 
in Handy Kit 








COM pany 5 


Ne J 
Box of heavy gage steel with hinged cover 
finished in baked green enamel. Place for 
six punches and six extra dies. Tool has 
capacity 14” hole thru 1/16” iron. Stock 
W. A. WHITNEY Lever Punches for good 
business 

@ Send for catalog and contact your in- 
dustrial supplier 


~ 
W. A. WHITNEY MFG. CO. 


626 RACE ST. ROCKFORD, ILL. 











Ke 
SEL 


SHIM STOCK 


-DETROIT STAMPING COMPANY 
332 Midland Ave. e Detroit 3. Mich. 


= 
ane 

* 

DEDIALO 
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Easy Wav To Select A V-Flat Drive; 
Useful Information on V-Flat Drives; 
V-Belt Drive Design Sheet; Non 
Standard Dnve Instructions; Speed-Up 
Drives; as well as tables for each sub 
ject. Several tables chart the new 
V-belt industry numbering svstem to 
gether with the numbering svstems 
of each major manufacturer of V-belts. 

The manual is bound in a three 
color heavy dutv binding with 
punched holes for a variety of loos« 
leaf note book 


TOOLS—The advantages of bervllium 
copper tools as a safeguard against acc) 
dental fire or explosion caused by 
sparks are described in an illustrated 
folder issued by The Beryllium Cor 
poration, Reading, Pa 

The folder describes 31 types of 
Bervico safety tools made by the com 
pany, ranging in variety from pliers 
and wrenches to wire brushes and 
nitro-cellulose forks. Included — are 
chisels, screw drivers, hammers, scrap 
ers and pick axes. 


LUBRICATION—How to automati 
cally lubricate entire conveyor lines 
trolley wheels, chains, drives, carriers 
and rollers—without stopping the line, 
is illustrated in a new catalog sheet 
issued bv the Alemite division of Stew 
art-Warner Corporation, Chicago 

The new catalog sheet describes the 
company’s three industrial lubrication 
items; the convevor trolley wheel lubri 
cator, Accumeter centralized lubrica 
tion, and Oil Mist all fully auto 
matic. 


HOISTS—A condensed full-line cata 
log printed in two colors is now avail 
able from the Coffing Hoist Company 
Danville, lino: 

Ihe S-page, 54 by 11 in catalog con 
tains illustrations, descriptions and 
specifications for over 100 differen* 
types and sizes of portable hoists 

Among the unit described ire 
ratchet lever hoists—both roller and 
coil-chain model with ( ipa iti 
from 3 to 15 tons, a complete line of 
standard anc pecialized = spur 
hoist Our Lift electric hoist 
purpose FToist-All Mighty Midget 
puller md a variety of utility main 
tenan ton 

One of the teatur of th new 
catalog ominent space provided 
on th ver for distributor 


imprint 


CARBIDI POOLS Super lool 
Company, Detroit, has announced the 
ailabilit f a new 92-page catalog 
on their line of standard carbide cut 
ting too! 
Sections of the new book are de 
] 


voted to standard carbide tipped mill 
ing cutters, end mills, reamers, drills 


Fairbanks Products 


for 


PROFITS Plus 


Fairbanks Valves 


Fairbanks 
Steel Casters 








Fairbanks Wheels 


Fairbanks products assure profits plus, Profits plus for you in 
customer satisfaction. Profits plus for yau in faster easier sales. 


Fairbanks Valves a:e standards for dependability. Sound engineering, 
rugged construction, have been proven in service. You and your cus- 


tomers get a complete line of bronze and iron body valves! 

Fairbanks Trucks — American industry runs on Fairbanks Trucks. Their 
rugged construction, smoother operation, takes the load off your cus- 
tomers’ minds. The most complete line of hand trucks, platform trucks, 
and dollies for every kind of service 

Fairbanks Steel Casters are revolutionary achievements in design. Give 
your customers many exclusive advantages. The “Lock-weld” construc- 
tion climinates the king-pin, the cause of most caster failures, and sub- 
stitutes an all welded structure providing greater strength and rigid 
alignment for easier swiveling 

Fairbanks Wheels —- A complete line to insure the ultimate in customer 
satisfaction. There’s a wheel for every type of service to fit your cus- 
tomer’s precise need, 


Dart Unions — General distributing agent for Dart and Pic Unions. 
393 LAFAYETTE STREET 
F - o k NEW YORK 3, WN. Y. 
olig an a Branches: New York 3 


COMPANY Pittsburgh 22 


Boston 10 * Rome, Ga. 
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®t 


Yeadons— 


We take time out to 
express our thanks 


and good wishes to all 


MERRY 
CHRISTMAS 
anda 
HAPPY 
NEW 
YEAR 





CATAWISSA VALVE & FITTINGS CO. 


CATAWISSA « PENNSYLVANIA 


1,175,310 Readers 
Per Month... 


* More leads 
* More prospects 
*% More business 





Dramatic, action-provoking ads are being seen by mil- 
lions of prospects in the industr'al field as a result of a 
most extensive and consistent a¢vertisina program. Pre 
tested appeals, in “proven best’ magazines are onby 2 
of the many factors responsible for the ever increasing 
demand for Procunier Tapping Attachments. Alert D's 
tributors who stock and recommend Procunier to quality 
and cost conscious users are cashing in on the current 
accelerated demand for ‘Procunier’’. Versatile Pro 
cunier Tappers have been aptly called “the line that 
sells automatically’’—here's why: 


They’re built to rigid standards of accuracy and depend 
ability; they provide longer hours of efficient tapping, 
with fewer costly shutdowns. less parts spoilage and 
broken taps; they enable operators to handle more 
work with greater ease; they offer faster, smoother 
action, longer life, less wear, with a minimum of main- 
tenance. 


Find out how you too can get on this bandwagon of 
sales profits by stocking and selling Procunier Tapping 
Attachments—write today for details. Dept. 12. 


PROCUNIER Safety Chuck Co. 


12-16 S. Clinton St. Chicago, Ill. 
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ind single point tools as well as mis- 
cellaneous carbide tipped tools, solid 
carbide tools and cjector tools, all of 
which are stock items. Also illustrated, 
are various types of special carbide 
tools produced by the company 

\ new convenient shadow index 
has been provided for quickly locating 
any category, and the first page of cach 
section details the contents of the sec 
tion to completely facilitate obtaining 
up-to-date specifications, pric ind 
data on any tool 

\ patented plastic binding allows 
the book to lie flat wherever opened 


POWER DRIVE—Designed tor di 
tributor mailing and distribution, a 
new envelope cnclosure, featuring 
their new Model-D aluminum power 
drive, has been issued by Beaver Pipe 
Tools, Inc., Warren, Ohio 

Printed in green and black, the en 
closure also discusses the maker's 
Model-C power drive and “77” 4-in 
to 2-in power drive threader, as well 
as the 102-PD power drive pipe cut- 
ter. Photographs of their No. 55 
nipple chuck, ship strainers, reamers 
and pipe supports are also shown. 


Skinner Packs Valve & Bibb 
Reseater In Styrene Case 


The Skinner-Seal valve and bibb re- 
seater is now available in a newly de- 
signed black and green, fitted Stvrene 
case, according to an announcement 
from M. B. Skinner Company, South 
Bend, Indiana. 

The new fitted case provides indi- 
vidual wells and grooves, with part 
numbers stamped in each, for every 
item in the kit. It is designed to house 
either the 2 in. size tool for 4 in. to 2 
in. valves and } in. and 3 in. bibbs, or 
the 3 in. size fer 4 in. to 3 in. valves 
and 4 in. to 3 in. bibbs 

New descriptive literature, with il 
lustrations in color, plus complete data 
on this tool has also been released 


V-LINK BELTING—A new edition of 
their detachable ““V” link belting cata- 
log, which includes the latest develop 


























ments, has been announced by Bram 
mer Corporation, New York, N. ¥ 
Data Book B220 gives complete en 
gineering and application data and in 
formation. Wide use of color, illus 
trations, tables and charts clarifies the 
material 





SHEAVES—A new — supplementary 
catalog sheet, describing and illustrat 
ing their new BP sheaves has been 
issued by Browning Manufacturing 
Company, Maysville, Ky. Drawings 
and tables give specifications and di 
mensions on this new line of “B’ 
sheaves 


a \ 
ZTOOo ( 














WIRE ROPE—A new brochure en 
titled ““What’s the Difference in Wir 
Rope?’’, issued bv Leschen Wire Rop 
Division, H. K. Porter Company, Inc 
St. Louis, Missouri, has been prepared 
to answer questions frequently asked 
by wire rope buyers. 

The new brochure explains differ 
ences in the selection of wire going 
into various rope, and differences in 
manufacturing processes. It also item 
izes differences in results 


VALVES—An illustrated 12-page cit 
cular, describing its complete line of 
pop safety and relief valves for steam, 
air, gas, water, oil and other liquids, 
has been published by The Lunken 
heimer Co., Cincinnati, Ohio. 

Featured in Circular 502 is a table 
of multipliers for computing relieving 
capacities at various inlet tempera 
tures. Another table of multiplier 
permits computing relieving capacities 
for air valves for use in handling gas 
and vapors 


KNIVES—Dependable Machine Co 
Greensboro, N. C., has released a new 
19-page catalog illustrating and de 
scribing their entire line of cutterhead 
and knives 

Some of the items included in the 
new Jiterature are their high speed 
steel knives, thick high speed steel 
knives, shaper steel, corrugated back 
knive round heads, square heads, 
milled-to-pattern heads, cope heads 
clamp type heads, tenon head 
matcher heads, journal type round 
heads, shaper heads, and milled-to-pat 
tern Kniv< 


HAND HOISTS—Load King hand 
hoists, with capacities from 4 to 2 tons 
are described and illustrated in Bulletin 
P-1254A published by the Yale Mate 
rials Handling Division, ‘The Yale & 
Towne Manufacturing Company, 
Philadelphia, Pa 

The hoist’s idvantages and design 
features are depicted, and other models 
of electric and hand hoists are shown 
on the last page of the booklet 





















6 typical examples of how 
Millers Falls “Adjustomatic’” 
Clutch Electric Screw Drivers 
are saving time and money on 
thousands of assembly lines 



























EYE GLASS FRAMES. Driving tiny op- 
tical screws traditionally an “impossi- 
ble" job for a power driver. Yet Millers 
Falls drivers are doing it and cutting 
labor costs 64%. 












TV TUNERS. High power combined with hair-fine 
torque control those are the qualities that won 
Millers Falls the nod over competing drivers on this 
exacting application. 











WINDSHIELD WIPERS. Ingenious, mul- 
tiple-driver installations like this are one 
secret of the success of a leading manvu- 
TRAVERSE TRACKS. Drive screws too tight facturer in this highly competitive field. 
and tracks crush. Not tight enough and stops 
loosen. Millers Falls’ record on this job: Rejects, 
nil speed, up 400%. 







MINIATURE MOTORS. Problem: To drive tiny > 
self-tapping screws without stripping or splitting a 
thin plastic housing. Selution: Millers Falls No. 
52's. Result: Production up 110%. 












q HEATING CONTROLS. Speed, accu- 
racy, economy on all three counts, this 
manufacturer chose Millers Falls after 
extensive tests with other electric and 
pneumotic drivers. 





There’s a Millers Falls Driver that’s Right 
for Practically Every Driving Problem 






Write for full information on the profit pos- 
sibilities offered by Millers Falls drivers and 


many other high-performance electric tools 
for production and maintenance. gs , 


MILLERS FALLS COMPANY cay, a 
Greenfield, Mass. fhe ¢ Hark of Superior 
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eyre-hire  - NEW LINES 


taken on by 


door Opener, DISTRIBUTORS 


Madsen & IHlowell, Inc., Perth Am 
boy, N. J., has been appointed di 
tributor for the folloowing manufac- 
turers: 

e Triangle Conduit & Cable Co. 

New Brunswick, N. ] 
(plastic pipc 
eS. C. Johnson & Son 
Racine, Wisc. 
(wax products 
@ Scott Paper Co. 
Chester, Pa. 
(industrial wipers 

Chas. A. Fischer <” Sons, Newark, 
N. J., has been named distributor for 
the following manufacturers 

@ Otto Bernz Co 

Rochester, N. Y 


\ 
PUTNAM — | ee 
~—— @ Drake Electric ¢ 
Chicago 
POSTIV-LOK END MILLS...’ 
= @ Misener Mfg. Co. 
Syracuse, N. Y. 


(hole-saws } 
Here are the tools many of your customers have been © Goodvear Tire & Rubber Co. 


looking for—a new end mill series designed to cut Akron, Ohio 








tool and operating costs on large boring mills, pro- (adhesive) 
@ Jenkins Bros. 


New York City 
With the new POSTIV-LOK end mill (2” Dia. and up), (tapes) 
Putnam takes the shank off the tool and puts it on a @ Lisk-Savory Corp 


filers and similar heavy-duty applications. 


Canandaiga, N. Y 


positive-locking holder that soon pays for itself. Your 
{ Zatvanizee Walk 


customers will like them—buy them—because— 
, io \ P P Year 
1. POSTIV-LOK reduces set-up and change-over \ - : = . Suppl Co., -~ 
‘ . mbpoy, ¥. > lds CCH NAMCC ais 
time required on large tapered shank tools. ' | trilestne Ger the ve Rar 


2. POSTIV-LOK is versatile: drilling, reaming and e Blackhawk Mfg. Co 
Milwaukee 


other operations can be done with same set-up, (portable p cai 
’ ort ¢ OWCT ] 
using POSTIV-LOK adapters. @ Ideal Industries, In 


Svcamore, Il. 


3. POSTIV-LOK lowers tool costs by eliminating 
@ Benchmaster Mfg. Co 
need of integral tapered shanks. enhanc Cal 


Remember: it pays to push Putnam . . . world’s leading power presse 


end mill producer. Putnam Tool Co., 2981 Charle- Pennsylvania Industrial Supplies 
voix Ave., Detroit 7, Michigan. Co., Pittsburgh, has been named dis 
ributor for speciality aluminum wire 
ind rod and bar products of Reynolds 


Metals Co., Louisville, Ky 


<a j U w A Mw | Basco Mfg. Co., Stamford, Conn., 


has appointed the following distribu 
tors 
@ Ramsdell Industrial Supply Co 
Worcester, Mass 
e George I’. Blake, In 
Worcester, Mass 
@ Factory Supplies Co 


Rockford, Il. 
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eR. D. Grier & Sons Co 
Salisbury, Md. 

e Cohn Bros. 
Waterloo, lowa 


Lift Power Means 


Connecticut Plumbing Supply Co 
ncheiedieienmiaieale 


Stamford, Conn., has been appointed 


distributor for the following firms RY: 1] [35 Power 
e Chase Brass & Coppet Co 

Waterbury, Conn 
«| adish Co 

Cudahy, Wisc. 


naven SIMPLEX JACKS 


Dec. 26-31—Exposition 
ind Industry, Boston 








1954 


Jan. 13-15—Midvyear Mecting South 
ern Industrial Distributors Associa 
tion, Edgewater Gulf Hotel, Biloxi, 
Miss 

Jan. 14—Regional Meeting, Southern 
Industrial Distributors Association 
and American Supply & Machin 
Manufacturers Association, Edg 
water Gulf Hotel, Biloxi, Mis 

Jan. 17-23—KEastern Canada Hard 
ware Show, Montreal 

Jan. 25-28—Plant Maintenance & En 
gineering Show and Conference, In 
ternational Amphitheatre and Con 
rad Hilton Hotel, Chicago 

Mar. 12—-Regional Mecting, National 
Industrial Distributors Association 
id American Supply & Machin 
Manufacturers Association, Nether 
lands Plaza Hotel, Cincinnati 

Mar. 22-26—Western Metal Con 
gress & Exposition, Houston 

May 4-7—National Spring ‘Technica 
Mecting American Welding So 
ciety, Hotel Statler, Buffalo, N. ¥ 


Engineered to deliver maximum power A Jack for 

Mav 5-S—Welding & Allied Industr at minimum weight, Simplex Hydraulic Every Purpose 
Exposition, Memorial Auditorium Jacks meet every jacking need with The Simplex line of jacks is 
Buff ilo NX y ease, safety and dependability. Eight complete. " includes rachet 


May 17, 18, 19 [rip Industrial lowering, track, screw and 
Supply Convention, Waldorf A ; : hydraulic jacks; self-con- 
tor ; Hotel and Madison S yu give you a range to satisfy every cus- tained and remote-con- 
Garden, New York Cit tomer. Sold only through Industrial trolled conter-hole pullers; 

" trench and timber braces. 
Distributors. 
Buyers have known Simplex 
means quality in jacks for 


COFFEE SUBSTITUTE more than 50 years. 


Among recently granted patents is 
one that is aimed at producing a coffee 


models, in capacities from 3 to 100 tons, 








woe.o s taecest m~IGES OF INDUSTRIAL 


MECHANICAL AND HYDRAULIC JACKS 
substitute by extracting syrup from TEMPLETON, KENLY & COMPANY 
alfalfa or other forage plants, then 4 | A P L 5 xX 
dryina and grinding it for use in the 2523 Gardner Road 


coffee pot, Food Engineering, McGraw- a4-mo.18OL JACK sammy 
uTH-a-TOOL e01-108 i 
Hill publication, reports. s Broadview, Illinois 
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wherever fastening fast with greater security is 


a must CLARK Bros Bott (Co 


ad $oug 5 


_—s 


Mili. 


160 Canal Street. 
MILLDALE, CONN 


NEMANN:- HaAM<=-7 


ail 


Export Dept.: 
Svite 513 
25 Beaver St., N. Y. 4, N.Y. 
Whitehall 44392 





OBITUARIES 





W. Earle Shumway 


W. Earle Shumway, 
Norton Co. 


W. Eark 
sales engineering at Norton Co., died 
October 25 

Mr. Shumway had been with Nor 
ton since 1917, when he started in 
the research laboratories. He later be 
came a sales engineer and in 1928 was 
appointed district manager of the 
Hartford, Conn., office. In 1932 he 
was made district manager in Chi 
cago. Later he became sales manager 
for the Western region and in 1950, 
manager of sales engineering 

Hle attended Worcester Academy 
and Worcester Polytechnic Institute, 
class of 1916, where he captained the 
football team 

During World War I he served as 
an artillery officer 

He was chairman of the safety 
committee of the Grinding Wheel 
Institute and a member of the Insti 
tute’s standardization committee 

Mr. Shumway is survived by his 
wife, a son, a daughter and four grand- 


Shumway, manager of 


children 


Charles E. Morris, 
Morris Machinery Co. 


Charles E. Morris, 64, secretary 
treasurer of the Morris Machinery Co., 
Newark, N. J., died October 20 after 
a short illness 

A native of Hillside, N. ]., Mr. Mor 
ris was a descendant of a family that 
settled in the area in 1666. 

He is survived by his wife, Laura 
\. Lewis, two brothers, Francis W. 
and Harry W. Morris, and a sister, 


Mrs. Ruth Walker, all of Hillside 


| 215 RACE STS., 


No other valve like 


LONERGAN 


UNI-LINE 


41-W-200 SERIES 














Here's why this new 
safety valve is easy 
to sell... 


@ @ Much Higher capacity per size, than any 
other safety valve 


© a free-acting, self-aligning disc 


© a “tleating’ guide (readily adjustable for 
control) assists in opening and closing 
action, as well as affording an additional 
self-aligning feature 


@® a Disc and Disc holder of forged copper 
alloy, not castings. Briefly, these “fea 
tures” offer the following advantages: 


Reduction in size of boiler opening required 
to mount valve, due to lforger capacity from 
smaller valve sizes—ond thus reduced cost of 
discherge piping. Reduction in boiler head 
room. Reduction in shipping charges (less 
weight). Easier and more positive operations 


Easy replacement or re-conditioning of working 
parts (low maintenance) 


Avcilable in sizes from 1'4" through 6” 
Lonergan UNI-LINE Volves are V & W Neo- 
tional Boord approved design . . product 
engineered for economy. (A leading boiler 
monufacturer, name available, has tested, 
approved and highly appraised all claims.) 


Write for new descriptive literature 


| ey alcs wares 


J. E. LONERGAN CO. 


ESTABLISHED 1872 
PHILA. 6, PA. 
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to the distributor 
who must make 


more money 


Guy Hamilton 


Guy Hamilton, 
Milwaukee Brush 


Guy Ilamilton, 66, 
representative for ‘The 
Brush Manufacturing Co., 
cust 2] 

Mr. Hamilton, 
Indiana, had been in the 
for the last 
which were with 


at 


Chicago area 
Milwaukee 
died Au 
traveled 
brush busi 
20 vears of 
Brush 

Nlarian 


who ilso 


35 VCcar®rs, 
Milwaukee 


his wife, 


ness 


is survived by 


Herbert D. Tietz. 

Inco Nickel Alloys 
Herbert D 

sales of the 


s10n of Ihe 
died suddenly 


manager of 
Inco Nickel Alloys Divi 
International Nickel Co., 
October 11] 

He had been with the company 
since 1931. During World War | 
he served with the field artillery of the 
27th Division 

He is his wife, Bertin 
Osborn, a daughter, Mrs. Barbara J 
lietz Hitchings, of Springfield, N. J., 
1 sister, Mrs. J. J. Rogers, of New 
York City, and a brother, Edward | 
lietz, Jr., of Mount Vernon, N. Y 


l'ietz, 55 


survived by 


Lucien W. Mueller. 
Mueller Co. Chairman 
Lucien W. Mueller, 


tober 6 after an cight week 
in Decatur, Il 

Mr. Mueller was chairman of the 
board of the Mueller Co., Decatur 
manufacturing firm founded by 


58, died Ox 
illness, 


valve 
his grandfather 





FARM TRUCKS 
Farms own 26 per cent of all Ameri- 
can trucks, according to Fleet Owner, 
McGraw-Hill publication. 











in 1954 


Water Wash Spray Booths 


mt 


Dry Type Spray Booths 


Exhaust Fan Assemblies 


Air Compressor Unite 


Spray Gunes 


We can show you how to make 1954 

the most profitable year you and your sales 
men have ever known—by handling 

quality spray finishing systems that sell for 
$200.00 to $200,000 and more per 
installation. 


A major line of finishing equipment 


We engineer and manufacture a com- 
plete line of spray finishing equipment and 
systems. Major units of our line 

are shown on the left 


The standard items in our 62-page catalog 
are valued at well cover one million 
dollars. In addition, we are often called 
upon to engineer and build com- 

plete finishing systems tcilored to indi- 
vidual requirements. 


We are an aggressive company with 

a record of many th ds of 

ful installations throughout the United States. 
Customer satisfaction with equipment 

and service has contributed to a sound and 
steady growth. 





Every plant is a prospect 


Every industrial plant is a prospect for 
our equipment. Applications include spray 
painting. spray coating, air com- 

pression and ventilation. 


The distributors we appoint will be 
backed by a strong national advertising 
program, factory engineering and 

sales iraining. plus a proven sales-build 
ing promotion program. 


If you want to make 1954 your best 
year yet, write, wire or phone today for 
our catalog and distributor plan. 


M & E MANUFACTURING COMPANY 


2565 WINTHROP AVE. 


INDUSTRIAL DISTRIBUTION ¢ 


INDIANAPOLIS 5, IND. 


M & E MANUFACTURING COMPANY 
2565 Winthrop Ave., Indienapolis 5, Ind. 


Please send your catalog and distributor plan 
Name Titt 
Company 
Address 


City 
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CARBIDE TIPPED 
Ww LLEYS Work Support Blades 


TOOLS 


for Centerless Grinders 


XX ; ~~ 
SS Standard thrufeed and infeed work sup- 


port blades available from stock. Prices 
on special blades quoted on receipt of 
prints. Worn blades salvaged —re- 
tipped and reground. 


SERRATED CUTTER BLADES 


Serrations ground after heat treat for greatest accuracy. 
For prompt quotes, send prints - or sample of blade 
you are now using, and specify material to be machined. 


WILLEY’S CARBIDE TOOL CO. 


1342 W.. Vernor Highway Detroit 1, Michigan 











GREATER PROFITS 
CEIPPER © 


V Constant Consumer Demand 
) YNo Factory Sales to Users 
) W Nationally Advertised 
/ Firm Resale Price Policy 
V Highest Uniform Quality by 


; 





hoe = oe 


EQUIPMENT 
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The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N. A. P. A. 
Business Survey Committec 





Tapering Off, Not Sliding 


The three-month trend to lower 
industrial activity continued during 
October, as reports of purchasing 
executives showed order books ce 
clined again. However, the gap separ 
iting the levels of the falling orders 
ind production, which has been ex 
panding in recent months, showed a 
tendency to contract in October, as 
more production cuts were reported 
The general comment is that these 
downward movements are not drastic, 
being more of a tapering-off than a 
slide. Prices are tending to level out, 
showing more weakness than strength 
Sales efforts are being stepped up 
sharply. Unworked inventories of pur 
chased materials are lewer. Near-by 
wailability and improved vendor per 
formance are on the increase. Km 
ployment is reported lower for the 
second consecutive month. Buving 
policy runs predominantly to 60 days 
and under. Over-all eredit conditions 
are good. lew distress signs are appar 
ent over the country. Purchasing 
agents are not pessimistic on condi 
tions for the fourth quarter; in fact 
their late October attitude was one of 
cautious optimism. 


Prices Little Changed 


Industrial material prices during Oc- 
tober reflect more of a trend to level 
out, with 74% reporting no important 
changes up or down for the month. 
Competition in fabricated parts is 
much sharper. Larger quantity dis 
counts are reported and some price 
protection. Escalation is fast disap 
pearing. Freight absorption and climi 
nation of premiums im negotiations 
for stecl are more generally reported. 
Price has become increasingly more 
important than delivery, to many 
buvers 


Inventories Continue Down 


Purchased stocks of production and 
service matcrials continue the down 
trend of the past several months. ‘The 
accent is on turnover rather than addi 
tional protective inventory. Ware 
house supplies are ample and service 





is rapid, supporting the growing tend 
ency of buvers to place small orders 
frequently. Liquidation of surplus and 
substitute materials, purchased when 
standard items were unavailable, 1 
being stepped up. Quality improve 
ment is noted. Many new item 


be ing oOfferce 
Pay-Rolls Lower 


Lower pav-rolls are reported bi 
third of the committee for October 
the largest number reporting that con 
dition since January, 1952. Production 
cutbacks are given as the principal 
reason, though several areas report 
strikes and seasonal changes. Skilled 
operators and clerical help, in’ short 
supply for many months, are now 


more available 
Buying Short-Range 


Purchasing Agents’ views of future 
markets continue to favor short-range 
commitments. Hland-to-mouth to ( 
day coverage is the predominant 
policy Reduced production schedul 
receding orders, tight inventor 
trol and lack of confidence in 
general price structure are reported in 
support of this most conservative bu 


ng positr 
Specific Commodity Changes 


Price movements up and down held 
within a narrow band during October, 
with reductions outnumbering in 
creased items 

Up were: Abrasives, methyl alcohol, 
chain, containers, coffee, eggs, sovbean 
oil, linseed, paper, propane, soap, tal 
low, valves 

Down side \utomobiles, burlap, 
die castings, bituminous coal, coke, 
copper products, cotton, meat, sugar, 
grains, glycerm, hides, jute, some 
lumber, mercury, china wood 
castor tung palm oils, 
rubber, some steel, textiles, tin, zinc 
products 

The critical list of materials in short 
supply has practically disappeared, the 
exceptions being nickel, polvethy] ri 
and some stecl items 


Canada Has Down Trend 


} 
i 


Canadian industrial business, whi 
has been reported better than U.S.A 
in recent months, has changed to 
more nearly resemble a common pat 
tern. ‘Though back orders and pro 
duction have held up better, the trend 
has turned down. Prices are about in 
line, while inventones arc up and em 
ployment 1s off. Buying policy is now 
close to that of the United Stat 
Building still it a high rate, helped 
by good weather. Canadian purchasing 
iwents expect the high busine level 
to contin for the balan of thre 


VC 


“A BUDA JACK 
FOR EVERY NEED" 


means that you can sell more 
jacks when you carry the 
Buda line! 


2-Speed, Low-Lift 
Hydraulic Jacks 


These are the Buda Jacks that 
bring big lifting muscles into 
cramped quarters. They’re one- 
man operated, and the load can be 
held at any height, or lowered, 
with complete safety. One simple 
adjustment changes lifting speed 
—‘“Fast” for light or medium 
loads, “Standard” speed for ca- 
pacity loads. 


High-Lift, 2-Speed Hydraulic 
Jacks are also available for your 
customers who need extra lift 
without reblocking. 


Learn what a Buda Jack Distrib- 
utorship can mean to you. Write 
today for all the facts. 


THE BUDA COMPANY 
Harvey, Illinois 
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2-SPEED, LOW-LIFT 

HYDRAULIC JACKS 

25 & 50-ton capacities 
Closed height: 8, 
10 of 12 inches 
4, 6 or 7 inches 


Ratchet Ratchet Trip 

lowering Jocks — 

Jacks— 15ton Cap. 
5 to 15 tons 


vs 
Le 


/ 


Screw Standard Speed 

Jacks— Ball Bearing 
10 to 24 tons Screw Jocks— 
15 to 75 tons 


te = 


hy | 
(lA. ce 


Boll Bearing “Two Speed” 
Journal Hydraulic Jocks — 
Jacks— 25 to 50 tons 

15 to 5@ tons 








To Help You In Selling 
VIKING ROTARY PUMPS Dy FROM THE 


Advertising Appears Monthly in These Publications f 
Sf 1928 1943 
nip oo" am 


The Viking Pump Company is supporting 


your sales plans by consistently using space gue! : 
we 





in the following publications. Over three- 
quarters of a million times each month, 


25 Years Ago 


&f ictory 


pump users are urged to see their distribu- 


tor about Viking Pumps. + 


Comment on the times from an edi- 


torial in MILL SUPPLIES: “The 


Milk Dealer 
Mill & Factory 


American Milk Review 
Business Week 


Butter, Cheese & Milk 
Products Journal 
Butane Propane News 
Chemical Engineering 
Chemical Processing 

Diese! Power 

Diese! Progress 

Food Engineering 
Fueloi! & Oil Heat 
industrial Distribution 


Industrial Equipment News 


Machinery 
Machine Design 
Marine Engineering 


Modern Railroads 

National Cleaner & 
Dyer 

National Petroleum 
Nowr 

Nationa/ Provisioner 

Now Equipment 
Digest 

Oil & Ges Journal 

Pacific Factory 

Plant Engineering 

Power 

Product Engineering 


farmer needs a lot of sound advice 
ind the loan of some money, but 
not a dollar in the way of donations. 
The agriculturalist is no more en- 
titled to a government guarantee of 
uccess in business than is the man- 
ufacturer, the industrial supply 
house or the retail druggist 


Railway Engineering 
an’ Maintenance 
Western Industry 


| ——. 7 
; VIKING 
AN HONORED NAME 


IN PUMPING SIL Ano CAS 


JOURNAL 


Pump Company 


Cedar Falls, lowa 


ARE YOU SELLING THESE 


RELIABLE 
Q Ps a 
Industrial supply houses along vith 
*) n eye OT at T e& other businesses were urged to co- 
: tw ; operate with a nationwide drive to 
have roof markings painted on 
TO YOUR CUSTOMERS? buildings for the benefit of airplane 
pilots. Sparkplugging the effort 
were the Daniel Guggenheim Fund 
for the Promotion of Aeronautics 
ind Colonel Charles A. Lindbergh, 
whose cross-country flight of the 
vear before, he said, had proved the 
urgent need for some means to 
identify towns 


he } \V. Swanson, president of Globe 

Machinery & Supply Co., Des 
Moines, predicted better business 
in his area next vear as a result of 
improved farm conditions ind vot- 
ers approval of a $100 million 
bond issue for new roads in Lowa. 


HARRISBURG SEAMLESS STEEL 
PIPE COUPLINGS meade to 
A.P.1. and A.1.5.1. specifications. 


HARRISBURG DROP-FORGED STEEL PIPE 
FLANGES... manufactured to A.S.A. standards. 


WRITE TODAY 


for catalogs and current prices 


—— F. FE. Myers & Bro. Co. presented a 
- 10-acre recreation field to the Ash- 
OH } 100 Years in Pennsylvania's Capital / land. Ohio, Y.M.C.A. 


arrisbur Steel Dr. Julius Klein, director of the Com- 


CORPORATION waanissuRe = 18 merce Department's Bureau of For- 
PENNSYLVANIA ; 
cign and Domestic Commerce, 








and information about 
open territory for rated 


distributorships 
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25 Years Ago (Cont'd) 





tated in a pamphlet that the inde 
pendent small business man could 
more opportunity than ever 
in the country’s history, pro 
vided he learned more ethcient 


methods of keeping track of costs 


enyoy 


before 


Louis Hanssen’s Sons, Davenport, 
lowa, announced a new policy of 
charging nominally for 
the installation of machinery where 
the house itself was required to do 
the installing, as compensa 
tion for the large amount of other 

pro 


customers 


sonic 


wise free SCTV ICE 


\ ided 


engineering 


Ihe Billings & Spencer Co. was re 
organized under David J. Post as 
chairman of the board and A. H 
Deute as vice president and general 
manager. Frederic C. Billings con 
tinued as president. Officers an 
nounced that the plant would be 
modernized and new lines added. 


Colonel Frederick H. Payne, president 
of the Greenfield Tap & Die Corp., 
was re-clected president of the As 
sociated Industries of Massachusetts. 








T AT I 
| 
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Alvan T. Simonds, president of Si 
monds Saw & Steel Co., in the com 
forecast, “Looking 

predicted that busine 
revive from its 1927 
th 1928 until reaching a peak 
n 1929 Then, he said, it would 

line until the middle of 1930 
The forecast did not prognosticat 
further 


pany S CCONOTIIIC 
Ahead 
would 


low 


throu 


Department report 
re 129 percent abr 
e level, while the 


i only 75 per ent 


tter, Wood & Sand n ¢ 
Ma 


busine if rtain 


rganized in Cambridg 
ontinue the 





We 


to meet today’s 
demand for higher 
accuracy, closer 


tolerances 


> 


Sear 
“UNIVERSAL” ™“ 


LIVE 
CENTER 


Weit-tim-\elelhitela Mie) 


4 


America's Leading Line 


of Live Centers 


Accurate to Plus or Minus .0001’'! 


“ 


It’s Accuracy 
is Built-In 


PRE-LOADED 
BEARINGS 


Twin high precision roller 
bearings are pre-loaded 
after the center is assem- 
bled. The point is then 
round in its own bearings 
ceentricity tolerance is 
limited to plus or minus 
0001”. All parts are 
hardened and ground to 
micrometer-close accuracy. 


NEW DOUBLE SEAL 
FOR LONGER LIFE AND 
CONTINUOUS ACCURACY 


Efficient “Universal” Seal con- 
sists of a stationary hycar 





High Load Capacity that ‘‘Fits’’ 
Every Machine Shop and Metal 
Working Plant You Serve! 


sealing ring in the cap and a 
slinger that rotates with the 
point. Hycar ring keeps out 
dirt, chips and coolant—slinger 
keeps grease in 


Here, we believe, is a live center with the biggest market 


and sales potential we've ever seen ! 


Just tell what it does, and the new IDEAL “Universal” 
Live Center practically sells itself. When you talk about 


turning accuracy to plus or minus .0001” the field is all 
yours! And when you combine this super accuracy with 
load ratings up to more than 5000 Ibs., and wrap it all 
up with a remarkably economical price—well, you've got 
a story that every machine shop and metal working plant 


wants to hear! Tell it and you'll sell it! 





IMMEDIATE DELIVERY! 


You don’t have to wait for this 
new business—i/'s waiting for you 
right now! Immediate delivery in 
all Morse Taper sizes— 2, 3, 4 
and 5. Order today and order 
enough to cash in with real profits 
from volume sales! 
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IDEAL 


QDEAL 


INDUSTRIES, Inc. 


1000 Park Avenue, Sycomore, Illinois 





THREE “CHEATS” 
IN THE WIND 


Don't let Dirt, Dust, and Grit rob 
your machinery of its efficiency— 
cheat you out of profitable oper- 
ation. Blast ‘em out of every 
crack and crevice with a pow- 

erful CLEMENTS.CADILLAC 
blower - suction cleaning 

tool. Cleans all types of 
equipment quickly, 

thoroughly, econom 

cally. 


Eligible under 
C.M.P. regula 
trons 


CHINER Y 


ce |. 


PSTOCK BINS 


ee 


Made in 
with attachments for 


ery cleaning job 
COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL 


PORTABLE 





5 models 


ADVERTISING 
LIKE THIS 


ee 
—A% 
— 


DESIGNED TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH IN DEMAND 
CLEANING TOOL 


7 


APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 





IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 





@ GET THE FULL STORY 





os SES 


@ NATIONALLY KNOWN 

@ NATIONALLY ADVERTISED 
@ UNCONDITIONALLY GUARANTEED 
@ INDIVIDUALLY PACKAGED FOR PROTECTION AND EASY STACKING 


| MORGAN VISE CO. 


‘ 


machinists’ bench 
combination pipe 
woodworking 

steel metal workers 
quick action 
garage 

solid nut 
continuous screw 
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108-112 N. JEFFERSON ST. 
CHICAGO 8, ILINOIS 
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departments of the former | r. 
Sanderson Co. ‘The steel depart 
ments of FE. P. Sande: d been 
l quired bi Jo eph | R 
Son, Chicago. Cutter, Wood & 
Sanderson took over the industrial 
lware tomobile 


on 


upplies, heavy hare 


hocing suppl 


ind hor ( ] 


trimming 


divisions 


Foote Bros. Gear & Nla 
quired four new subsid 
Culvert & Road Equipmer 
Stockland Road Nlachinert 
Northwestern Steel & I 
ind Batles Mfg. Co 


Lynd-l irquhar Co Bost 
larger quarter on 4 
South Boston 


10 YEARS AGO 


Pulver Machinists Supply Co., Chi 

cago, had a narrow escape when a 
caught fire 
Th bl iZC Was 


building next door one 
Saturday afternoon 


stopped before it spread 


Sterling Products Co., Chicago, lost 
hard-to-get tools to vandals 
in through tl 


sone 
who broke 
window. 


display 


Back from Africa after 50 
over enemy terrtory, Sergeant 
Booska of the Army Au 
greeted old friends at his former 
employers’, Silliter-Holden, Hart 
ford, Conn. A. G. Messenger, com 

retary, tendered the official 


missions 
Allen 


lorce 


pany sé 
welcome 


Percy Ridings, of Svracus 
chairman of the industry's Wat 
Service Committee, reported that 
his group had received “‘very fair 
treatment” before the House Ways 
& Means Committee on the re 
negotiation question. Though he 


Supply Co., 








10 Years Ago (Cont'd) 





felt that Congressional thinking 
vas favorable toward revising the 
law hie rg distributors to con 
tinuc to write letters to their r pre 
entatives explaining the distnbu 
tors function 


Lt. Commander Andrew G. Carey, of | | =; po 
Carev Machine & Supply Co., Balt —}— | sup or 


more, was transferred to the Naval 
Command, Office of Strategic Serv € . ie @ g 
ices. For some months he had been Bristol distributors in 54! 
Navv Executive Office with WPB’'s ° 
Machine ‘Tools Section 

W ashington aly 


thicker and thicker. Among. th attention. Your customers will see them in 


PRODUCT ENGINEERING, MACHINE DESIGN, ELEC- 


Seales _ | New! Forceful Bristol ads will really attract 
om 


latest of the tongue twisters of in 
terest to distributors: “SODTICI TRICAL MANUFACTURING, MILL & FACTORY, THE 
OAP Special Ordnance Depot A TOOL ENGINEER, PURCHASING, PRODUCT DESIGN & DE- 
Fool Identif ition, lassificati " o VELOPMENT, INDUSTRIAL EQUIPMENT NEWS. They'll 
m wintry sreectrscence Ane . be impressed at how widely and effectively used are 
: ; Bristol's Hex and Multiple-Spline Socket Screws on 
The Henry G. Thompson & Son ¢ assembly lines in scores of industries. 
publish d results of a survey show 
er trial 
f “7 oe e 16 ~y a . — “om = New! Dramatic direct mail for your customers, 
dixect than to bey throash di / ae / y) with your imprint, features Bristol's business- 
S96) building ads. You mail them, we'll print them 


tributors, if the manufacturer had to 
provide a minimum of thi and supply them at no cost to you. 


normally provided by distribt 


Ben R. Newbery, president of the Na You're sure this big Bristol promotion will really work for you, because Bristol 
tional Association of Purchasing makes every effort to direct business through the distributor, protect his profits 
Agents, lauded distributors for their by restricting distribution in each territory, support him with factory-trained 
war effort. Writing in the South salesmen, etc. Bristol's distributor policy is in black and white for all to see. 
western Purchaser's annual “di No wonder it pays to be a Bristol distributor! 
tributors’ issue”, he said suppl As 


houses had proved themselve " 
most indispensable” to purchasing ’ SOCKET SCREWS 
igents 
Newly clected officers of the Central 
State Mill Supply Association 
Walter W. Ethier, of West 


were 


ern Iron Stores, Milwaukee, presi 
— THE BRISTOL COMPANY, Socket Screw Division, Waterbury 20, Conn 


dent; Hugh Stringham, Crear, 
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|10 Years Ago (Cont'd) 


CHAN pyc, LOCK . 





Adams & Co., Chicago, vice-presi 
dent; C. W. Litsey, Mid-States 
Industrial Corp., Rockford, IIL. 
secretary; and J. H. Ruddell, Cen 
tral Rubber & Supply Co., Indian 


apolis, treasurer. 





Henry F. Tenney, general counsel of 
the Chicago Mill Supply Associa- 
tion, warned members to observe 
the Wage Stabilization Law: “Aside 
from being unpatriotic, it’s almost 
business suicide to violate this law 

H ; = . ; . the penalty is complete disal 

ee eat teins ee ene. See | lowance of the employee's salary for 

nellock line. Millions of national magazine subscribers will read tax purposes. 

about the Channellock line every month they are being told ; 

and sold. Use display boards, stock the full line for real profit Hugh Stringham, Crear-Adams Co., 

wy BO | Chicago, teminded Central State 
distributors at their meeting that 
even though the industry was not 
on the War Manpower Commis 
sion’s essential list, “draft boards 
can be convinced that we're essen 


tial.” 


“Within our ranks many men have 
sons in the service of their country 
Every company las contributed 
men who will some day return and 
expect us to prove that we also 

CHAMPION DEARMENT TOOL CO. have worked and planned for their 

MEADVILLE, PENNSYLVANIA welfare. ‘We must do more than 
simply stay in business. We must 
measure up to the faith of these 

Flux men, that we, by our planning, have 
“ insured their future  security’— 

Sodering Paste W. E. Price, The Knapp Supply Co., 

> Muncie, Ind., in a report to the 

SAVES TIME SAVES LABOR Central States Mill Supply Associa 

Sofest—fast working tien 

sodering paste made. 


THE PLIER OESIGN THAT OBSOLETES ALL OTHERS 











R. C. Duncan, of R. C. Duncan Co., 
Minneapolis, was back in Washing 
ton with a new title: Director of 
Field Operations for the Office of 
Civilian Requirements. He'd been 
n Uncle Sam’s service for two vears, 
starting with the Industrial Sup 
plies Section of the War Production 
Board. 








Sodering liquid - Liquip, MUSHROOMING BUSINESS 
Double strength, 


COLLIS COLLET non-evaporating. - LS | ae makers may be ryt 
Adaptable to hand = as mushroom growers one of these 
EQUIPMENT aptable to han ms days, according to Chemical Week, 


or machine soder- 
McGraw-Hill publication. It is claimed 


. ing. Works like 
w COLLIS Equipment fills today’s li A : that mushrooms can be grown in peni 
important production needs so well ighining. Hi net h fl ; 
becouse they are made by men Coll Your Distributor cillin vats that have a flavor, just 4 
skilled in making this type of equip or Write to a ee good as shed-grown ones. What's 
ment. Supply the proper unit from a more, the spores mature in about two 


complete wonee te, an A st ALLEN CO., INC. or three days rather than months, the 


Centers, Chuck Arbors, and Drill 6731 BRYN MAWR AVE resulting mushrooms are dryer and 
Drifts. We will handle your orders they do not need to be washed or 


promptly CHICAGO 31 ILLINOIS chopped, so there is no waste 
@ Sold thru Distributors 
tHe COLLIS company © Send for Catelog 


DEPT. A, CLINTON, IOWA 
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NEWS 


(Starts on page 124) 





Robert B. Gage 


Airgard Division 
Names Sales Manager 


Robert B. Gage has been named 
iles manager of the Airgard Division 
of American Allsafe Co 

Formerly an industrial engineer with 
American Steel & Wire Co., Mr. Gage 
has also been connected with Factory 
Mutual Fire Insurance Co.’s engineer 
ing division and with Wales Strippit 
Corp He is a graduate of Lehigh Uni 
versity in industrial engineering and 
i veteran of three years’ Navy service 
in World War II 

Phe Airgard Division manufacture 
i device to protect operators of presses 
ind stamping machines 


McJunkin Corp. Names 
Columbus Superintendent 


McJunkin Corp., Charleston, W 
Va., has appointed Edward Lee Her 
scher as warehouse superintendent of 
the firm’s operation at Columbus, 
Ohio 

Mr. Herscher joined the Columbus 
office when it was opened in 1952 as a 
counter salesman. He attended the 
University of Virginia and Purduc 
Universitv and served in the Philip 


pines during World War II. 
Che Reamer Specialists 


Midwest Manager Named LAVALLEE & IDE 1 to 


Midwest Equipment Co. has named 
led Thiry as general manager of both 


ts Fargo and Bismark, N. D., offices 


CHICOPEE, MASS. 
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*” PREFERENCE 
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Stock VICTOR, and you're 
selling a line sold only NN 
through recognized distributors. 


Stock VICTOR Blades, 

and you're selling the 

brand known and preferred for quality 
for over half a century. 


Stock VICTOR, and you have the help of 
qualified factory representatives who 

can help you answer your customers’ 
metal-cutting questions. 


Stock VICTOR, and you have the support of year-in, 


year-out advertising to your customers. 


EVERY job... 


Help your customers solve their metal 
cutting problems by giving them copies 
of the Victor Metal Cutting Booklet. 
If you're out of them, order a supply 

— they're free for the asking. 


® soer 


SAW WORKS, 


Distributors 


VICTOR 


INC. * MIDDLETOWN, N. Y., U.S.A. 











| 





| Mildred W 


Inquiries Are Invited 
From Interested Industrial 


Makers of Hand and Power Hack Saw Blades, Frames and Metal Cutting Band Saw Blades 
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|} tone & Company, c/o The Pe 


Harold M. Tidwell 


Marshall Supply 
Appoints Tidwell 


Marshali Supply & Equipment Co., 
Tulsa, Okla., has appointed Harold M. 
l'idwell to the firm’s sales staff. 

He was formerly sales manager of 
Fllfeldt Machinery & Supply Co., 
Kansas City. 


Madsen & Howell 


Promotes Salesman 


Madsen & Howell, Inc., Perth Am 
boy, N. J., has named Elmer Kirsh to 
the firm’s outside sales staff. 

With the company 15 years, 
Kirsh started in the stock room, 
became shipping and receiving clerk, 
then manager of the tool department. 
For the past five years he has been on 
telephone sales 


Mr. 


later 


LEGAL NOTICI 


STATEME a —— IRED BY THE ACT OF AUGUST 
1912, AS AMENDED BY THE ACTS OF MARCH 
1946 (Title 39, United 
233) SHOWING THE 
"MANAG EMENT, AND 
‘ULATION 


Of Industrial Distribution published - > (2 issues 
fo ober 195 


*"h. 1938, AND JULY 2 
States Code, Sect 
OWNERSHY, 

ore 


| in December) at Albany, N. Y. 


1. The name and address of the publisher, e aon man 


| aging editor, and business manager is: Publisher McGraw- 


Hill Publishing Company, Inc., 330 West 42nd Street, 
New York 36, N Editor W. F. Crowder, 330 Weat 
42nd Street, New York 36, N. Y¥.; Managing editor R. W 
Barnett, 330 West 42nd Street, New York 36 Y 

Business manager, W. A. West, 350 West 42nd Street 
New York 36, N. Y. 

2. The owner is: McGraw-Hill Publis hing Company 
Inc., 330 West 42nd Street, New York 36, N. Y Stock 
holders holding 1% or more of stock: Curtis W. McGraw 
and Donald C McGraw Trustees for Hare id W. McG raw 
Curtis W. McGraw and Donald C. MeGraw, all of 
West 42nd Street, New York 36, N. Y.; Curtis W. MeG ron 
and Harold W. Metiraw, Trustees for Cat herine M. Rew 
130 West 42nd Street, New York 36, N. Y.; Curtis W Be 
(raw, 230 West 42nd Street, New York 36, N. Y Donald 
CC. MeGraw, 330 West 42nd Street, New York 36, N. Y 
McGraw, Madison, New Jersey; Grace W 
nas Street, LaJolia, California; Touch 
nnsylvania Company, 15th 
nd Chestnut Streets, Philadelphia 1, Pa 
8. The known bondholders, mortgagers, and other se 
or holding 1 percent or more of 
Other securities are 


Mehren, 536 Are 


urity holders owning 
tal amount of bonds, mortgages, or 
None 
4. Paragraphs 2 and 3% include, in cases where the stoc} 
ider or security holder appears upon the books of the 
mpany as trustee or in any other fiduciary relation, the 
same of the person or corporation for whom such trustee 
acting: also the e two paragraphs show 
the aMlant’s full } edge lief as to the circum 
ances and condit which stockholders and se 
eurity holders who do not appear upon the hooks of the 
company as trustees, hold stock and securities In a ca 
pacity other than that of a bona fide owner 
CORAW HILL PUBLISHING COMPANY, IN¢ 
By J. A. GERARD I, Vice Pres. & Treas 
Sworn to and subscribed before me this 10th day 


September, 1953 
[SEAL] ELVA G. MASLIN 
(My Commission expires March 30, 1954 


of 








Bearings Firms 
Plan Merger 


lederal-Mogul Corp. and Bearings 
Company of America will be consoli 
dated if stockholders this month ap 
prove a merger plan drawn up by the 
managements ot both companies. 

The plan provides for Federal 
Mogul to acquire the name, assets 
and business of the Bearings Com 
pany for 72,300 shares of Federal 
Mogul stock. Stockholders of the two 
firms will vote on it December 8. 

G. S. Peppiatt, Federal-Mogul 
president, said immediate plans call 
for operating the Bearings Company 
as a division of Federal-Mogul. 

Bearings Company of America, 
with headquarters in Lancaster, Pa., 
manufactures ball bearings. Federal 
Mogul’s line includes engine bearings 
and bushings and the Bower tapered 
and straight roller bearing. 

Mr. Peppiatt said his firm had 
long sought affiliation with a ball 
bearing producer to complement its 
own lines. 

The two firms are among the old 
est U. S. bearing producers. Federal- 
Mogu! was founded in 1899 and 
Bearings Company of America in 
1897. 

The merger plan was announced 
jointly by Mr. Peppiatt and J. W. 
Brady, president of the Bearings Com 
pany. 


Joyce Machine Names 
Meister as Sales Head 


Carl J. Meister has joined Joyce 
Machine Co. as vice president and 
director of sales. 

Mr. Meister has been active in the 
industrial supply field for some 25 
years, working for both distributors 
and manufacturers. He vas recently 
vice-president and director of sales of 


Atlas Chain Mfg. Co. 








ORDER DEPARTMENT is vital cog 
in the machinery of distribution at 
Great Lakes Supply Co., Chicago. All 
phone men are specially trained. 
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Here’s Versatility... 
and a Wide Market! 












































VERSATILE HOSE 


How’s this for versatility? Whether for air, gas, oil, 
water, spray solutions, paint, or acids, here is the hose 
that can carry them all! Quaker Versatile hose is de- 
signed to give excellent performance in a multitude of 
heavy duty uses, yet is light in weight and very flexible. 














Long lasting, non-porous, oil resistant. Cuts down inven- 






tory stocks, storage space and remnant ends. A feature- 
packed “‘door-opener” that can be sold to practically 







every industrial plant! 











Belting, Hose, Packing and 
Moulded Rubber of every 
construction for every need. 


QUAKER RUBBER CORPORATION 
DIVISION OF H. K. PORTER COMPANY, INC. 


OF PITTSBURGH 


PHILADELPHIA 24, PA. 


Branches in Principal Cities 











-_ me ee —_ 
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IME is the salesman’s most precious commodity. Used wisely it will pay 
dividends for him, his firm. Wasted, it will ruin him — perhaps his firm. 


The average salesman spends 38‘: of his working day traveling and awaiting 
interviews, another 12‘, at clerical chores. That only leaves 50% of his working 
day for actual selling. Obviously this 50‘ has to be well spent. 


One way of doing this is to eliminate the wasted time of “selling” a customer 
a product he doesn’t want, couldn’t use. Learn the products that various 
industries use, then concentrate on selling specific products to live prospects. 


A special section in INDUSTRIAL DistRIBUTION’s 1954 MARKETING AND PropuctTs 
NuMBER was edited for that specific purpose. For this section, which will reach 
you soon after December 15th, will have a complete section on “Markets for 
Industrial Products.” 


It will show you the markets for 120 distributor products in 56 industries. It 
will be arranged in table form for easy reference throughout the year. Read 
across and you will see the products used in each industry; read down and 
you get the market potential for each product line. You'll want to keep this 
valuable section as a handy daily guide. 


The MARKETING AND Propucts Numser, of course, will continue to carry three 
exclusive product reference sections: 


CuassiFiep List of production and maintenance equipment, tools and supplies, 
with the names of the manufacturers of these products. 


NAMES AND Appresses of every manufacturer listed in the MARKETING AND 
Propucts NuMBER. 


TRADE NAMES used by these manufacturers, 


Your copy of the 1954 MARKETING AND Propucts Numser will prove valuable 
to you throughout 1954. Watch for it! Use it! 


The McGraw-Hill publication 
edited exclusively for Industrial Distributors 


and their salesmen. 


ABC ABP 


330 WEST 42ND STREET, NEW YORK 36, N.Y. 
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George A. Fitzgerald 


Permacel Tape Corp. 
Names Sales Manager 


George A. Fitzgerald has been ap 
pointed industrial sales manager of 
Permacel Tape Corp., New Bruns 
wick, N. J. 

Automotive sales manager for the 
past two years, he joined the organiza 
tion in 1938 from Eaton Mfg. Co., 
where he had spent 12 previous years 
He started with Permace! as promo 
tion salesman in Philadelphia, later 
became New York district manager 
and after that, Pacific Coast Division 
manager. He held the Pacific Coast 
post for eight years until 1950. 


Michigan Tool Division 
Names Representatives 


Shear-Speed Chemical Products Di 
vision of the Michigan ‘Tool Co. has 
named five representatives to handle 
its new coolant-lubricant 

They are: J. R. Armstrong, Indian 
apolis, fer central and southern In 
diana (except Madison and Delawar 
Counties); Colonial ‘Tool Co., Wind 
sor, Ont., for Canada; Vincent | 
Kennedy, Jackson, Mich., for north 
western Ohio and Hillsdale, Lenawee 
and Monroe Counties in Michigan; 
Moen Sales & Engineering Co., Flint, 
Mich., for lower peninsula of Michi 
gan (except Detroit area and Indiana 
border counties); and A. F. Olson, 
Buffalo, for western New York State 
Eric, Warren, McKean, Potter 
and ‘Tioga counties in Pennsylvania 


Joins Elwell-Parker 
William H 


Campbell has been 


| elected treasurer and assistant secre 


DECEMBER, 1953 


tary of The FElwell-Parker Flectric 
Co., succeeding William FE. Hornig, 
who is leaving to become controller 


of Midland Steel Products Co. 





Continental Supply 
Opens New Branch 


Continental Supply Co., Dallas, has 
opened a new branch in Victoria, 
l exas. 

Located on Highway 59 just east 
of the town, the building houses both 
a store and warchouse. ‘The front is 
decorated in the white and green 
enamel design used by the company 
in its 1953 International Petroleum 
Exposition. 

G. K. Ashmead, formerly at the 
Alice, Texas, store, has been named 
branch manager He will report to 
N. D. Lane, district manager at Cor 
pus Christi, Texas. The new branch 
will serve all of DeWitt, Victoria 
ind Calhoun Counties and parts of 
Karnes, Lavaca and Jackson Counties 


Names Representative 


Jerry Hutchinson has joined the 
tubular sales division of The Con 
tinental Supply Co., Dallas, Tex. 

He will specialize in Fibercast and 
plastic pipe sales, working out of the 
division’s headquarters in Tulsa, Okla. 
An engineering graduate of Oklahoma 
\. & M. College, he has been active 


in libercast pipe sales since 1947. 


American Steel & Wire 
Assigns Plant Posts 


American Steel & Wire Division 
of United States Steel Corp. has ap 
pointed Stephen B. Metcalfe as assist 
ant district manager of operations of 
the Worcester district. Succeeding 
him as gencral superintendent of the 
New Haven and Trenton plants is 
Edwin E. Caspell 

John J. Grimes, Jr., former superin 
tendent of wire rope at Trenton, suc 
ceeds Mr. Caspell as superintendent 
of the New Haven works 


buy oud use 


Che 


Dy Se 


tuberculosis 


NEW, COMPACT 
ANSWER TO VARIED POWER TRANSMISSION PROBLEMS 


LOOK AT THE SALES FEATURES 
OF THIS PRECISION-BUILT 
RUGGED MITRE GEAR UNIT 


Hardened “ZEROL” gears 

Matched pairs of gears run in before assembly 
Double shielded ball bearings throughout 
Provision for re-lubrication if necessary 
Choice of four or five mounting faces 

High load capacity 


Long service life 


Compactly designed and rigidly constructed for guaranteed 
industrial service. 

g and 1 H.P. at 1800 R.P.M. with 250 and 750 in. Ibs. 
statin torque, with two or three shaft extensions. 


DISTRIBUTORS’ ese aD 
ew choice terntories now 

INQUIRIES available. If interested, write 
INVITED for complete details of our 


Distributor Policy. 





84 EMERALD STREET KEENE, N. H., U.S.A. 


Also Manufactured and Sold Through Distributors in 
Canada by H&R Arms Co., Ltd., Montreal, P. Q. 
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VINCENT 


for every grinding operation 


Yes, there's real profit for jobbers in a stock of Vincent 
Dressers and Cutters... a fact that has been proven time and 
again during the past forty years by jobbers throughout the 
country. Here are a few of the reasons: 

Vincent Dressers have an exclusive design that minimizes 
costly dresser replacement and gives better dressings on 
every application. And, Vincent Cutters provide the exact 
degree of hardness that prevents teeth from breaking or 
from mushing over. They're heat treated right in our own 
plant—one of the three largest in the country. 

Added to these important features, Vincent Dressers and 
Cutters are available in sizes and styles to meet every 
dressing need. Combine these tangible selling points with 
the fact that the Vincent line has been continually advertised 
to your customers in leading trade publications, and you have 
a sure-fire profit picture that’s hard to beat. Why not 
investigate today? Vincent Steel Process Company, 
2424 Bellevve Avenve, Detroit 7, Michigan 


VINCE 


SINCE 1909 * 
Designed — Built — Merchandised 
to doa better job... for the user—for you 


Praducers ad.¢ HSS TOOL BITS « CONICAL CUTTERS AND HOLDERS « DIAMOND 


DRESSING TOOLS «+ TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 
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ressers and Cutters 








John L. MacDonald 


Thor Appoints 
Newark Manager 


John L. MacDonald has been 
named manager of the newly opened 
Newark, N. J., branch of ‘Thor Power 
Tool Co. 

Formerly the company’s Boston 
district industrial tool service engi 
necr, he has been with Thor since 
1947 and before that worked for the 
Boston & Maine Railroad as a ma 
chinist. He served in World War II 
as a Navy technician. 

The Newark office was opened this 
summer in a new building at 1 ‘Tiche 
ner Lane. 


| Atlanta Branch Opened 


Thor Power ‘Tool Co.'s new At 
lanta, Ga., branch has opened for 
business under the direction of G. F. 
Strauss, the company’s Birmingham, 
Ala., manager. 

Ihe branch, the twenty-second in 
the company’s domestic chain, serves 
Georgia, South Carolina and Florida 
It is equipped for factory branch 1 
pair service with factory trained ser 
ice men to handle repairs, company 
officials said. 


Complete Sales Course 


Fifteen Thor managers and service 
engineers recently completed the com 
pany’s sixth Industrial Sales Engineer 
ing School course. 

The group included R. C. Wil- 
liams, ‘Toronto, Canada, manager; 
C. T. Connolly, Buffalo manager, and 
I. R. Spooner, F. J. Zaher, R. I 
Lhoest, T. L. Monroe, K. V. Bennett, 
R. A. Sward, H. A. Mooney, A. E. 
Moan, G. A. Gambee and W. A, 
Langhoff. 


Appointed by H. P. Weller 


H. P. Weller Supply Co., Erie, Pa., 
has appointed Bill McClelland to its 
sales staff. 





FORTY YEARS with The Geo 
W orthington Co., Cleveland, is service 
record of J. W. Vickers (night) indus 
trial sales manager. Here A. G. Rora 
beck, company president, awards the 
pin 





Southern Screw Co. 
Plans $2 Million Project 


Southern Screw Co. is planning to 
add machine screws and other lines 
through a $2,000,000 plant expansion 
program at Statesville, N. C. 

Work on the project will start soon 
and will require two to three years 
for completion, Fritz Jensen, company 
president, announced. Operations will 
be expanded to include the manufac 
ture of machine screws, sheet metal 
screws, drive screws, cap screws, lap 
screws and hanger bolts. Machine 
crew and drive screw production will 
be underway about January 1, Mr 
Jensen said. The firm now produces 
wood screws only. 

Machines for much of the new pro 
duction have already been delivered. 
Other machines and equipment 
needed for the new lines, including 
a carburizing furnace, are on order 

lhe new plant will increase the 
firm’s manufacturing space about 
three times and provide employment 
for 600-800 persons, Mr. Jensen said. 

President Jensen said the firm’s 
management had long desired to man 
ufacture a complete fastener line, but 
due to limited space and capital, had 
been forced to restrict operations to 
wood screws only. 


To Sell for Aleoa 


\luminum Company of America 
has named The Hamilton Steel Co 
as a second representative for the com 
pany’s aluminum products in the 
Cleveland area, beginning this month 
Hamilton is a Federated Steel Corp 
subsidiary. Williams & Co., Cleve 
land, has handled Alcoa products in 
the area since 1929 





SELF-CENTERING 


(ELIMINATES COSTLY SET-UP) 


REDUCES TOOL BREAKAGE 
SIMPLE CONSTRUCTION 


(ONLY FOUR MAIN PARTS) 


FULL-FLOATING © POSITIVE DRIVE 
OIL-RESISTANT NEOPRENE MOUNTING 


PROFIT .. . with the proven line 


PROFIT... by outstanding features 
THAT HELP YOU SELL 


were's ToOl-flex 
 NEQPRENE-MOUNTED FLOATING TOOL HOLDERS 


Another Outstanding Product of 
BURG TOOL MANUFACTURING CO. 


REAMER AND 
TAP HOLDER 














RELEASING 








\(@)" for information... Dealer inquiries invited ; f TAP HOLDER 
BURG TOOL MANUFACTURING CO. Dep. 10-12 


3743 DURANGO AVE. e LOS ANGELES 34, CALIF. 








Get more sales with 


CARBOLOY, 
MASONRY DRILLS 


Now open-account item! 


Right combination of narrow “land” 
and fast spiral simplifies drilling in 
toughest materials; makes sales in | 
toughest competition. 


Now anew, improved Carboloy 
Masonry Drill with spectacular 
drilling action that agitates dust 
out of hole. No stalling, sticking or 
binding. Sizes: %q" to 1”, 4” 
shank available in sizes to 4%” 
Also in 3 handy kits 


SHALLOW OVAL FLUTE 
Dust can't pack in shallow oval 
flute of Carboloy Masonry Drill 
The right combination of narrow 
“land” and fast spiral keeps dust 
agitated—loose—and moving up 
out of hole rapidly, cleanly, regard 
less of drill position 

Wide overhanging Carboloy 
Tungsten Carbide tip bites deep 
into toughest masonry material 
provides ample drill clearance 
further helping dust-agitation 
action 

ORDER NOW 
Made-to-order for home, trade and | 
industrial users of masonry drills 
who are still stumped by packing 
Stalling and stow drillin 

Order your supply, of the new 
improved Carboloy Masonry Drills 
today. 


“Carboloy” is the trademark for the products of the 
Carboloy Department of General Electric Company 


CARBOLOY 
DEPARTMENT OF GENERAL ELECTRIC COMPANY 
11131 E. 8 Mile Street, Detroit 32, Mich 





| 
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Want a glacier 
MOVED? 


Only the gargantuan Paul Bun- 
yan could come up with an idea 
like moving a glacier, Remem- 
ber the story of how Paul and 
his ox dug Puget Sound with a 
lacier which they brought 
own from Alaska. 
Wouldn't you like some of 
his great power at times? 


The “MORE POWER PULLER” 


is no myth nor does it move glaciers 
However, it offers unlimited possibilities 
in providing a ready-to-use, powerful unit 
for solving so many of your customers’ 
power puller problems 


This light-weight, flexible, sturdy puller 
is operated by one mon and requires no 
electrical or fuel connections. A most 
convenient unit for moving and —_ 
heavy machinery, opening car doors an 
many other uses around plant or ware 
house 


it comes equipped with 20, 
30, or 40 feet of cable 


List Price $27.75 to $33.80 F.0.B. Factory 
Distributor and Dealer Openings 


The WYETH-SCOTT CO. 


NEWARK, OHIO 

















Wherever you need chain, 
in any size or grade, 
to any desired 


>. . 
specification... _ 
UPSTATE New York will be served by 
W. C. Coleman for Porter-Cable Ma 
chine Co. He succeeds E. V. Allen, 


named sales manager's assistant 


CAMPBELL . , Five Sales Posts 


“CHAIN -~ ' Filled by Porter-Cable 


~ , 
~~ ' ' Porter-Cable Machine Co. has ap 


pointed five men to new sales posts 

Eugene V. Allen, sales representa 
tive for upper New York State since 
1951, has been named administrative 
issistant to the sales manager, in 
charge of the company’s sales training 
ind market analysis programs. <A 
World War II Air Force officer, M1 
Allen joined the company’s advertising 
department in 1949 on graduating 
from colleg« 

Succeeding Mr. Allen in upper New 
York is Walter C. Coleman, formerls 
sales representative for Rhode Island 
and Eastern Massachusetts. At on 
time with Brown & Sharpe, Mr. Col 
man has also had sales experience with 
the Coca Cola Co. and the Beacon 

; A graduate of Brown University, 

f he was an clectronics officer in the Air 
Force during World War II 
A i Robert E.. Comstock succeeds M1 


\ 


f 
yr! 


\ 


fr 

lp 
CAMPBELL CHAIN Company P 
\ 


Main Office: York, Pa f 

West Burlington, lowa 

Portland, Oregon , f 
| 


Sacramento, California 


FUTURE ficld men, Bob Comstock 
center) and Pat Delmonico get in 
struction from Joc Mertens at Porter 
Cable sales school 
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In the Power Industry W-S Screw-End Fittings... 
MORE ECONOMICAL ALL THE WAY DOWN THE LINE 
a 


FOR REAL ECONOMY on your next screwed fitting piping job specify 
Watson-Stillman the Double-diamond brand of Forged Steel Fittings. 


You'll find their long, accurately cut threads, in perfect alignment, 
assure ease of installation. 


You'll find their extra long bands extending well beyond the last thread, 
provide reinforcement at points of severest strain. 


W, 


S safety factor to give you years of leak proof, trouble-free service. 
Accurately machined . . . they fit tight and they’re made of forging stock 


You'll find their heavy uniform fitting wall thickness provides a high 


especially selected for toughness, strength, and resistance to temperature 


and shock. Available in carbon, stainless and chrome-moly alloy steels. 


Watson-Stillman also makes a complete line of forged Socket-Welding 
fittings. Investigate these superior, life-of-the-system joints. Write for 


literature. 


SOLD THROUGH LEADING DISTRIBUTORS 


WATSON-STILLMAN FITTINGS DIVISION 


H. K. PORTER COMPANY, INC. 
125 ALDENE RD., ROSELLE, NEW JERSEY 








‘4 


3. Curved Blade Shears 


4. Belt Shears 


HOT HAMMER .FORGED 


THE HENKEL-CLAUSS CO. +Frement, Obie 
New York Office ¢ 1107 Broadway 
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| Coleman as 


| Cleveland 


| general 


Massa 
Rhode 


Rhode Island 
chusetts representative. A 
Island State graduate, 
experience as sales engineering 

Carl W. Wilke has joined the com 
pany as field engineer for the East 
Central zone with headquarters im 
He first entered sales work 
ifter graduating from Miami Uni 
versity. 

Patrick H. Delmonico has been ap 
pointed field engineer in central and 
western New York with headquarters 
in Syracuse. Recently assistant to the 
manager of the company’s 
Service Division, he has had several 
years’ experience in service and pro 
duction work. A graduate of Syracuse 
University, he was in the Marine 
Corps for three years. 


| Holds Open House 


| 
| 
: 





| Houston. 


Porter-Cable recently held open 
house for 250 craftsmen at its main 
- 

Guests, including dealers, builders, 
contractors, painters and decorators, 
were taken on a tour of plant facilities 
and later given a demonstration of the 
firm’s newest heavy-duty electric tools 
The same program was held the fol 


lowing day for company employees | 


ind friends. 





F. E. Suder 
Leschen Wire Rope 
Sets up New Division 


Leschen Wire Rope Division of H. 
K. Porter Co. has established 


and Oklahoma, with headquarters in 


Suder will manage the new 
With the Porter organiza 


territory. 


| tion in various capacities since 1951, 


he formerly held sales and manage 
ment posts with N itional Supply Co 
and International Derrick & Equip 
ment Co. 
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a new | 
sales district covering ‘Texas, Louisiana 


The Packaged 
MUSIC WIRE 
Sells! 


That 


Precision 








@ The only “tangle free” package 
in the market. Wire is simply drawn 
from center of potented carton as 
required. Easy to stock and use — 
saves time. A fast seller with the 
quality thet builds soles. Packages 
marked with size, weight, and gauge. 
The wire is highly polished and ex- 
tremely tough. Used for springs for 
tool and die makers, factory and 
machine shop, and scores of other 
applications. Cellophane wrapped. 


Wore Sales rbction 


@ Shim Stock — packaged in dispenser cartons 
for over-the-counter sales. Available in brass, 
steel and stainless. 

@ Feeler Stock — another packaged item cello- 
phane wrapped for moisture protection 


PRICES AND DISCOUNTS ON REQUEST 


PRECISION 
STEEL WARERQUDE, 


facturing Division 


7 Chi 


INC. 


cago 24 





for the handy 
HUOT 


MODEL 7104. Cork lined protective drawers 
one turn of the key fastens cover and all 
drawers with patented lock . . . smooth, stream- 
lined, easy-to-keep clean . . . holds a full 18’ 
scale. 1934” long, 1334" high, 834" deep. 
MODEL 105. A “king-size’’ chest for tools up 
to 24”. 9 drawers. Size 2614°x14 "x12". 
By the Makers of HUOT DRILL INDEX 
Write for Catalog Pages 


HUOT MANUFACTURING CO. 





551 North Wheeler St., St. Paul 4, Minn. 


1953 





QUALITY 
CONSTRUCTION! 


INTERCHANGEABLE! 


NATIONALLY 
ADVERTISED! 
TRADE ACCEPTANCE! 
FE. A. Watkins 


Wichita Distributor 
Discusses Inflation 





\Ve can’t pull out of deficit spend. | 


ing with hocus pocus, and it’s tin 
the American people realized wi 
were in the financial situation we ar 
today,’ | \. Watkins, president ot 
Watkins, Inc., Wichita, Kan., said 
recently in a speech at a noon mecting 
of Civitan 

Peopk today think a lot of paper 
money floating about means pros 
perity,” he said Actually a house 
worth $6,000 after 10 years deteriora 
tion is now worth $14,000. Yet it’s 
only a house and im itself has de 


| 


creased in valuc 

Ihe actual result of inflation is the 
decreasing in value of the dollar, o1 
reducing the savings of people who 
have saved all their lives tor their old 
we, Nir. Watkins said 

Ihe trouble began, he said when 
congress gave sweeping powers to the 
President 20 years ago. He outlined 
the orders discarding the gold stand 
id and increasing the price the fed 
cral government would pay for gold, 
and the steps leading to the program 
of deficit spending “which has taken 
us into a deep well of national debt.” 

“All history shows such a program 
of managed money does not work,” 
Mr. Watkins stated. “Such manipu 
lations become an instrument of con- 
trol which dominates the lives of the 
people as thoroughly as a policeman’s 
club 4 

Mr. Watkins said there are hopeful Supreme Brand Chucks are 
igns now that the American peopl quality made with entire body hardened 
ie awakening to their danger. There inside and out... taper bore hardened and ground... 
ie so many things to think about jaws nickel chrome moly alloy steel expertly heat 
besides how much money can we treated... every chuck is individually checked for 
make or how much can we get for ; ‘ ; 

accuracy before it leaves the factory. Write regarding 


free from the government.” distribut r 
‘We need to be more diligent and iStrHOUIOF poNcy. 


investigative voters, too,” he said SUPREME PRODUCTS, INC, 
o 


because when we elect a man to a 
office we give him a first lien on all 2222 $. CALUMET AVE., CHICAGO 16, ' 


we have. That office holder can create the chuck that lives up to its name .. . SUPREME 
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Spring Lock Washers 
ire Standards of Industry 


Reliance Spring Lock Washers exert con- 
tinuous concentrated spring power to keep bolted 
assemblies tighter longer wherever they are used 
in industry. Their helical coil spring design 
provides designers and production men with an 
inexpensive fastening device that can be used 


wherever there is a bolted assembled part. 


Reliance Spring Lock Washers are manufac- 
tured in a modern equipped plant to rigid 
specifications from cold finished spring steel. 
Their non-fatiguing reactive tension over a wide 
reactive range insures tight thread fit and auto- 
matically compensates for looseness resulting 


from service wear. 


Reliance Spring Lock Washers can be used 
with any type of nut or bolt head and cannot 
damage threads. Their versatility is well known 
to production and design men throughout in- 
dustry. They are available in carbon, alloy or 


stainless steel, bronze, K-Monel or aluminum. 


RELIANCE DIVISION 


EATON MANUFACTURING COMPANY 
550 Charles Ave. $.E., Massillon, Ohio 








JUST OFF THE PRESS! If you have not done 


so, write for our new 36 page catalog 
“Reliance Spring Lock Washers” W-50. 
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debts you must pay before you pay 
the debts you have contracted your- 
self.” 

When a government issues certifi- 
cates for money there must be an 
equal value in services, goods or things 
ot value such as gold to back it or the 
system is not sound, he said. 


Calls New Motor Size 
Logical Industry Step 


Smaller frame sizes for electric mo- 
tors are a logical development if the 
industry is to keep pace with progress 
and foreign competition, Fred Linley, 
Allis‘Chalmers Mfg. Co. engineer, 
told a recent meeting of the New 
York Chapter, Power ‘Transmission 
Council. 

Mr. Linley described the “NEMA 
Re-Rate Program” under which mem 
bers of the National Electrical Manu- 
facturers’ Association have agreed to 
reduce the frame dimensions of mo- 
tors in the 1-40 hp range about 30 
percent 

He said discovery of new materials, 
plus the need for economy in the 
face of rising costs and foreign com 
petition had dictated the move. Syn- 
thetics had made possible more effi 
cient performance with less bulky in- 
sulation. Thus the same performance 
ratings could now be produced in a 
motor with smaller frame discussions, 
he said. 

“This is logical progress. An in- 
dustry must either move ahead or 
slip backwards.” He said that actu- 
ally the change has been overdue for 
some ycars. 

Wainwright Holt, president of the 
New York Chapter, introduced the 
speaker. 





PURCHASING occupies the attention 
of J. S. Van Pelt, vice-president, ‘Ten- 
nessee Bitg. & Supply Co., Knoxville. 





George D. Enos, Jr. 


Enos & Sanderson 
Names Vice-President 


George D. Enos, Jr., has been 
elected to the new post of executive 
vice-president of Enos & Sanderson 
Co., Buffalo, N. Y. 

Edwin QO. ‘Tilton, attorney, was 
named secretary succeeding Mr. Enos. 
Mrs. George D. Enos, Jr., was elected 
to the new position of assistant secre 
tary. 

Mr. Enos joined the company in 
1941 after graduating from Ridley 
College. He beccame secretary in 1948. 

Mr. Tilton has been a director of 
Enos & Sanderson since 1950. He is 
with the law firm of Hodgson, Russ 
Andrews, Woods & Goodyear. 

Mrs. Elizabeth R. Enos continues 
as president and treasurer and Georgs 


W. H. Allen as vice president 


Cleveland Tapping 
Buys Munding Line 


The Cleveland Tapping Machine 
Co., subsidiary of Automatic Steel 
Products, Inc., has purchased the 
Munding bench radial drill line from 
The Munding Machine Co. of Glen 
dale, Cal. 

The line will be sold as the Cleve- 
land-Munding Bench Radial Drill. It 
is now available from Cleveland ‘Tap 
ping Machine, company officers said 


Named by Westinghouse 


Westinghouse Electric Corp has 
appointed Pacific Metals Co., San 
Francisco, to sell welding equipment 
in California, Nevada, Utah, Arizona 
and southern Idaho. The firm will 
handle AC and DC electric welding 
machines; mild steel, alloy steel and 
stainless steel welding electrodes and 
safety equipment for welders 





| Reliance , 


> led 


Distributors Sell 
(o a ready-made market 


Pime 
nie ah a Cites 








Dependable Distributors 
stock Dependable 


RELIANCE 


Of 


LOCK WA 


Because of the endless applications of Reliance 
Spring Lock Washers, Reliance distributors 
actually sell to a ready-made market. A new 
distributor finds there are uses for Reliance 


Spring Lock Washers in most industrial plants. 


But the universal need of this product is not 
the only reason new distributors take on the 
profitable Reliance line. Aggressive sales and 
advertising policies help him build his volume 
from the start. At no cost to him, Reliance 
Spring Lock Washers are merchandised to cus- 
tomers and prospects through the pages of 
catalogs and engineering folders by direct mail 
letters sent to a list of several thousand industrial 
users. This stimulates interest and builds sales. 
In addition, publication advertising appears in 
a long list of outstanding trade journals such as 
STEEL, MILL AND FACTORY, PURCHAS- 
ING, MACHINERY and MACHINE DESIGN 


just to name a few. 


New Reliance distributors have everything to 
gain and nothing to lose when they take on the 
Reliance line of quality Spring Lock Washers. 
There are distributorships open and interested 
industrial distributors are invited to write for 


further information. 








ong ) 
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Is Work-Tested a 


It Leaves the Factory 


- +. f0 give 
your customers the 


Best and the Most 


Wrench Service for their money 


The reason RIGID Heavy-Duty Pipe Wrenches are known 
for the brutal punishment they can take is because of the tough- 
ness built into them, checked part by part and then hard work- 
tested when assembled . . . not just one wrench in 100 or 1000 
but every last one! ... Add the guaranteed repair-free housing, 
no-slip no-lock jaws, handy pipe scale, easy spinning adjust- 
ment nut and comfort-grip I-beam handle and you see why 
genuine RIGID gives the big value for the money. It cer- 
tainly pays you to sell the world’s most popular pipe wrench. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 





Work-Saver Pipe Tools 
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Howard F. St. George 


Shadbolt & Boyd Elects 
St. George President 


Howard I. St. George has been 
elected president and general manager 
of Shadbolt & Boyd Co., Milwaukee, 
Wisc., and the Northern Hardware 
& Supply Co., Menominee, Mich. 

k:. O. Pape is vice president, secre 
tary and treasurer. Arthur F. Boett 
cher, former general sales manager, is 
now vice president in charge of in 
dustrial supplies. Edward Hummel, 
former assistant sales manager is sales 
manager. 

Mr. St. George, formerly a_ vice 
president with the company, has been 
connected with Shadbolt & Boyd for 
28 years, and has been in the supply 
business for 40 years. 


Worthington Corp. 
Names Sales Heads 


Worthington Corp. has assigned 
W. J. Fleming to the company’s 
Holyoke, Mass.. Works to take charg 
of the sale and distribution of port 
able air compressors and air tools. 

Kenneth W. Horsman has been 
named general manager of the Plain 
field, N. J., Works, responsible for 
sales, engineering and manufacturing 
of all that division’s products, includ 
ing construction machinery and weld 
ing positioning equipment. Paul J. 
Foley will be general sales manager at 
Plainfield. 

John F. Weissert has been named 
operations superintendent at Plain 
field. 

Mr. Fleming was formerly active in 
sales of construction machinery. He 
joined Worthington on graduating 
from the University of Rhode Island 
in 1929 and has been identified with 
construction equipment sales since 
1934. 

Mr. Horsman joined the company 
in 1929 as a field engineer for water 





works and power plant products. Later 
he became superintendent of the 
Welding & Navy Condensor Shops 
and in 1945 was named works man 
ager at Plainfield. He is a Bucknell 
University graduate 

Mr. Foley became a sales engince 
in the firm’s Chicago office in 1937 
shortly after completing his Northeast 
em University cours IIe becam« 
Milwaukee branch manager in 1950 
and in 1952 was appointed district 
manager at Kansas City 

Mr. Weissert joined Worthington 
in 1931, and in 1947 became supe! 
visor of methods and standards at 
Plainheld. He became plant superin 
tendent in 1949, 


Plans Publication 


\ new quarterly publication is be 
ing planned by Worthington Corp 
for circulation to imdustrial distribu 
tors who handle the firm's Multi-V 
Drives and pumps and air compressors 

Called the “Worthington Industrial 
Marketer”, the publication will be “bi 
partisan”, according to its publishers 
with editorial content divided between 
ontributions from the distributors and 
Worthington. Copies will go to all 
distributor sales personnel. The pub 
lication is designed to provide a me 
dium for interchanging idcas between 
the company and its distributor 
Worthington officials said 


W. O. Barnes Names 
Sales Engineer 


Derek M. Drummond has joine 
the W. O. Barnes Co. as sales engi 
necr for Michigan and Ohio 

Mr. Drummond has had experience 
in the cutting tool field with Metaloid 
Corp. and Insto-Gas Corp. He at 
tended Ohio Militarv Institute and 
Ohio State College 


Derek M. Drummond 


DID THE 


ae 
GET ITS 


NAME? 








The word “nut” probably came into being like almost 
every other word in the language. Somehow, somewhere, 
sometime or other, somebody called a nut a nut (maybe 
it was the same guy who called a spade a spade). Who- 
ever it was, someone else must have heard him say it, 
and decided to use the name too (which is a neat combi- 
nation of name-calling and plagiarism). That started it, 
From there, the word caught on, and tradition did the 
rest. 

Today, Allmetal—maker of stainless steel nuts, screws, 
bolts, and many other stainless fasteners—owes its good 
name to a tradition of high quality and fast service. If 
you need anything from our line, just give us the word. 

Our 96-page catalog contains engineering data and 
weights as well as sizes and dimensions of stock items. 
If you want a copy, send us a note on your letterhead, 
isk for catalog 53-H. 


¢ SCREW PRODUCTS COMPANY, INC. 
A aS < 821 STEWART AVE., GARDEN CITY,L.1., N. Y. 
TSTreWe 
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ONE SIMPLIFIED 


BUSHING SYSTEM 


is a Big Factor in 


DEVELOPING MORE SALES 


® Browning Sprockets use 


the same 


system used 


simple bushing 


in Brown- 


ing Single and Multiple 


Groove Sheaves, Rigid and 


Flexible Couplings, 


and Browning Paper 


Pulleys 


You can give your 
Customers an off the 


shelf Sprocket and Roller 


Chain Service... . 


Sprockets with “Unbreak- 
able” Malleable Split 
Taper Compression Bush 
ings. No reboring— no 
welding. Your customers 
can save time and money 
by standardizing on 
Browning's Simple Inter 
changeable Bushirg Sys 
tem in all of their power 
transmission equipment 


Both the Sprockets and 
Roller Chains are individ 
ually and neatly pack 
aged for instant identifica- 
tion 


Write for Catalog GC-101 


BROWNING 


MANUFACTURING 
COMPANY 


MAYSVILLE © KENTUCKY 


\J 


SINGLE STRAND RIVETED 


SINGLE STRAND COTTERED 
DOUBLE STRAND RIVETED 


DOUBLE STRAND COTTERED 
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Business Editors 
Learn Work of SBA 


Business paper editors from through- 
out the country had the policies of 
the newly formed Small Business Ad- 
ministration explained to them at a 
recent meeting in Washington 

Walter F. Crowder, editor of In- 
pustRiAL Disrripution, presided at 
the session addressed by Willian D. 
Mitchell, former Small Business Ad- 
munistrator, 

The new SBA, said Mitchell, has a 
broader function than the erstwhile 
Small Defense Plants Administration 
it succeeded, since it is concerned with 
small firms of all kinds, not just manu- 
facturing plants. Firms in the small 
business bracket, he said, number 
nearly 4,000,000. “They make up 
more than 95% of all American busi- 
ness, numerically. They account for 
about one-third of our total output of 
goods and services.” 

These firms, he said, must have “‘a 
fair chance to grow and prosper . . . 
if this country is to be economically 
healthy.” 


Barnes Succeeds Mitchell 

Wendell B. Barnes, of ‘Tulsa, Okla., 
has been named by President Eisen 
hower as acting administrator of the 
Small Business Administration suc- 
ceeding William D. Mitchell, who 
resigned October 30. 

Mr. Barnes has been general coun 
sel for SBA since September 3. 

In his first public address since his 
appointment as acting administrator, 
Mr. Barnes re-afirmed that SBA pol 
icy is to help small business without 
competing with banks. 

He told a bankers’ conference in 
Passaic, N. J., that SBA, “far from 
being a rival,” would supplement the 
banks’ functions and “sometimes act 
as a partner with banks.” 

“We, fill in the interstices — the 
‘chinks’—possibly where the commer 
cial banks feel that they should not 
make a loan.” 

Mr. Barnes said SBA requires loan 
applicants to show that banks have 
first turned down their loans. Also 
they must prove that they can’t raise 
the money needed through securi- 
ties sales or private resources before 
an SBA loan will be considered. 

Even so, he said, loans must be 
sound enough and backed adequately 
with collateral so as “reasonably to 
assure repayment.” The agency, he 
said, has “the same fiduciary responsi- 
bility to the people and to the treas 
ury of the United States as the banks 
have with respect to their depositors.” 


Scores Critics 
Mr. Barnes said “disappointed ap 
plicants” had widely circulated the 





“canard” that SBA lending policy is 
a “phony.” 

‘Nothing could be further from the 
truth,” he said. “We are charged by 
law with the responsibility of mak 
ing loans. We are organized to mak« 
loans. There are numerous small 
business concerns which legitimately 
need credit and they are going to get 


credit.” 


Pierce 





Sales Representatives 
Named by Powell Valves 


The William Powell Co. has ap 
pointed E. K. Pierce and ‘Tom Wil 
liams as sales representatives for 
Powell Valves with headquarters in 
the company’s Houston, Texas, office 

Mr. Pierce, an engineering graduate 
of the University of Houston, forme rly 
worked for the Gray Tool Co. Mr 
Williams received his engineering d 
gree at Louisiana State University. 

Both men are World War II veter 
ans, Mr. Pierce serving four years in 
the Navy and Mr. Williams in the 
Air Force 

James Coombe, Powell president, 
said the appointments were part of the 
company’s sales expansion program 


/ 
b é, S pat * 


Tom Williams 


Desmond's 


PRECISION DRESSER 
FOR MACHINE GRINDERS 


Here’s a mechanical dresser that “fills the 
bill” in many precision grinding opera- 
tions. Supplied with shanks to fit practi- 
cally all machines, permitting quick 


substitution in place of diamond nibs. 


REPLACES DIAMONDS 


in many i 


Your Desmond Industrial Distributor can 
provide technical assistance and advice 
on money-saving Desmond Precision 
Dressers. Ask for your copy of the Des- 
mond Precision Dresser Bulletin No. D-10. 
THE DESMOND-STEPHAN MFG.CO., 
URBANA, OHIO. 


| the only complete line of grinding wheel dressing tools 


pesmens 


DRESSERS & CUTTERS 
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Another 
Desmond 
Sales-Proven 
ad appearing 
in user 
magazines 


Plus! 
Desmond 
wall charts 
Catalogs 
mailings 
displays 


Plus! 

Desmond 

Sales meetings 
for your 

Sales 
personnel 


Plus! 
Desmontl's 
complete line 
—meets every 
customer 
requirement 


alky 
nationally 
known name 
— Stands for 
quality 

and service 








DISTRIBUTORS 
have profitable business 
in hand when they sell 


for—Extreme heot 250°F to 1800°F per- 
manent comes off in pickling both 

fer~Hot Metal 150° F to 1500°F will not run, 
chor, flow, discolor or peel. Immersion in cold 
water will not deface : 
Fer—Anneoling, welding or acetylene torch work. 
Open hearth stickers, etc 


Fer—Metal to be annealed at temperatures up 
to 1600°F. Marking when cold 
Fer—Quick Drying drys instantly 
in pickling bath 

For—All purposes, dry, oily, or icy wet surfaces. 
Stampings and indentations—steel and plastics. 


removed 


Fer—Metal, wood, etc. 60°F to 160°F. Morks 
come off in pickling both 

for—Lumber either wet, dry or green. Also for 
crates ond boxes 

for—Lumber, wet, dry, green, creosoted or 
Wolmanized 

Other types ore available for special marking 
requirements; our engineers will make recom- 
mendations if you will outline your special 


problem 
SPECIAL TYPES ON REQUEST 
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| urer of Western Iron Stores Co., 





Whitney Chain Names 
Regional Sales Head 


Whitney Chain Co. has appointed 
Kdwin ‘T. ‘Teal as regional sales man 
ager for the West South Central and 
Mountain States 

He will direct sales and distribution 
of the company’s power transmission 
and conveying chain products in 14 
states in all 

lormerly Dallas manager, Mr. ‘Teal 
has been with the company since 
1939, when he started as a sales en 
ginecr in’ Whitney Chain’s Chicago 
ofhice. After World War II military 
rejoined the company in 
1946 as assistant chief engineer. In 
1950, he was assigned to sales engi 
necring with the Chicago 
office and later went to Dallas 
is district manager 

Ile will make his 
in Dalla 


activities 
1 veal 
regional head 


qu inter 


To Handle Machine Tools 


Hlanson-Whitneyv Division of Whit 
nev Chain Co. has appointed Giebel, 
Inc., of New York City, as exclusive 

iles representatives for the division’s 
machine tool line 

Gicbel will cover Connecticut, New 
Jersev and castern New York State. A 
branch is located in New Haven 


Richard E. Ela Joins 
Wisconsin Distributors 


Richard 1 Kila Co., Madison, 
W isi iimitted into mem- 
bership by the Wisconsin Distribu 
tors Club, and the Central States In 
dustrial Distributors Association. 

Richard Fk. Ela is president of the 
company The Wisconsin Club is 
headed by C. Morgan Curtis, treas 


Mil- 


. has been 


waukec 





is 


TWO TOP AWARDS were won by 
Dayton Rubber Co. recently in the Di 
rect Mail Advertising Association. Jack 
Young, of Dayton Rubber, accepts 
them from S. R. Berstein 





DYKEM STEEL BLUE 


Stops Losses Making Dies and Templates 


Most popular package is 8 oz. can with brush 
in plastic cap. Simply brush on, right at the 
bench; ready for the layout in a few minutes 
The dark blue background makes the scribed 
lines show up in sharp relief, and at the same 
time prevents metal glare. Increases efficiency 
and accuracy 


Write for full information. 


THE DYKEM COMPANY 


2305A North l1th St. St. Louis 6, Mo. 














OPPORTUNITY 
FOR 
QUALIFIED 
INDUSTRIAL 
DISTRIBUTORS 


Nationally Advertised 
All-Purpose, Portable 
Power Hacksaw 


WANTED-—firms in. several 


choice areas with 
adequate distributor organizations 
qualified to offer statewide or re- 
gional coverage for nationally ad- 
vertised, All-Purpose, Portable 
Power Hacksaw. Proven product 
with exclusive features. Thousands 
of satisfied users. Attractive dis- 
count schedule assures profitable 
possibilities for aggressive con- 
cerns. In replying state lines han- 
died as well as extent and nature 
of present coverage. Tri-Saw Cor- 
poration, 2207 Hanley Industrial 
Court, St. Louis 17, Missouri. 








Donald L. Ande 


Jones & Laughlin Names 
Manager of Warehouses 


Donald L. Ande has been named 
general manager of warchouses of 
Jones & Laughlin Steel Corp succeed 
ing Andrew W. I[lcrron, Jr., who has 
retired. 

Mr. Ande has been acting general 
manager and manager of sales of the 
company’s Warchouse Division. Lk 
has had 25 years’ experience in the 
tee] industry, starting with Sprinkman 
Sons, Milwaukee. He was general 
sales manager of that firm in 1933 
and in 1937 became manager and 
supervisor for production planning, 
sales, service and organization of Car 
negie-Illinois Stecl Co. In 1947 he 
was named Baltimore district manager 
for U. S. Steel Supply Co., and in 
1950 joined Jones & Laughlin as man 
ager of sales, Warchouse Division 

He is a Purdue University graduat 

Mr. Herron joined Jones & Laugh 
lin in 1910 as an order department 
clerk, two years later became a sales 
clerk in Pittsburgh and in 1915 was 
assigned to the Wire Sales Depart 
ment. In 1919 he became assistant 
to the general manager of sales and 
from 1925 to 1935 served as district 
sales manager in Cincinnati in charge 
of the company’s warchouse there. In 
1935 he became manager of wire sales 
and in 1938, manager of warehouses 

A veteran of Marine Corps service 
in World War I, he attended Prince 
ton University and Carnegie Tech. 


S-P Names Representative 


Stout & Loman, Kokomo, Ind.., 
has been appoimted exclusive repre 
sentative in all of Indiana except Lake 
ind Wavne Counties for the S-P line 
of power chucks, air cylinders and 
hydraulic cvlinders 


Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they're basic, they're the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!"’ It includes milling 
cutters and end mills ... three different tool bit 
grades... slitting saws. . . cutoff blades ... key- 
seat cutters... and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 


less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They're backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the 120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


Gorham TOOL COMPANY 





bx 7 “EVERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS” 





14400 WOODROW WILSON ° 
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DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 
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a a+ : 
On opening day of the two-day exhibit, the Foot Guard 
Armory in Hartford was transformed into colorful show 
with booths manned by supplier-distributor teams. Action 


L. L. Ensworth, Inc., 
Holds Exhibit in Armory 


\fter four months of planning and arrangement mak 
ing, L. L.. Ensworth, Inc., recently staged a two-day exhi 
bit that attracted 1,673 guests to the Foot Guard Armory 
in Hartford. Booths, manned by representatives of 35 
manufacture featured actual demonstrations, moving 
displays and films. More than 450 mimeographed pros 
pect sheets were turned in by visitors 

Invitations, 4,503 of them, were handled both by mail 
ind by personal presentation to plant personnel. The 
attendance of 1,673 represented a cost of less than $3 
to contact cach visitor 

All visitors registered and, in this way, the company 
obtained an up to date list of interested plant personnel 
for the new E.nsworth catalog, released two weeks after 
the exhibit 


Handling heavy equipment was a big job, but everyone got 
into working clothes and pitched in nights and during final 
weekend to ship cases to armory and set up booths. All 
departments—purchasing, sales, and service—had a hand in 
preparing and running exhibit. 


displays and motion pictures were features of manufacturers’ 
exhibits which attracted most attention during show which 
ran from 2 to 10 p.m. each day. 


Five man committee, Leon §. Griswold, James P. Sprague, 
Fred York, Edwin C. Kilray, and Robert Sadler, worked 
four months planning and preparing exhibit. Credit for 
show's success, they said, belongs to all in the organization 
for their enthusiastic cooperation. 


Buffet dinner, handled by local catering service, both nights 
from 5 to 7 p.m., enabled visitors to remain in building, 
gave booth attendants quick service so no time was wasted 
going out to eat. Background music was provided during 
entire show. 
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ARMSTRONG 


—— 
a 


ARMSTRONG TOOL HOLDERS 
Permanent, multi-purpose tools, for every 
operation on Lathes, Planers, Slotters and 

Shapers. 


o~ 


ARMSTRONG Drop 
Forged DOGS 
Lathe Dogs, Milling Ma- 
chine Dogs, and Clamp 
Dogs. 12 types, all sizes 


ARMSTRONG HIGH SPEE 
Ready-to-grind Bits 

Cutters 

ARMALOY Cast Alloy CUTTER-BITS 
%, ARMIDE Carbide-Tipped CUTTERS 


Ready-ground 


pm 6 cutter shapes, 12 sizes—2 grades of 


» hardness. 


ARMSTRONG Drop Forged 
“Cc” CLAMPS 
Heavy Duty, Medium Serv- 


Lualily ‘OOLS 


ARMSTRONG 

BORING TOOLS \- 

6types with boring barsin “a s» 

sizes for all boring and internal thread- 

ing work. Hold cutters at 90°, 45° and 30°. 

ARMSTRONG THREADING TOOLS 

have high speed steel form cutters, require only top 

grinding to resharpen. Hold true thread 


form. Rigid and “Spring” types. 


yw 
yy 
»" 
—e, 


ARMSTRONG Ratchet 
Drills 
All steel wearing parts hard- 
ened. Packer, Railroad, 
Standard, and Short types, 
both plain and reversible. 


ice, Deep Throat, and Tool 

Makers’ types in all sizes. 

Also drop forged Machinists’ 
Clamps. 


ARMSTRONG Drop Forged 
Wrenches 

Both Carbon and Alloy Steel. 

Over 100 types in all sizes. 

Improved designs, steels, and 

heat treating give greater 
strength 


ARMSTRONG Set-Up and 
Hold Down Tools 

A complete line of Drop 

Forged Strap Clamps, Planer 

and Bracing Jacks and T-slot 


ARMSTRONG Detachable 
Socket Wrenches 

All sizes and types with driv- 

ing handles, extensions, and 


—. 
i 


ARMSTRONG Drop Forged 
Eye Bolts 

Plain or shoulder ttern 

Blank or Threaded. 14 sizes, 

Drop Forged and heat 
treated. 


ARMSTRONG Machine 


Shop Specialties 
Drill Drifts, Tool Posts, Drill 
Holders, Cutter Grinding 
Holders, and Tool Makers’ 


drop forged ratchets. Sold 
singly or in cased sets. 


Better Pipe Tools. A complete line, each a better 
tool with hardened, alloy or drop forged parts 
wherever they will add to strength or tool life. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5206 W. ARMSTRONG AVENUE CHICAGO 30, ILL. 
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Thorough planning for a grinding wheel clinic that was held 
each night for a week included checking all program details. 
Here, Frank Nelson (left), Frank Miles (right) and Robert 
Daniels (second from right) talk things over with W. H. 
Homeyer and F. A. Upper of Carborundum Co, 


A QO. & A. period after talks and demonstrations served as a 
good indicator of the visitors’ interest in the clinic. Mr. 
Daniels, working with an audience microphone, poses a 
question for Mr. Upper's consideration. 


ml consecutive year, Garrett Supply Co., 
Total 


bor the SCC 
Los Angeles, last month staged a five-night clini 
attendance exceeded 800 

Ihe event was staged in the distributing company’s 
warehouse, a move that was decided upon because it 
offered a by-product advantage—an opportunity to escort 
customers and prospects through the Garrett stock rooms. 

Some invitations were sent by mail while others were 
delivered personally by salesmen. In both cases, recipients 
were requested to notify Garrett Supply of their accept 
ince, ‘The invitations were for specific nights, the mailing 
list being broken down by salesmen’s territories 


Frank Miles, vi 


¢ president and general manager; Frank 


Attendance at the clinic was by invitation; more than 125 
buyers and plant men were present each night. The business 
end of the program was staged after cocktails and a buffet 
supper were served. Salesmen and executives served as guides 
on tours of the offices and stockroom. 


Demonstrations of tools during the cocktail hour kept guests 
interested. Note that each visitor wore a badge of identifica- 
tion. The badges were prepared in advance, a step Garrett 
officials said is well worth the effort. 


Nelson, sales manager; Robert Daniels, industrial sales 
manager; and Henry Turner, merchandising manager, 
were on hand all five nights. Salesmen attended only on 
the nights their customers were among the guests 

After being shown the company’s facilities and stock, 
guests were invited to have cocktails. Then came a buffet 
supper, served by a local caterer. Immediately after the 
supper the visitors gathered in the warehouse mecting 
room and heard Carborundum engineers explain thei 
products and applications for the products. 

rhe clinic closed with a question and answer period 
which, Garrett officials said, was a highlight of each 
night’s mecting. 
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men who use 


REPUBLIC 
UPSON ano wors 


appreciate these 
smooth-working 


wrench fits snugly 
on heads and nuts 


Babee t eae & S&S 


full thread area 
to grip firmly, 
tightly 


clean, accurate threads 
| 
mate properly Specify top-quality Republic Upson Bolts 
...runon and Nuts for all of your standard fastener 
eae requirements. More than 20,000 different 
smoothly y Po, types, sizes and shapes to choose from. 
REPUBLIC STEEL CORPORATION 
Bolt and Nut Division 


CLEVELAND 13, OHIO ¢ GADSDEN, ALABAMA 
Export Dept.: Chrysler Bldg., New York 17,N Y 
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Couch & Heyle Holds 5th Bi-Annual Show 


Couch & Heyle, Peoria, Ill., held its 
5th bi-annual industrial tool show re- 
cently, with approximately 3,500 
guests attending. Forty-seven manu 
facturers displayed products during the 

three days the open house lasted. 
Three floors in the Couch & Hevle 
building were utilized for the displays 
Refreshments were served in the base- 
ment, and included a total of 4,800 

cans of beer. 

According to J. F. Bennett, presi- 
j dent, the organization was well pleased 
a , one with the turnout, and with the man 
ner in which the displayers handled 


3,500 customers and guests attended Couch & Heyle’s recent bi-annual industrial : 
their particular booths. 


tool show, the fifth held by the company. 


o-—m-- 
0 METAL cuTriaG Trool.s 
pewouve's oF 
1LUmOrs TOOL WORKS 
TTimG TOOLS FOR 4) 


Three floors were devoted to booths manned by manufac- Demonstration of his product is given by John Winter, 
turers’ men who operated working displays. Refreshments Rust-Oleum, to C. E. Broyhill; Couch & Heyle. Forty-seven 
were served to guests in basement. manufacturers displayed at show. 





—<>—— 


Men in the Plant See Martin Mill Supply Show 


Martin Manaly (left center), head of the Stamford, Conn., “Industrial Show” featured 23 exhibits, many of them with 
firm, ran his recent open house on the theme, “Bring Your machines and equipment in continuous operation. Display 
Problems.” Here, with Clayton Graham, of Standard spaces were set up at three different locations, so visitors 
Pressed Steel, he checks a technical matter for Chester would have to walk through the plant and would see the 
Woods and James Carter, Pitney Bowes Co. superintendents. stock shelves going from one to the other. 
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NOW! 95% of all packing 











needs are met with R/M‘s BIG 7 


More profits! 





Less stock to carry! Easier selling! 


Rubber Covered Equipment « 


R/M’s new “Big 7” 
your salesmen a really big selling opportunity. 
With just seven types of field-tested packings, you 
can now offer custom-built performance for prac 


Packing Types give you and 


tically every packing application. This means 
lower inventories, simplified ordering, reduced 


downtime for your customers. Take advantage of 


this simplified approach. It represents a real engi- 
neering feat. To bring it to you, R/M drew on 
its 50 years of know-how and experience, and the 
research, testing and production facilities of its 
seven great plants. Start pushing R/M's “Big 7.” 
Your customers and prospects are reading about 


them in leading trade publications 





PACKINGS 


RAYBESTOS-MANHATTAN, INC. 
PACKING DIVISION, MANHEIM, PA. 


FACTORIES: Bridgeport, Conn 

Manheim, Pa.; No. Charleston, S.C.: 
Crawfordsville, Ind.; Passaic, N.J.; 
Neenah, Wis.; Peterborough, Ontario 








Brake Linings * Brake Blocks © Clutch Facings 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Packings * Teflon Products © Asbestos Textiles * Industrial Rubber Products * Abrasive and Diamond Wheels 
Bowling Bails 


Fan Belts © Radiator Hose « Sintered Metal Products « 
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700 Attend Gierston Tool 3-Day Clinic and Open House 


Planning committee at Gierston Tool Company, Inc., El- 
mira, N. Y., F. W. Gierspeck, president; G. H. Carlson, vice 
president; R. O. Reed, secretary; and B. J. Seifried, sales 
manager and treasurer, worked out warehouse layout for 
recent sales clinic attended by 700 visitors. 


Busy section of exhibit is manned by Geo. Dennison, Car- 
borundum Company, and Frank Stephan, Black & Decker 
\Mifg. Co. Room measuring 50 ft. by 60 ft was electrified 
with thirty-two 110 volt and thirty-two 220 volt outlets; 
permanent lines climinated possibility of electric failure. 


Buffet table enabled 65 manufacturer representatives, like 
Gus Burkhardt, Cleveland Twist Drill, (extreme left) to get 
quick bite before returning to booth to answer questions 
and demonstrate product applications to visitors from a 100- 
mile radius of Elmira. 


Forty-five machine tools were set up and electrically con- 
nected for actual demonstration. Related lines, such as 
tapping heads, chucks, honing adapters, were also used. 
Average time spent at show was three hours, indicating high 
level of visitor interest aroused by booth attendants. 
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MONO -BILT 


YOU CAN 


AlD 


YOUR 
QUAY ET 1/8) 
THROUGH 
MILWAUKEE 
SERVICE... 


Most Companies have need for 


MILWAUKEE Dependability 


@ Manufacturers of Dairy Equipment use Industrial Prushes 
for removing weld spatter and for deburring gears. 
Manufacturers of Farm Machinery use Industrial Brushes for 
gear deburring, removing weld spatter, and removing solder 
wipings. 

Foundries use Industrial Brushes for removing sand pits from 
castings. 

Gear Manufacturers scratch brush the slots in the armatures 
with a very fine wire power-driven brush 

Armature Manufacturers scratch brush the slots in the armo- 
tures with a very fine wire power-driven brush. 


In the manufacture of brass hammers the heads must be scratch 
brushed to remove pits and uneven surfaces. 


Buffing operations at the seams, are done by manufacturers 
of cooking utensils 


Wax deposits on outer casings of dry cells must be removed 
and is an operation done by manufacturers of dry cell batteries. 


MILWAUKEE gives you a one supply source—you are assured 
of quality, uniformity, and service. Production brushes for 
power and hand use—brushes for various maintenance needs. 
Sell MILWAUKEE Power Brush Tools and help your customers 
save time ond money. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


MILWAUKEE 45, WISCONSIN 


SEND FOR 
CATALOG NO. 36-R7— 
IT FEATURES 
THE COMPLETE LINE 
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J. M. Tull Holds Annual Welding & Metals Show 


Aluminum welding wire is center of interest at this booth in 
the J. M. ‘Tull show. J. A. Naylor, Tull vice-president; Bill 
Rogerson, Aluminum Company of America; C. M. Ashton; 
Dupont Savannah River H-bomb plant; J. B. West, Alcoa; 
and J. F. Nation, Tull vice-president, talk it over. 


J. P. Burnett, manager of Tull’s steel 
products sales, holds spring rings while 
B. J. Ross, National Tube Division, 
U. S. Steel, demonstrates features to 
Ralph Holt of Riegel Textile Mills of 


Irion, Ga 


J. M. Tull Metal & Supply Co. was host to visitors from 
throughout the South at its third annual welding clinic 
and metals show held recently in Atlanta 
fhcially opened the firm’s new steel 


The open house 


warchouse addition 
Several thousand plant managers, engineers and other 


guests attended the three-day event. There were 42 exhi- 
bits of welding equipment, metals and fluids handling 
equipm nt 

Demonstrations of equipment and sessions devoted to 
plant problems were featured. Several new products were 
shown, including welding equipment still in the experi- 


mental stage 


230 


Interested group includes K. G. Saun- 
ders, Tull vice-president; C. E. Smith, 
Georgia Tech Research Institute; Roy 
Starrett; and Bill 
Brocken, Bunting Brass & Bronze Co. pany; and Ben Butterfield and Ike 
Show lasted three days. : 


Peckham, L. S. 


New type valve is demonstrated by Gus Snellgrove, of Jen- 
kins Bros., to W. C. Davis, Bristol Metal Products Corp., 
and W. J. Thomas, J. M. Tull controller. New products 
and metals were featured at the show, which included 42 
exhibits staged by Tull’s suppliers. 


Looking over the Skil exhibit are F. D. 
Henry, Taylor Bros., Richmond, Va.; 
J. K. Lyman, Skil Corp.; J. M. Tull, 
chairman of the board of the Tull com- 


Semeli of Greenfield Tap & Die Corp. 


Exhibits showed, among other things, the use of incrt 
gas consumable arcs, sections of fabricated titanium pipe 
weld, and numerous metals including durimet, monel 
nickel, aluminum and durion. 

Visitors discussed plant problems with engineers repr: 
senting the manufacturers. 

John M. Nation, Tull vice-president, directed the event 
Promotion activities included a radio program over Sta 
tion WAGA in which Mr, Nation was interviewed about 
the show. 

Tull officials said the show was the largest the firm has 
held so far. Among the visitors were one from London, 
England, and two from Canada. 
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Minnesota Mining & Mfg. 
Names Sales Managers 


Minnesota Mining & Manufactur 
ing Co. has promoted five men to 
sales managers posts in its adhesives 
and coatings division and industrial 
trades tape division. 

New adhesives and coatings execu 
tives are: John P. Albade, named as 
sistant industrial sales manager, with 
headquarters in Detroit; William A 
Angus, Jr., regional industrial sales 
manager, Bristol, Pa.; Donald J. Ma 
lone, regional industrial sales manager, 
Chicago and Howard F. Nor 


man, product manager, government 


irea; 


sales 
Edward L 
sales 
tape 


Decker has been named 
industrial 
in St 


manager of 
with headquarter 


general 
trades 
Paul 
Mi 
1947 and has recently been sales 
wer of the Chicago division Mr 
Angus has been with 3M since 1949 
is an adhesives and coatings salesman 
industrial users in the Balti 
irea. Mr. Malone has been ad 
ind coatings salesman in St. 
Mr. Nor 


a chemist 


\lbade joined the company in 
man 


erving 
more 
hesive ; 
Paul for the past six years 
man started with 3M as 
in the Detroit adhesives and coatings 
division He has recently been re 
gional industrial sales manager for this 
division in the New York area 

Mr. Decker joined the company in 
1937. His most recent assignment 
was central regional sales manager in 
the industrial tape division with head 
quarters in Chicago. 


Name Research Head 


Minnesota Mining & Manufactur 
ing has appointed Dr. Byron F. 
Murphy as leader of the physics sec 
tion of its central research depart 
ment. 


Officers Appointed 
John G. Kruse and Richard L. Post 


have been appointed assistant secre 


taries of 3M 


Four Skil Branches 
In New Buildings 


Four of Skil Corp.’s major branch 
offices have moved to new buildings 

I'he new locations are: New York 
Citv, at 2800 Park Ave.; Baltimore, at 
2323 Greenmount Ave.; Portland, 
5616 N. E. Glisan St.; and Indianapo 
lis, 1620 Fast Riverside Drive. 

The company has been carrying on 
a modernization and expansion pro 
gram for its branches for the past ten 
years. It now has 34 offices in the 
United States and Canada 


&) amzaw>PY 7 


(= @> £OZ+-ZOmec-v 


Here is another group of 


recently completed Donnelley - built catalogs. 


Eight of these are from new customers. 


If you are considering a new catalog— 


or a revision of your current one— 


we'll be pleased to show you how 


our Catalog Compiling Department 


can take a big load off your shoulders. 


THE LAKESIDE PRESS 


R. R. DONNELLEY & 


CATALOG 


PRINTERS 
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BINDERS ~*~ 


SONS COMPANY 
COMPILING DEPARTMENT 


550 East Twenty-second Street 


Chicago 16, Illinois 
ENGRAVERS « LITHOGRAPHERS 
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Distributor Sessions 
Held by Lunkenheimer 
ZA Df? 2eZZ és Distributors in nine states sent 
A 32 representatives to the recent two 
day sales training course held by The 
in Cincinnati 


Lunkenheimer Co 

Tours of the company’s Fairmount 
and Carthage plants highlighted th 
event. ‘Training sessions stressed the 
use of company sales helps and cat 


alog and the fundamentals of valves 
g A fd D ¢ a © Distributor personnel included 
George V. Badders, Arthur Bear and 

D. Stanley ‘Trier, Fort Wayne Pipe 

& Supply Co.; William K. DePass, 

NEW MODEL 600 II, and Charles E. Smith, Standard 
Gs ‘ Supply & Hardware Co., New O1 
(eb Bt sit aeaeiacas nasihcsetian i Henry D. Carstensen and 
albacE beet STRAIGHT - Leonard ‘I. Maclsaac, Boston Pipe 
‘ LINE : Fitting Co., Cambridge, Mass.; John 





oe Q. Gailoup and Ward Shurtz, Gal 
\T loup Pipe & Supply Co., Battle Creek, 


Leet 02 cles iLe Mich.; Ed Berry, Joseph Hare and 


: P Don Ladewig, Barclay, Ayers & 
BMC... Bertsch Co., Grand Rapids, Mich.; 
D. G. McCauley, Lansing Heating & 
Ventilating Co., Lansing, Mich.; J. J. 
MODEL 100 —— Moran, English Bros. Machinery Co., 
a Kansas City; W. Milner Donovan, 
R. C. Hentscher and A. C. Hiemenz, 

electric driven with either ORBITAL Donovan lron & Supply Co., St. 
ssreiaien tiene on atinel actos Louis; J. E. Lynch, N. E. Petty, A. J. 
s B one —— (’) : Ramsey and F H. Taylor, Midwest 
With the National line you Piping Co., St. Louis; Ed Horrigan, 
are able to offer your custom- Robert May, Joseph Merhar, Jack 
Mino, William Nowaskey and Al 
ing, the sanding machine best = ce Me 4 a Supply 
‘o., Cleveland: b+ » cAllister, 

adapted to their needs. See MODEL 400 Mity-Midget J. R. Bell and R. C. Osborne Bald 
how you fit into National's Single-Pad = win Supply Co., Charleston, W. Va., 
distribution system, Write for Air Driven and G. C. Rood and M. E. Tomlin- 
details today. ORBITAL son, Banks-Miller Supply Co., Hunt 


Dealer Aids and Advertising ington, W. Va. 
to help you sell! (5 














National has a complete line 


of portable sanders... air or 














ers, in all fields of manufactur- 


























MOSS 300 sJlvile tor r70a2e 
Two-Pad 


Alr Driven ayo ntaciore 


STRAIGHT 
: NATIONAL AIR SANDER, INC. 


tine 
; 2822 Auburn Street, Rockford, Ilinois 
| T 4 Willard Davidson 


ACTION , 
Stamford, Conn., House 
NATIONAL Adds to Inside Staff 








MODEL 500 
Single-Pad Connecticut Plumbing Supply Co., 


Blectric Stamford, has appointed Willard 
Davidson as inside salesman in charge 
of pricing. 
- Mr. Davidson joined the firm a year 
() : ago. He has been in the valve and 
fittings field for the past 12 years, 
working for several firms in West- 
chester County, New York 


ORBITAL 
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Charles W. Snyder 


DeWalt Names Snyder 
District Sales Head 


Charles W. Snyder has been named 
a district sales manager in the East 
for DeWalt Inc., American Machine 
& Foundry Co. subsidiary 

Hlis territory will include 
tire state of Delaware, New Jersey 
from ‘Irenton south and the state 
of Pennsylvania from Lewistown cast 

A native of Lancaster, Pa., Mr. Sny- 
der carly in his business career was 
connected with Armstrong Cork Co 
and the Eastern Construction Co. In 
1939 he joied DeWalt, starting in 
the service department. Three years 
later he became a field service engi 
neer and in 1945, assistant plant su 
perintendent in charge of the procure 
ment and expediting of materials. In 
1947 he took charge of the company’s 
metal cutting machinery and special 
installations division. 

Since 1950 he has been active in the 
sale of the DeWalt woodworking 
line. Its headquarters will be in Lan- 
caster. 


the en 


Houston Bearings House 
Names Outside Salesman 


Ivan B. Nevill has joined T. L. 
Walker Co., Houston, Texas, indus- 
trial bearings specialist, as outside 
salesman. 

Formerly a purchasing executive, 
Mr. Nevill has worked for Rio Bravo 
Oil Co., Oil Center Tool Co., Cam- 
eron Iron Works and Brown & Root. 
He is past president of the Houston 
Purchasing Agents Association. 


Opens Boston Branch 


Sterling Sales Inc., Worcester, 
Mass., authorized representatives for 
Firth Sterling Inc., has opened a new 
Boston office at 417 Cambridge St., 
Allston. 


MR. DISTRIBUTOR: 
-.-. need it 


and PROFITABLE, too? 


Sell “INDUSTRIAL” 
THE BEST BENCH BUY! 


“INDUSTRIAL” Benches bearing the IB or NB (New Britain 


Machine) 


over 50 years. 


trademarks have been the foremost bench line for 
Excellent workmanship, finest materials and 


national advertising has made the “INDUSTRIAL” line inter- 
nationally famous. A catalog listing 1,020 different sizes and types 


of benches is making “INDUSTRIAL” the line to carry. NOW, 


added 


facilities 


business permits more new territories . . 
Get the facts today—you'll be glad 


that could 
you did! 


be yours! 


improved methods of production—expanded 


. profitable markets 


Working Surfaces clear of 
BOLTS—NUTS—HOLES—SHARP EDGES. 
Perfect for every need! 


LAMINATED MAPLE TOP 

Patented Construction—Selected 
Hard Maple on edge—glued and 
reinforced with concealed bolts. 
Stee! stringers assures rigidity 


Plates, shelves, drawers op- 


tional. 


ELECTRICAL WELDED 
STEEL DRAWERS 
4 Standard sizes. 
closed tops. Locks or padlocks 
theftproof, no binding or 
cramping. Welded — cannot 
wedge. 
PRESSED STEEL LEGS 
6 types in light, medium heavy 
and extra heavy duty styles. 4 
standard sizes. Formed sections, 
electrically welded. No Rivets. 
Stands by themselves. Designed 
to construct benches free from 
end or wall support—and sway. 
ALL Welding is Guaranteed. 


Open or 


STEEL TOP 

Patented Construction—Back of 
Bench top turned down to form 
stringer — takes strain — adds 
rigidity. Legs fastened to top 
by 4” carriage bolts through spe- 
cial battens. Plates, shelves, 
drawers optional. 

PRESSED WOOD TOPS 

Same construction as_ Steel 
Benches, but with a Pressed 
Wood Top cemented directly 
over heavy gauge steel top. 


FOR EXTRA PROFITS— 
Sell The Complete Line 


a. 
b. 


d 


e. 
S. 
g. 
h. 


Pressed Steel Legs 
Steel Bench Drawers 
All-Steel Work Stands 
All-Steel Machine Stands 
Steel Tote Boxes 
Welding Benches 
Laminated Maple Tops 
Pressed Wood Tops 


Let us send you a partial list of our customers—you'll see why, you, too, should represent the 


ousle INDUSTRIAL BENCH Line. 


cane 


107 South Street 


Why not order just one 
early—only a few good areas remain open. 


Distributors and Manufacturers Representatives Inquiries Invited 
IMMEDIATE DELIVERIES 


The Industrial Bench & Equipment Mfg. Co. 
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Write 


Bench—judee for yournsit. . 


INDUSTRIAL BENCH supports 


New Britain, Conn. 
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No. 707F — 602 


FLEXIBLE 
SPOUT 
Pistol Oilers 


with 7”, 10”, 13” spouts 
Reaches anywhere; delivers a drop or 
stream. Non-tip bose. Asbestos packed 
spout. Threaded brass tip. Seamless 
steel body. Holder available 


—— 
— 


No. P708 


New 


BENT 


SPOUT 
Pistol Oilers \ 


6 oz. to 2% pt. sizes 
Hydraulic pump. One piece seamless 
body. Large filler opening. Non-tip 
base. All parts guaranteed 





FLEXIBLE 
SPOUT 


Supply 
Cans 
1, 2, 3, 5 Gallons 
For industry, outboard motors, gasoline 
power equipment. 9” flexible spout 
with cap. Chain for spout cap and 
filler opening available. Red, bive, 
gray, aluminum 


ALSO FAMOUS “GEM” BENCH OILERS 





New warehouse of The Mine & Smelter Supply Co., at FE] Paso, Texas, measures 
60 by 160 sq. ft., features inside unloading of railroad cars by overhead electric crane 


Plentiful parking space, air conditioning, and sound proofing are a few of the fea- 
tures of the modern office facilities of the company at E] Paso 


Che Mine & Smelter Supply Co., 
Denver, Col., has completed construc- 
tion of its new steel warehouse in E] 
Paso, Texas. The building completes 
the expansion of the company’s 
branch in that area, a program which 
began in 1950 with the purchase of 
a five-acre tract. 

The warehouse, measuring 60 by 
160-sq. ft. is a modern steel structure 
with electric crane handling equip- 
ment. ‘Tracks enter the warehouse for 
unloading, and trucks can enter the 
other end of the building to carry out 
the steel products. 

rhe latest methods of stocking, 
racking and handling steel have been 
installed, and all steel and wire prod- 
ucts carried will be under cover. 

Other facilities at E] Paso include 
90,000 sq. ft. of floor space in two large 
reinforced concrete buildings and some 
smaller structures. The office is flu- 
orescent lighted and air conditioned, 
having cork floors and sound proof 
walls throughout. There is a well ap- 
pointed display room, 25 ft. by 60 ft. 
in the main office lobby and connect- 
ing an air conditioned auditorium, 
scating 60 people. 


rhe Mine & Smelter Supply Co. 
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was started in Denver in 1895, and 
three years later branch houses were 
opened at Salt Lake City, Utah, and 
El Paso, Texas. A. E. Seep is presi- 
dent of the company, and Stacy C. 
Hinkle, sales manager. 


Sterling Abrasives 
Names General Manager 


Leslie B. Bellamy has been named 
— manager of Sterling Abrasives 

ivision of The Cleveland Quarries 
Co. 

Mr. Bellamy has been the division’s 
Detroit district manager since 1946. 
He joined the division in 1944 as 
technical field engineer. 

Elected national president of the 
American Society of Tool Engineers 
in 1952, he had previously served the 
organization as national first vice-presi- 
dent and national director. He was 
chairman of the Detroit Chapter in 
1947. 

A native of Wales, he came to this 
country in 1928 and worked for some 
years with the Packard Motor Car Co 
as specifications supervisor and chief 
tool research engineer. 





General Electric 
Marks 75th Year 

General Electric Co. is celebrating 
its 75th anniversary this Fall. 

Diamond jubilee ceremonies were 
held recently at the company’s Nela 
Park, Cleveland, works, with 2,000 em 
ployees participating in the program. 
Donald L. Millham, GE vice-president 
and general manager of the company’s 
Lamp Division, gave the principle ad 
dress. Jane Froman, radio and ‘TV 
star, was guest performer. 

Mr. Millham hailed GE’s growth 
from the day Thomas A. Edison and 
13 associates founded the company in 
1878 and predicted that in the future 
“electricity will continue to be man’s 
most useful tool,” ragardless of the 
strides in atomic energy development 

He said that potential growth of the 
electrical manufacturing industry ex 
ceeded that of anv other industry with 
the possible exception of chemicals 
Though electrical consumption for 
homes has tripled in the past decacdk 
he pointed out, surveys show that at 
the present rate it would take residen 
tial lighting 100 years to reach thx 
standards already prevailing in man 
stores and offices. 


U. S. Hoffman Names 
Southe rn Engineer 

Peyton L. Morgan, Jr., has been ap 
pointed Southern district engineer foi 
the Air Appliance Division of U.S 
Hoffman Machinery Corp 

He will be responsible for applica 
tion engineering in Virginia, West 


Virginia, Ohio, Kentucky, Indiana, 


Tennessee, Georgia, North Carolina, 
South Carolina, Alabama and Florida 

A graduate engineer from Virginia 
Polytechnic Institute, Mr. Morgan 
joined Hoffman in 1948 as an associ 
ate of the Lynchburg, Va., representa 
tive, a post he held until the present 
appointment 


Peyton L. Morgan, Jr. 


“THE WELLS 
MODEL 800 
HEAVY-DUTY 
CUT-OFF SAW 


...the First Metal Cut-Off 
Saw Approved for use 
with High Speed Steel 

Band Saw Blades 


THE NEW WELLS MODEL 800, engineered to use blades 1” in 
width, is a heavy duty, metal cutting band saw designed to bring 
new accuracy and efficiency to your production cut-off operations. 
The outstanding features of the Model 800, including its extra 
rigid construction and the newest developments in the horizontal 
band saw field, provides a new high in production cutting. 

Model 800 is also the first metal cutting band saw approved for 
use with high speed steel band saw blades. When used with this 
type of blade, a higher level of cutting efficiency has been attained 
in cutting stainless steel, die blocks and other tough metals. 

DESIGN FEATURES 
@ Exclusive new Wells “constant-load” blade tensioning device. 
@ Extra rigid, heavily built counterbalanced frame and beam. 
@ New style band wheels. 
@ Synchronized speed blade cleaning brush. 
@ Improved, special heavy-duty blade guides. 
@ New expanded range of cutting speeds. 
@ Capacity: 8" diameter. 
@ Shipping weight: 645 lbs.—Wéith Coolant, 695 lbs. 

For complete information on the Model 800 and recommenda- 
ations of blades best suited for your operations, contact your Wells 
Distributor—or write for descriptive literature. 


The Pioneers of Horizontal 


METAL CUTTING 
BAND SAWS 
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Just as “a man is known by the 
company he keeps’’, a machine tool 
can be judged by the honored 
nameplates it carries. 


\ - 

. os 
SOMERS, FITLER AND TODD CO., Pittsburgh, Pa. 

“ For sixty years, Somers, Fitler and Todd Company has been 
known as the “House of Quality”’. It is with this idea that 
the manufacturers we want to represent should be known as 
manufacturers of quality items. We are sure that the Sheldon 
Machine Company fits into this category, since the work- 
manship of the products they manufacture is such that the 
finished product is equal to none but better than all.” 














SHELDON TS-568 

Precision Lathe 11'4" swing, 1” collet capacity, 56” 
bed, with "Zero Precision” Tapered 

Roller Bearings. 


Write for Catalog 


SHELDON MACHINE C0.,INc. 


4232 N. KNOX AVE. « CHICAGO 41, ILLINOIS 
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Appraisal Service 
Offered by Carboloy 


Carboloy Department of General 
Electric Co. has announced an engi- 
necring appraisal service covering the 
whole range of created metals. 

Ihe Carboloy engineering staff will 
id manufacturers in solving problems 
in areas ranging from permanent mag 
netism to high tempcrature structural 
materials, spokesmen said. ‘The other 
ficlds to be covered are corrosion, ero- 
ion and friction-wear _ resistance, 
metal cutting and forming, and tem- 
perature control. 

Officials said a formal and complete 
engineering appraisal service has been 
available in the past only on a limited 

ile. 


Experimental Grades Available 


Carboloy has available an unlimited 
number of cemented chrome carbide 
grades for engineering experimenta- 
tion, officials of the department have 
announced 

Vhey said the department, since de- 
veloping its original chrome carbide, 
grade 608, two years ago, has pro- 
duced a number of more wear resistant 
grades, as well as a number with 
higher erosion and corrosion resis- 
tance. 

The new grades, it is claimed, are 
adaptable to spray nozzles, steam 
valves, and orifices for processing 
foods, soaps and drugs. 


To Instruct Customers 


Carl A. Moeller, former supervisory 
training instructor at the Detroit 
Ordnance District, has joined Carbo- 
loy Department as an instructor in 
the customer training school, succeed- 
ing Lloyd Mattson, who transferred 
recently to Carboloy’s Edmore perma- 
nent magnet plant. 





GOOD REPORT is made by George 
Tyson, salesman, to Manager D. F 
McKinley at Lyons & Sons, Inc., Dur- 
ham, N. C 





Edward Van der Pyl 


Van der Pyl Retires; 
Patented Diamond Wheels 


Edward Van der Pyl, director of 
equipment engineering at Norton Co 
retired last month after 44 years with 
the company. 

He had been responsbile for some 
+5 patents, many of them basic in 
the field of diamond grinding wheels 
Others involved automatic presses and 
kilns for grinding wheel manufacture 
and casting of aluminum oxide. He 
had one patent on adapting vegetable 
shell for use as a moldable plasti 

He plans to remain available 
Norton consultant. 


Retains Conference Post 


Ralph F. Gow, executive vice pre 
dent of Norton Co., has been 
elected a board member of the Na 
tional Industrial Conference Board 
Ile has been active in the group sin 
last \¢ 


Named to Port Body 


J. Douglas Dawson, Norton ( 
general trafic manager, has bee 
named to the new Port of Bosto 
Commission by Governor Christ 


\. Herter of Massachusett 


Reliance Electric 
Names Representatives 


Reliance Electric & Engine 
Co., Cleveland, has appointed L. | 
Blackwell, Jr., as sal 
gineecr attached to the 
N. C., office 

Mr. Blackwell will report to | 
W. Leitner, Charlotte branch 


d 


ipphi ition ¢ 
Charlott 


yc! 

With the company since $ pt 
ber, 1952, Mr. Blackwell is a Dub 
graduate in electrical en 


Universit 


Single speed, Direct drive 


Three speed, 
Countershaft drive 


Only Strand . . . known for years as “‘the 
finest in the field”. . . gives you so many 
different types of flexible shaft machines 
to offer your customers. No matter 
what the need, there’s a Strand unit to 
fill the bill! 


You can offer a choice of 7 mountings 
when you recommend a Strand Flexible 
Shaft Machine —vertical yoke hanging, 
tripod stand, bench stand, tripod yoke 
stand, castered steel cabinet, caster base 
or wheeled truck. 


Of course, a full line of tool attachments 
is also available. 


We're helping you sell the entire 
Strand line with a continuing adver- 
tising program in leading industrial 
publications ...If you're not already 
handling this famous line, get in touch 
with us now for information on open 
territories. Ask for Catulog 131A. 


. and the STRANDFLEX 
4-Speed, Gear Drive Machine 


Two 4-speed ranges available; gear drive unit 
enclosed in housing for protection from dirt, grit, 
foreign matter. Specially lubricated for long service 


Remember, with Strand, the operator lifts only 
the tool...not the heavy motor! 


FRANKLIN BALMAR 
CORPORATION 


N. A. STRAND DIVISION 


Woodberry, Baltimore 11, Maryland, or 
5001 North Wolcott Ave., Chicago 40, Illinois 


gineering He served in the Na’ 


ur arm in World War II 
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YOU CAN’T HANDLE 
A BETTER LINE FOR 
STEADY PROFITS 


Widely used throughout all industries. Exclu- 
which meen longer life and 
to keep STANDARD 
your assur- 


sive features 
greater efficiency help 
Transmissions in steady demand 
ance of steady profits 


FEATURES 


THOUSANDS OF SPEEDS INSTANTLY 
SPEED RANGE WITH “A” BELTS UP TO 10-1 
AUTOMATIC, POSITIVE BELT ALIGNMENT 
SMOOTH, LONG WEARING PULLEYS 
MACHINED CAST IRON CONSTRUCTION 
PRECISION BALL BEARINGS 

HARDENED — GROUND SHAFT 

BRONZE SLEEVES FOR CENTER PULLEY 
COMPACT — EASILY INSTALLED 


BEST FOR PROFITS BECAUSE 
THEYRE BEST FOR SALES 














BENCH MODEL NO. 2 

FLOOR MODEL NO. 3 (NOT SHOWN) 
Available in dry-cut of wet-cut models — bench 
er floor type. 
* LIFTS ON RETURN STROKE + BALL SEARING 
GUIDE + AUTOMATIC CUT-OFF SWITCH + ANGLE 
CUTTING BY TURNING SAW (SAW TURNS INSTEAD 
oF woRK) 
MULTIPLE CARRIAGE LATHE STOPS — to fit most 

popular engine lothes 


Send coupon fer litereture and distributer plen 


TRANSMISSION 
EQUIPMENT CO. 
7e W. UNION STREET 
PASADENA 1, CALIF. 
Send me complete literature and distributor 
proposition. 
TRANSMISSION (7) 


Name 











J 








] 





SAW [) stor () 


| 


®eseenennee 


Company 
Address = 


02880808 © 2eeeeeSeeeR0aE88 
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Faultless Caster Meets Under Distributors’ Eyes 


Thirty-two salesmen of Faultless Caster Corp., Evansville, attended the recent 
Annual Sales Conference which featured distributors’ comments on sales meetings 


Three distributors incognito joined 
salesmen of the Faultless Caster Corp., 
at a “distributor's meeting” conducted 
by the company during its recent An 
nual Sales Conference in Evansville, 
Ind 

Presence of the 
ranged by Clarence B. Noelting, execu 
tive vice president of Faultless, who 
invited B. Weirauch, Orr Iron Co., 
In Evansville; Gordon Vaughan, 
The W. M. Pattison Supply Co., 
Cleveland; and Lloyd B. Mize, In 
dustrial Supply Corp., Richmond, 
Va. ‘The meeting, designed to: be a 
typical salesman’s presentation for dis 
tributors, was conducted by O. | 
Holler, company’s 
California branch 

Although Mr. Holler had been told 
that the company’s own sales group 
would constructively criticize his pres 
entation, he was not aware that there 
were distributors in the group until 
his meeting had been concluded 

According to the three commenta 
tors, Mr. Holler had many good points 
in his favor: the meeting started 


distributors was ar 


manager of the 


Albany Firm Completes 
times 


Austin A 


New stockroom is survey by 


N. Y 


promptly; visual charts were utilized; 
superiority over competing lines was 
stressed by actual application; the 
meeting adhered strictly to the preset 
time; and interest was sustained 
throughout. Mr. Holler’s delivery, his 
use of words, product knowledge, and 
timing were judged excellent 

Improvements, such as enlarging the 
chart used, were suggested, as well as 
simplification of presentation so as to 
impress the distributor with the ease 
of selection rather than overwhelm 
him with the magnitude of the line 
It was also suggested that emphasis 
be placed on local potential. 

Ihe suggestion was made that the 
individual technique and selling lingo 
of the product should be pointed out 
to the distributor salesmen, and that 
tie-in with new packaging programs 
ind direct mail schedules be made 

All three distributors agreed that 
Faultless Caster Corp. deserved rec 
ognition for its constructive step to 
ward better distributor sales meetings, 
and as a whole they judged the meet- 
ing to be excellent 


Work on Its New Plant 


» 


Woodward, The Woodward Co., Albany, 


This is part of the company’s plant built to replace structure destroyed by fire 
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Firth Sterling 
Combines Offices 


Firth Sterling Inc. has opened a 
new office at 200 North Ave., West 
field, N. J., combining the functions 
of the former New York City and 
Philadelphia offices in one headquar 
ters. 

The company will maintain New 
York City and Philadelphia telephone 
service for the convenience of cus 
tomers, Howard M. Dawson, Mid 
easter manager, announced. 

In Ohio, the district office in Cleve 
land has been moved from 142 | 
25th St., N.E., to 2250 Euclid Ave 
Stuart A. Smith is Ohio district man 
ager. 

Company spokesmen said purposs 
of the office moves was to streamline 
the firm’s sales and distribution facili 
ties 





H. W. Octjen 


Proto Tools 
Names Sales Head 


H. W. Oetjen has been named sales 
manager for Proto Tools, in charge of 
all the company’s sales in the United 
States. 

Formerly director of marketing and 
research, Mr. Octjen devoted much 
of his time to sales activities. He 
joined the company after many vears 
experience in sales, executive and en 
gineering posts with a number of firms 
including ‘Tide Water Associated Oil 
Co., Fairchild Engine & Aijrcraft 
Corp., Fairchild Camera &  Instru 
ment Corp., and J. O. Manufacturing 
Co 


To Represent Reynolds 


Reynolds Metals Co. has appointed 
Ontario Metal Supply Co., Rochester, 
N. Y., to handle the firm’s aluminum. 


“CHICAGO” 
Threaded Products 


fou EASTER SERVICE 


Our more complete stocks mean ‘‘at 
once” shipments of quality fasteners 
when you need them~no production 
delays—no maintenance.shut downs”. 


“Chicago” quality threaded products include: 


Hexagon Head Cap» Screws, Bright and 
Heat Treated Grade 5 * Square Head and 
Headless Set»Screws\*,Hexagon Nuts « 
Hexagon Castellated Nuts» Socket Head 
Cap Screws ¢ Socket Set Screws + Socket 
Pipe Plugs. 


Continuing our long established/ pol- 
icy~ Chicago Screw Products ar¢ sold 
through service-conscious Industrial 


/Supply-Distributors in bulk or/im pack- 


ages for original equipment,or replace- 
ment. If yon do notnow stock Chicago 
Screw Products, write us for full details 
and samples. 


he CHICAGO SCREW COMPANY 
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Norton Co. Holds 
General Sales Conference 


Norton Co.'s first gencral sales con 


yal, lem VG he) 4 
1946 was held recenth 


ference since 7 
FA STEN | NGS in Worcester, Mass. Representatives 
from throughout the United State 


117 men, attended, as well as 24 rep 
resentatives from Norton's foreign 
plants. 

Company officials said conferences 
of this kind are held only on “special 
occasions.” This one, they said, marks 


one _— ot GRC CAP NUTS the expec ne som of the country to ; 
xclus vob ~~? grip Coney easy Die Cost, not turned! Free of tool more normal peacetime cconomy anc 
a + Reg amcor § Retghtty marks, and cut-off burrs; class 2 highly competitive sales conditions 
5p amenities _ threads tapped square with face of nut. The week long program was planned 
to bring outside sales personnel up to 
date on latest sales and manufactur- 
ing methods, and give them an oppor- 
tunity to consult with plant personnel 
on individual sales problems 
NEW! GRC WING SCREWS GRC SMALL TUBULAR RIVETS Ralph M. Johnson, vice president 
Die cast, not headed! Closer tolerances, more in charge of sales, opened the pro 


A stee! screw combined with GRC’s : - ] 
attractive ager-grip wine-aut. oe oa aren? Soe —— gram. Speakers included (¢ ,COTLC N 








Jeppson, chairman of the board; Mil 


) P . . 
Gries die cast zinc alloy fastenings are durable ton P. Higgins, pre sident; Ralph I 
rustproof economical, too! All Gries fasten- Gow, executive vice preside nt; A 
ings may be used without protective finishes in Donald Kelso. president of Norton 


@ RUSTPROOF 


@ DEPENDASLE most applications. Furnished in all commercial fin 
ishes when desired. Prompt delivery on standard Behr Manning Overseas; and John 


@ DURABLE dj sizes—specials to order Jeppson, vice president and 


works 


WRITE TODAY FOR SAMPLES AND PRICES manager of the Abrasive Division. 
ames REPRODUCER CORP. ‘i Included on the program were semi 
& nars, plant tours, regional sales meet 
165 Beechwood Ave., New Rochelle, N. Y. © Phone NEw Rochelle 3-8600 ings, and an outing. Dr. Norman 
Vincent Peale, minister of the Marble 
Collegiate Church, New York City, 


made the closing address 


Black & Decker 


MACHINE -E | Names Branch Heads 
, Ihe Black & Decker Mfg. Co. has 
A nian SELL MORE IN 54! appointed Albert S$. Fehsenfeld as 
CCESSO S Feature BRAND NEW, —— foal yy ewe Ad _ 5 bo 
A profitable Fast-Moving Line of G. Gutman succceds him in his for 
line because XCELITE PLIERS! mer post of Indianapolis manager 


Mr. Ichsenfeld has been in sales 


universally wh ~ - work with the company since 1937 
tando 
accepted : Insulator Plier 


Universal acceptance Sure-grip, Heavy-duty, 
a assures a profitable line all-purpose. Groove on 


Year after year distributors have relied on the ‘ lower jaw recess on 
ZiP tine of T.boltse and accessories to serve the , 

needs of their customers. By taking advantage of upper makes easy work 
the universal coeptance among users of these 

items 0 will find the ZIP line a crofitatte of opening and closing 


vill pay you to make “SEL v2e " of standoff insulators 
supply to Machine ool 


cre teem clnth, amy quentitl Nos. 66, 67, 68 Cutters 


Also Brand-New for ‘54! 6 inch and 7 inch 
diagonal and 8 inch side cutter 


START ‘54 RIGHT .. WITH XCELITE! 


Carry the complete proftit-packed 
Xcelite line. WRITE TODAY. 


XCELITE, Incorporated 


(tormerty Park Metalware Co., ine.) 


1 


; 


Meee) Ti 


; 





Orchard Park. N.Y ety 
renar ark, . - rd 
MW, Jor OnF 
OREXEL HILL, PA | Xcelivs 
wos Ye : Albert S. Fehsenfeld 
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Carl G. Gutman 


ind Indianapolis branch head since 
January of last year. Mr. Gutman 
tarted as service engineer with the 
company in 1943. Tle became a sales 
representative in 1945 and was located 
it the Syracuse, N. Y., sub-branch 
until his present appointment 








BUFFALO BELTS 


% Over 200 Sizes % 35 Widths 
% 7 Thicknesses — IN SOLID-WOVEN COTTON BELTS 


If you are going to handle ANY line of Conveyor belts, handle a BIG 
one! Don't miss out on good sales because you can't give your Customers 
what they need 

When you sell BUFFALO BELTS, you almost aatomatically get all the 


sale S$ in your (¢ rritory because you can offer prac tically any size, any width, 


any ply or any specially TREATED belt 





that your custorner can name 


3 Flua In addition, BUFFALO BELTS have 
tremendous sales appeal because they are 
6 SPECIALLY- MADE TOUGHER with the scurdiest 

John V. Mclilugt , as 
: apie TREATED BELTS yarn availablee WOVEN TIGHTER by 
Market F C PLASTEX COATED our exclusive WOV-IN-WEAR process 
Market Forge Uo. yr ie on our specially designed looms, Natural.- 
Names Representative ASPHALTUAA APREGHATED ly, chey LAST LONGER and this builds a 
GLAZED BELTING sure-fire REPEAT business. Your cus- 
tomer NEVER pays a premium price for 


John V. McHugh has been ap RUBBER FILLED & COVERED 
pointed sales representative for the oe - this plus-value belting but YOU get plenty 
Market Forge Co. in southwestern AND... of plus sales 
WE ALSO OFFER A 


Pennsylvania. y, 
He was formerly manager of the COMPLETE LINE OF White Joday 

Benkart Steel & Supply Co., Materials get elroy e 

Handling Division, and has also been on your letterhead for 


associated with Pittsburgh Engineer our catalog and price list 


ing & Machine Co. and Mesta Ma | 
chine Co. He worked in machine mies I 


shop operations with Minnotte Steel Pe 
Ca’ malin enles Sor Fels & Co. end BUFFAL WEAVING & BELTING COMPANY 


7 NEW YORK 





Morton Salt Co. 209 CHANDLER STREET BUFFALO 


» is a graduate of Dusquesne Uni- | 
He is a gr ~ a NEWYORK PHILADELPHIA CHICAGO DETROIT LOS ANGELES 
versity and St. Bonaventure College. 
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Where Anchoring must be done 
The Rawlplug Line is the ONLY One 


271 


For Information Write Dept. | 


THE RAWLPLUG COMPANY, INC. 


CHURCH STREET 


. NEW YORK 13, N.Y 
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W. R. Wyekoff 


Townsend Names Wyckoff 
to Midwest Sales Post 


Townsend Co. has appointed W. R. 
Wyckoff to the new post of assistant 
manager, Midwest Sales Division, in 
Chicago. 

Donald L. Byrne will succeed Mr. 
Wyckoff in his former post as sales 
representative in the Peoria, IIl., area 
‘The men will assume their new duties 
January 1. 

Howard F.. Chilcoat, the company’s 
general sales manager, said the new 
Midwest post was created because ot 
sales expansion and the need for “an 
ever increasing sales effort.” 

Mr. Wyckoff has been with ‘Town- 
send since 1949 and came to the Mid- 
west Sales Division as a salesman in 
1950. Mr. Byrne was connected with 
lirestone ‘lire & Rubber Co. and 
General ‘lire & Rubber Co. before 
joining Townsend in 1953. 


Donald L. Byrne 





NEW PRESIDENT of Flexible Steel 
Lacing Co., Milton B. Beach, is con 
gratulated by Phillip Rinaldo, treasurer 
of the company 


Flexible Steel Lacing 
Names Beach as Head 


Milton B. Beach has been elected 
poate. Yes, you can make one false 
president and general manager of Flex ak sateen . 


ible Steel Lacing Co. John P. Ramsey note and be all washed up... 
was named vice-president and_ sales with the name you've spent years 
manager ee eo : 

- ; building ,quickly consigned to 


Mr. Beach has served the company 
for 35 years, 22 of them as vice-presi oblivion. We at Kester know the 


dent. He has worked in all the firm’s importance of consistency .. . 
departments, and recently directed 
make sure that the solder 


product engineering, design, develop 
ment and research alloy and especially the flux 


Phillip Rinaldo continues as treas formula never varies, never 


urcr of the company and Hugh | - 
C | S changes. Kester never ex- 


Coats as secretary ‘ 
periments at the expense 


of the solder user! 
American Brake Shoe 


Names Division Head 
. . . that K , th i d Solder, i 

American Brake Shoe Co. has ap Remember Rn SEER, RO GREENE STIR, GER Ge Yee 

; . the Solder you require... 8 Fluxes in Core Solder with 5 different core- 
pointed Charles M. Ruprecht presi 
dent of its Electro-Alloys Division. 

Formerly vice-president of the di 
vision, Mr. Ruprecht joined the com 
xany’s American Manganese Steel 


Jivision as an apprentice and in 1947 

became a sales engineer. In 1950 he 
was made division sales manager. Pre 
viously he had worked for Jones & 
Laughlin Steel Corp. and spent four 
vears in the Navy. He is a Yale Uni 
versity graduate 


KESTER 
Rice Pump & Machine Fiux 7 |) cone ) 
Moves to New Plant SOLDER COMPANY SOLDER JU 


Rice Pump & Machine Co. has 
moved from Grafton, Wisc., to a new, 
larger plant in the town of Belgium, 
in the Milwaukee industrial area. 

The new facility triples the com 
pany’s former manufacturing space 
Rice Pump officials said the more 
modern quarters should also provide 
more efficient service through im 
proved shipping and receiving meth- 
ods. Personnel were also increased 


openings to select from, which provides the exact flux content needed. 
Also Solid Wire and Bar Solder and “Solderforms” (preformed Solder). 


4214 WRIGHTWOOD AVENUE, CHICAGO 39, ILLINOIS 
NEWARK 5, NEW JERSEY; BRANTFORD, CANADA 


ddd ad 
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FLEXCO 
FASTENERS 


BUILD THE KIND OF 
CUSTOMER ACCEPTANCE 
THAT MEANS MORE 
PROFITS TO YOU! 


FLEXCO is a clean packaged 
item ... no splits... mo trouble 

. no complaints . . . least resist- 
ance to sales. 


it’s a Quality Product that does 
an outstanding job in fastening 
and repairing conveyor belts. 


FLEXCO is the complete line— 
for all conveyor belts... manu- 
factured by the pioneering leader 
in bele fasteners. 


Large attractive label quickly 
identifies contents at a glance. 


Well packaged, FLEXCO gets 
to customer in good shape... 
whether by freight, truck, ex- 
press or parcel post. 

An excellent profit item for all 
concerned. 


Ask for Bulletin F-100 


FLEXIBLE STEEL LACING CO. 


4633 Lexington Street 
Chicago 44, Illinois 





gis, 
ay Fag e OF 
When the Chicago Building Congress sponsored an eight week special session at 
Lake It t College, Il., on building design and construction, student architects built 
mock-uy DeWalt lac. provided all the saws and accessories for laboratory use 
lav Hendrick enter), the company's Chicago district manag.r, looks ovet 
vith W. FF. Dolke, of the Building Congr md UH. 1. bisher, d tor 





Harry P. Leu Holds Sales Training Sessions 


Both inside and outside salesmen took part in program directed by Simonds Saw & 
Steel Co. factory heads for the Orlando, Fla., distributor. Shown here are Charles 
Lewis, Simonds metalcutting sales representative; Ray Nutting, factory superin 
tendent of circular saws; Joe Hanna, Simonds Florida and Georgia sales representa 
tive; Jack Keys, head of Simonds Die Steel Sales Department; and Amos S. Brim, 
issistant manager and purchasing agent of Harry P. Leu. The meetings took two days 





lt. S. Rubber Names 
Sales Executive 


Keystone Bolt & Nut 


Names Sales Manager 
Keystone Bolt & Nut Co, has ap 


pomted Kenneth Fischer as sales man 


Kent A. Blakeslee has been named 
assistant to Warren A. Tipton, gen- 
ger cral sales manager of the mechanical 

He was formerly with Judson I goods division of United States Rub 
Thompson Mfg. Co. as Eastern sales ber Co. 
manager Mr. Blakeslee has been divisional 

S. Silverstein, vice-president of Kev production planning coordinator. He 
stone Bolt & Nut, said plans are be joined the company in 1950 as a sales 
ing formulated for an expansion of the — training assistant in the | 


mechanical 
firm's outside sales force 
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goods division, 





40-A Series—Double 
Boll Roce Structural Steel 
Swivel Coster 


3-A Series — Single Boll 


Race Swivel! Coster 


23-A Series — Double 


Ss ~ 
Ball Race Swivel Caster 
More 


Fa for Efficient 
f Materials Handling 


Harold Van Pelt 


Miller Electric Names 
Midwest District Head 


Millet electric Nlfg Co ha ip 
pointed Harold Van Pelt as district 
manager covering lower Michigan and 


northern parts of Ohio and Indiana oF Vee aa 


Formerly with Linde Air Product 
Co., he joined that firm in 1935, work 
ing in both the gas plant and sale are Best 
ofhce. In 1941 he became sales repre 
scntative tor Linde in Cincinnati f Y, C 
During World War IL he served with Tor pout /ustomers 
the Army in Europ 


. 
General Sales Manager P 36-A Series—Double 
. . Boll Race Swivel Coster 


Named by R. H. Clark Co. 
Ihe Robert Hl. Clark Co. ha 


named David ‘I’. Barry as general sal 
Manage! 
lk was forme rly ik manage! { 1-A Series — Station 


the Paint Brush Division of the Rub 
| eG 40-AH-VG Series 
ICTSC 0. Double Ball Race Struc- 
In his new post he will supervise the ‘ tural Stee! Swivel Caster 
: ! with V-grooved Wheel 
sales program of Clark tools through 
manufacturers’ agents, hardware deal ; &.P- 
ers and industrial distributors. Industrial distributors know... 
that year after year jond casters 


ring-up’’ remarkable records in ser 


vice. The designs, the materials and 
the workmanship of these casters are na 
constantly being proved and improved p 
to guarantee peak performance a 
Your customers will be glad that e2\" DRUM 
you suggested Bond materials han \ om TRUCK 
dling equipment because it’s built to = “— 
do the dest job. And remember, the 
tond line is a profitable line for you 
to sell. Write today for your copy of 
tond Catalog K-38— it’s packed Spring action chime hook 
for easy engaging and 


with facts " 
. releasing of drum or barrel. 


BOND FOUNDRY nme A 
7 MACHINE co. na upright when not 


Manheim, Pennsylvania Write for Bond Bulletin R-61 


@ Reduces handling effort to 
mnimum 


Maximum drainage 





David T. Barry 
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* Special Screw 
Machine Products 
* Screwed fitti 


* AN WASHERS iy nippten, 


* Studs, Standard weld spud 
and Special and vaives. 


Ti Tanium Bolts Now Available; Inquiries invited 


Salat sramnsss screw co. 
0 == AKmory 4-1240 
2€ ss0 Union Avenue - 


Direct NEW YORK Telephone 


* Class 3 Screws 
* AN Drilled 
Fillistor Heads 





Paterson 2, N.d. 


Wisconsin 7-904) 


ms 





({ CAR MOVERS 
SPURS 
HANDLES 
REPLACEMENT PARTS - 


— 4d - 
D 








iy 


* Car Movers in three types 

POWER KING (heavy)— 

No. 5 NEW BADGER and No 

9 BADGER NEVERSLIP for 
standard duty. 


* Spurs ore a wont past of Car 
Movers ADVANCE  SLIP- 
PROOF SAFETY SPURS fit 
oll mokes 


* Handles tor replacement on 
Cor Movers are made of 
selected hardwood straight 
rained and turned oversize 
ur Sefety HANDGUARD 
fits all Cor Mover handles 
and is a safety item 


* Replacement Parts we 
carry a full line for emer 
gency and repair 


These ore all good Distri- 
butor items and we urge 
users to buy thru their 
local distributor 


ADVANCE 
CAR MOVER CO. 
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Whatever the security job — there’s a Master 
Padlock to fit providing maximum pro 
tection at the lowest possible price! 


COMBINATION PADLOCKS — Strong, double 
wall construction; 3 number dialing; self 
locking tumblers; virtually unlimited combina 
tions. Also available with key-control 

one company-owned key opens all locks 


LAMINATED PADLOCKS — Stronger than a 
solid steel block; hardened tool shackles; pin 
mechanism; cadmium  rust-proofed 
Strongest padlock construction 


tumbler 
*hroughout 
known. 


Special service on master-keyed 
and keyed-alike sets. 


Seles Tip — Check the number of years 
your customers’ podiocks have been in 
use. Old i H or 

and should be replaced . NOW! Per- 
sonnel turnover, lost keys, etc. might 
permit occess by unovthorized persons. 





Catalog of 
complete Master 
line. Write 
for itt 


Master lock Company, Milwaukee 45, Wis 
Worlds Leading Padlock Manufacturers 


247 





Any way you look at it 


tals Thermometer i is Euy he 








ADVANTAGES 


T.. Positive locking in every conceivable angle. 


You've been asking for a dial thermometer like 
this—A thermometer that can be positioned and firmly 
locked at any practical angle—now you can have it! 
2. Reduces the number and variety of instru- 


No stretching or straining to see this thermometer. ; ; 
ments required in your maintenance stock. 


Easy to adjust to required new positions before or after in- 
stallation. No risk of the multi-angle selector working loose. Be Provides that extra “odd angle” instru- 
A specially designed selector assures positive locking at ment which normal stock does not furnish. 


every practical mounting angle and a few turns of one nut lock 4, Easy to change to any desired angle 
the selector securely. before or after installation. 


These instruments, supplementing USG’s complete line é ; es 
' 5. Saves engineers time when writing 
of Gotham temperature indicators, are designed to fit all standard 

' specifications. 
connections and are available in all standard ranges. If you have a 


number of applications requiring “odd angle” mounting these new 6. Affords easy reading at odd angles. 


multi-angle thermometers will reduce the number and 


Dept. VI 
United Stares Gauge 
Division of American Machine and Metals, Inc. 


variety of instruments you have to carry in stock. 
Before you order an angle thermometer be sure you 


see USG's new Gotham Multi-Angle Thermometer. 
Sellersville, Po 


Gentlemen 


We'd like to know more about the new USG Multi-angle Ther- 
mometer. Please get in touch with us. 
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SINCE 1880 WORLD'S GREATEST TOOLMAKERS -» 


MECHANICS’ HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS - DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., 





ANG PRECISION INSTRUMENTS 
More than $000 hae tools for every 
Precimon measuring need 


DIAL INDICATORS AND GAGES 
The precision line for all qualuy control 


62g'0g and inspection operations 


PRECISION STEEL RULES AMD STEEL TAPES 


the name you look for before all ofhers on fools you fuel 


You can place the same measure of confidence in the 
other items which make up the complete Sto: ef! line 


Col! your 
INDUSTRIAL 
DistTRisuTroR 


NEW STARRETT DiRECT MAiL SERIES 
SELLS HARD FOR DISTRIBUTORS 


1. A powerful presentation of the name 


Mailed each month toa complete list 
of industrial buyers and tool users, the 
new Starrett Direct Mail Series is a val 


uable sales-building addiuon to. the 


Starrett. advertising program. Along 


with a hard-selling presentation of the 
Starrett line each 


complete prec 


stresses several times the value and im 
portance of buying through you the 


Industrial Distributor 


Shown above in miniature ts the 


typical mailing 


center spread of a 
illuserating the four fold objectives of 


the campaign 


MACKSAWS, AMD SAWS AND BAND KNIVES 
Precision made by the 
World s Greatest Toolmakers 


PRECISION GROUND DIE AND FLAT STOCK 
9S sizes in ase, orl, onl oF water 


and water hardening types 


for bener, laser, lower com cutung 


\tarrctt’’ as the leader in the held of 


precision measuring tools 


2.A strong tie-in with the precision, 
quality and dependability which the 


name Starrett symbolizes 


A striking display of the Compler 
Starrett Line to build acceptance and 
knowledge of Starrett not only as 
the quality maker of Mechanics’ 
Hand Measuring Tools and Instru 
ments, but also Dial Indicators and 
Steel Hacksaws 


Gages Tapes 


Band Saws, Band Knives and 


Simce i800 
WORLD'S GREATEST TOOLMAKERS 


THE L. 5S. STARRETT COMPANY 
ATHOL, MASSACHUSETTS. U.S.A 


Precision Ground Flat Stock 


4. Repe ated reminders of the economy, 
ethciency and convemience of buy 


ing through Industrial Distributors 


This new Direct Mail Series which 
we mail to a Complete national list 1s an 
excellent Companion program to. the 
Starrett Distributor Direct Mail Pro 
gram which 1s available for local use 
If you are not already using the Distrib 
utor Direct Mail Program, now 1s an 
excellent time to start. We urge you to 
review the portfolio ex] laining the pro 
gram and get starte 1 right away. If you 
ask the Starrett 


have mislaid your copy 


salesman or write for a new one today 
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products 





Wright Speedway Hoists 


— 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


Why WRIGHT 
Speedway Hoists 
Sell Better 


e 5 key features of WRIGHT Speedway 
Hoists mean longer life and less servicing 
These features are heat-treated and sur 
face-hardened alloy steel gears, hard alloy 
silver electrical contacts in controller, 
heavy duty crane type safety limit stop, 
automatic multiple disc load brake and 
ball bearing gear shafts. 

And there are other features which add 
further to the fine service you get from a 
WRIGHT Speedway Hoist. For instance 
—grooved cable drum, improved plow 
steel preformed cable, concealed motor 
wiring, and completely enclosed, venti 
lated housing which is weatherproof for 
permanent outside use. Ball and roller 
bearings seldom require additional lubri 
bath 


cant. Gear train is sealed in oil 


chamber. 
You can sell standard lift, long lift, or 


close headroom WRIGHT Speedway Hoists 
in capacities from 14 to 10 tons — all with 
these same quality features. 

Write today to our York office for 
DH-133-A and full 
profitable WRIGHT Hoist distributorship. 


information on a 


WRIGHT 


Hoists 
Trolleys 
Cranes 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, San Francisco, Bridgeport, Conn. 





